


























Wolverine Tube’s WD. Schelbe 


Purchasing’s Big Role 
in Management 


How purchasing at Wolverine Tube takes part 
in decision-making at every level page 69 















































Shoe soup for a 


Mayan dandy 


When a Mayan needed shoes, he 
simply went to the nearest rubber 
tree .. . and poured himself a pair. By 
dipping his feet repeatedly into a bath 
of raw latex, he fashioned a kind of 
shoe. The style was crude, but the 
fit was perfect. 


Rubber goods have come a long 
way since then, and the development 
of synthetic rubber has been an im- 
portant factor in this growth—espe- 
cially since 1941 when Shell Chemical 


built the country’s first 

commercial butadiene 

plant. Today over twenty different 
types of Shell synthetic rubber go into 
such varied products as shoe soles and 
heels, tires, belting, floor tile, wire and 
cable insulation, and hundreds more. 


Commercial production of this 
strong and versatile material is an- 
other of the many ways Shell Chemi- 
cal helps industry with man-made 
raw materials. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture, 


TORRANCE, CALIFORNIA 
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The Mayan and other Indians 
of Latin America discovered 
a unique material for making 
clothing and footwear. 
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You can tell 
the SLGIF man 


by his complete line of bearings! 


He offers you the most complete line of balland _ backed by versatile application engineers and 
roller bearings available— many thousands of __ bearing designers. 


sizes in all. No one else can fill your needs so If you’re getting anything less than depend- 


completely ! able bearing delivery or service, call in the 
He offers expert help with any kind of bearing StF man today. He'll show you how efficient 
problem, too. For he’s a specialist himself—who’s and economical buying bearings can be! _ 5920 


EVERY TYPE-EVERY USE 


okKF. 


Sar INDUSTRIES. INC.. PHILADELPHIA 32. PA. 
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fasteners 
ss ey a TYRIOAL exanres 


Shakeproof's® Type 25 Thread-cutting 


eo . fe] 

' Screw saves time because it eliminates 
as I ‘ tapping: Blunt point assures maximum 

- dana-t-Cemm-daler-lel-Tusl-rab@e-Valemmalle ha mmanolioiiare| 


strength when driven into a relatively 
thin panel. 





Shakeproof has pioneered in developing ingenious, cost-cutting 
fasteners for plastic applications. The screw featured above not Ses 
only taps its own hole—often it eliminates costly threaded in- assembly savings with 
serts. Another Shakeproof development, the Type 17 self-drilling ; 

Nibscrew®, both drills and taps as it is driven. A Shakeproof engineered 
Dished Lock Washer compensates for differential in expansion tasteners 
between plastic and metal... temperature changes won't loosen 
the assembly. 





For highest quality fasteners that assure faster assembly and 
lower costs investigate the Shakeproof line. There’s a Shakeproof 
fastener to meet your need—or Shakeproof engineers will de- 
velop one for your specific application. 





WRITE FOR NEW SHAKEPROOF BULLETIN NO. 300 
Shakeproof Bulletin 300 shows ten typical, profitable applications 
of Shakeproof fasteners on products using plastics. Offers free 
samples for testing. Send for your copy now. 


SHAKEPROOF 


“FASTENING HEADQUARTERS''® 
DIVISION OF ILLINOIS TOOL WORKS 
St. Charles Road, Elgin, Illinois 
In Canada: Shakeproof/Fastex 
Division of Canada Illinois Tools Limited, 67 Scarsdale Road, Don Mills, Ontario 
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"BEGoodrich} 


satis 


River of waste acid 
flows under river of water 


B.F. Goodrich improvements in rubber brought extra savings 


Bee man in the diving suit is on his 
way to the bottom of the river to 
fasten another river in place. A paper 
mill across the way has to get rid of 
big quantities of hot waste acid. Just 
dump it in the river? That would 
pollute the water, kill fish. 

Someone suggested taking the liquid 
waste across the river to a man-made 
lagoon. But how? Even the strongest 
steel pipe couldn't stand the hot acid 
or the buffeting of river currents. 


After talking with a B.F.Goodrich 


distributor, paper company engineers 
decided to try rubber hose made by 
B.F.Goodrich. The lining of this hose 
ismade witha special rubber compound 
that stands hot acid. A spiral of steel 
wire buried in the hose keeps it from 
collapsing even under powerful suc- 
tion. The thick, tough cover resists 
scufhing, gouging, and tears. 

The first B.F.Goodrich hose line was 
hooked up, stretched across the water, 
then fastened to the river bottom by 
2200-pound concrete forms. The hose 


lasted 11 years without leaks, prevented 
pollution of the river even at times of 
low water. Because of this fine per- 
formance, the company replaced it with 
800 feet of new B.F.Goodrich hose 
this summer. 

Your B.F.Goodrich distributor has 
exact specifications for the B.F.Goodrich 
hose described here. And, as a factory- 
trained specialist in rubber products, 
he can answer your questions about the 
many rubber products B.F.Goodrich 
makes for industry. B.F.Goodrich 
Industrial Products Co., Dept. M-705, 
Akron 18, Ohio. 
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Planned Packaging moves merchandise 


Why not your brand ? 


See the ‘‘wrap-around” end panels on this new carton? 
They give beer and other pack users all-important end panel 
identification—usually a premium feature—for the cost 

of regular open-end cartons. Important? Vital! Thirty-five 


per cent of all store pack displays show carton ends only! 


The new ‘“‘Contour-Pack,” an exclusive, new design 
development by Packaging Corporation of America, offers 


better sales, lower package cost, faster packaging. 


This is but one of countless ways in which Packaging 
Corporation of America’s concept of Planned Packaging, 
implemented through integrated national facilities, 
produces better packaging . . . more sales. Whether 

your requirements are large or small, regional or national, 


we welcome the opportunity to help you. 


Packaging Corporation of America 


Administrative Offices: Grand Rapids, Michigan; Quincy, Illinois; Rittman, Ohio 


Cartons + Containers + Displays +» Egg Packaging Products + Molded Pulp Products + Paperboards 
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— pemeagone heavily loaded trucks—as they 
jockey backward into position—is too tough a 
job for any unprotected loading dock. So you'll find 
the edge of most docks badly cracked and splintered 
—in almost constant need of expensive repairs. 


At one big West Coast Terminal, for example, 
replacements ran to $500 every six months or so. 
And that’s not counting the tie-up of needed loading 
facilities during each rebuilding operation. So the 


H ow to G.T.M.—Goodyear Technical Man—got a lot of atten- 


tion when he suggested rubber Truck Dock Fenders. 
bac k 1 nto The result: with the G.T. M.’s tremendously resilient 
fenders absorbing all the punishment—no repairs 
have been necessary in over a year and a half now. 


sizable And this enthusiastic user has installed them on 


his other docking facilities. 


o His savings are just beginning, too. For these Truck 

savings Dock Fenders are modeled after those that cushion 
the docking of giant ocean liners—in some cases 
serving more than 25 years without appreciable 
wear. For the full story, contact the G.T. M. through 
your Goodyear Distributor—or write Goodyear, 
Industrial Products Division, Akron 16, Ohio. 


__GOODYEAR INDUSTRIAL PRODUCTS 


@)-Specified truck dock Fender: 


Type M-4 
4o"' x 3% 


Wing-Type 
3-10’ O.D O 


Rectangular 
2”-12” Thick 
x 4''.12” Wide 


Cylindrical 


3-18" O.D 


—+- 
! 
! 
! 
! 
! 
| 
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TRUCK DOCK FENDERS BY 


THE GREATEST NAME IN RUBBER 
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Straws in the Trade Wind 


® MORE PLASTIC BOTTLES — Purchasing 
agents are buying more plastic bottles, while 
tin and glass containers lose out. A number of 
food manufacturers are testing plastic con- 
tainers for a wide variety of products. About 
650 million plastic containers will be produced 
this year—and this figure will probably in- 
crease to a rate of one billion sometime in 
1960. Although these plastic bottles cost more 
than other types, they have important advan- 
tages: they’re nonbreakable, lightweight, and 
rust-resistant. 


& SINGLE SOURCE BUYING — To save 
money on gasoline purchases, New York State 
has adopted a program of buying from just 
one oil company. All gas for the state’s 3000 
car fleet will be bought at an American Oil 
Company station. The reason: a 114-cent-a- 
gallon discount. Estimated savings for the 
state: more than $100,000 annually. 


& DOLLARS AND SENSE—Most manufac- 
turing companies were hit hard in the pocket 
book by the steel strike in the third quarter. 
Reports from 598 manufacturers show third 
quarter net income was 32% below the second 
quarter, says the First National City Bank of 





For the P.A.'s Hot File .. . 


There have been murmurs about 
1961’s being our next recession year. 
Now the rumors have received partial 
support from a leading economic auth- 
ority. William F. Butler, VP—Chase 
Manhattan, recently warned that after 
a strong first half in 1960, the economy 
will slow down and that in 1961 “gen- 
eral business may move into a virtual 
plateau, preceding another downturn.” 
He forecast a shift to a buyers’ market; 
sees shrinking profit margins and 
excess capacity as major problems. 











New York. In this period, however, profits 
were still 5% higher than the recession-hit 
third quarter of 1958. 


> NOW IT’S OFFICIAL—A study paper pre- 
pared for the Congressional Joint Economic 
Committee states definitively what P.A.’s have 
known for a long time: “the effect of rising 
steel prices in the last decade was strongly 
inflationary.” The paper notes that the ex- 


Seasonally Adjusted New Order Index Industrial Supplies and Machinery 


EASONALLY ADJUSTED NEW ORDER INDEX 


SS 


NDUSTRIAL SUPPLIES AND MACHINERY = [+ 


New orders for industrial sup- 
plies and machinery dropped 
2.4% in the latest monthly re- 
port of the American Supply 
and Machinery Manufacturers’ 
Association. The seasonally- 
adjusted new order index is 
now 207 (July 1948=—100), a 
five point fall from the pre- 
vious month. 


+ 
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CASE HISTORIES 


{High-volume ND 
ball bearing popular 
Sentri-Seal gives radial arm 
stgow new sales appeal 

while lowering costs! Bearing 
is lubricated-for-| moin 
tenance-free performanc 


precision 
with 


"“B Bol! Beorings Cur Power Saw 
Production Cos?s FQOO00 A year/ 


CUSTOMER PROBLEM: 


Manufacturer of popular radial arm power saw 
sought ways to lower over-all production costs, 
yet maintain high precision standard. 


SOLUTION: 


N/D Sales Engineer, cooperating with customer 
engineers, developed and recommended a different 
rotor and shaft design that maintained original, 
high motor efficiency. The new design provided 
for the use of an N/D high-volume precision ball 
bearing. Savings in bearing costs alone add up to 
$30,000 a year! 


In addition, the N/D precision ball bearings are 


equipped with low torque, performance-proved 
Sentri-Seals® which protect precision bearing 
parts against saw-generated dust. What’s more, 
these N/D bearings are lubricated-for-life . 
they require no periodic maintenance. 


If you’re looking for ways to cut production costs 
... or ways to add new sales appeal to your prod- 
uct, why not call your New Departure Ball Bear- 
ing Sales Engineer? He can probably engineer a 
cost-saving, high-volume N/D precision ball 
bearing into your product. Just call or write New 
Departure Division, General Motors Corporation, 
Bristol, Connecticut. 

@® Registered trade mark for New Departure integral spring seal. 


Replacement ball bearings are available through United Motors System and its Authorized Bearing Distributors. 


lb) 


mi E= VS OL ee 
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BALL S&S ARIN GS 
proved reliability you can build around 
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in the Trade Wind 


traordinary increase in steel prices accounted 
for 40% of the rise in wholesale prices 
from 1947 to 1958. Three primary reasons for 
the steel price hikes were (1) the rise in wages, 
(2) an increase in profit margins, and (3) a 
rise in depreciation charges. At the same time, 
productivity increases were moderate—about 
the same as in manufacturing as a whole. 


&> MORE ON STANDARDS—A survey by the 


American Standards Association gives further 


proof of the savings made by P.A.’s through 
standards. One company cut its inventory by 
$1.2 million by using standardization. Another 
saved $500,000 on two standards activities, 
tank design and minimum piping. And one firm 
reports tangible and intangible savings of at 
least $35 for every dollar spent on standardiza- 
tion. 


> PLANNING FOR GAS CONSUMPTION— 
Gas companies are planning for heavy gas con- 
sumption in the next 10 years. A $34.4 billion 
building program will soon get underway by 
gas utilities and pipelines to be completed by 


increase from over $18 billion last year to $49 
billion in 1970. 


& STEEL IMPORTS RISING—In the first 
nine months of 1959, three million tons of steel 
were imported to this country. This record 
figure was 1.3 million tons higher than all of 
1958—and 800,000 tons more than the previous 
yearly record set in 1951. 


® PAPERBOARD TIPOFF — Usually you 
have to pack it before you can ship it. That’s 
why paperboard statistics are such important 
economic indicators. Based on this, the busi- 
ness outlook for 1960 is for continued boom. 
Latest forecast is that paperboard demand in 
1960 will be 2% over strong ’59. And for the 
future: production in 1965 will be running 
26% ahead of current levels; 1975 will be 77% 
ahead. 


& RECENT PRICE CUTS—Recent price re- 
ductions by manufacturers include: a 5% cut 
by General Electric Company in prices of larze 
steam turbine-generator units; and a three- 


1970. Even allowing for retirement of the out- 


cents-a-pound drop in the price of epichloro- 
moded units, the value of the gross plant will 


hydrin by Shell Chemical Corporation. 


QUOTE I ocvccccccccccccccccccccccccccceccescees 


The development of the modern corporation is “equal 
in importance to any specific invention in history,” 
says Henry B. du Pont, director of the Du Pont Com- 
pany. A vital factor in progress, the corporation “has 
proved the most effective device for extending technol- 
ogy which man has ever known,” he observes. Mr. du 
Pont adds that “the modern industrial establishment 
is the agency which made the pursuit of technology a 
full-time job, and not for a few men, but for hundreds 
of thousands.” Thus, he says, large units consolidating 
many talents “have provided to technology and the 
technologist a whole new dimension of performance 
and potential. They have elevated the horizons of 
science and engineering and literally extended man’s 
reach into the boundless areas of outer space.” 


Henry B. du Pont 
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Case History No. 106 Dallas Cast Stone Co. 


“WE GET 3 TIMES 
THE WEAR AT NO J 
EXTRA COST WITH § 
RIEGEL PLASTIC: 
COATED GLOVES” 





Here Are The Facts! 


COMPANY: Dallas Cast Stone Co., Dallas, Texas 
GLOVE PREVIOUSLY USED: Competitor’s Plastic Coated 


GLOVE RECOMMENDED: Riegel Plastic Coated Palm, 
No. 418 


SAVINGS: “We get three times more wear. Far exceeds 
any type we have ever used before. Riegel’s No. 418 
costs no more, so we’ve cut our glove costs on 

this operation almost 66%!” 


COMFORT: “Our men prefer Riegel No. 418 because 

it is cut larger and feels more comfortable. The canvas 
back not only outwears all previous gloves, but 

the porous material breathes, making gloves cooler.” 


Here is another saving made possible because 
Riegel Industrial Analysts fit the right glove to 
the job. For help in reducing your glove cost, 
call or write Riegel today. 


Write for free 


Glove Div.» RIEGEL TEXTILE CORP. - Conover, N.C. | F Glove Purchasing 
see Guide and Case 


History File 


SALES. OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 
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Are Suppliers Moving Away 
From the Big Cities? 


A recent economic report shows that most of the major manufacturing cities in 
the East and Midwest have been losing factory jobs in the last decade. Purchasing 
is naturally affected when vendor plants are moved and new ones built in 
smaller cities and towns. To find out how P.A.’s feel about this trend, we asked 
a representative cross-section a number of questions. Their combined answers 


follow: 


Have you noticed a trend 
among suppliers to move 
their plants and warehouses 
from the big cities to small- 
er towns and suburbs? 


If so, do you believe the 
moves have been made 
primarily to get closer to 
markets or to sources of sup- 
ply, or both? 


3. Has supplier decentraliza- 
tion benefited you through: = 
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Closer to 
markets 


Closer to 
supply sources 


Both 


Better order 
service 


Reduced lead 
time 
Increased 
number of 
sources 
Lower freight 


rates 


Lower prices 
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2243 MODERN WINDOWS 


BY DISCO 


Wilmington, Delaware 


630 
MADE FROM 


ie) -lelema',"41, [ele)""4-; 
32,000 pounds of 


nated | 1 es R WO LV = Ri Re = 
‘ EXTRUDED ALUMINUM 
SHAPES! 


Corrosion-resistant, warp-free, weight-saving . . . 
as modern as tomorrow . . . are the Disco reversible 
aluminum windows manufactured by the Decatur 
Iron and Steel Company, Decatur, Alabama. 


Wilmington, Delaware 


937 


DISCO WINDOWS 


42,000 pounds of 
Wolverine extruded 
shapes 


Illustrated here are three buildings containing 
2243 modern Disco windows. They are manufac- 
tured from 124,000 pounds of extruded aluminum 
shapes produced in the Decatur, Alabama plant of 
Wolverine Tube. 


Wolverine is proud that its extruded shapes and 
extrusion facilities are helping Disco, and other 


A: 
ra 
q 
I 


aluminum window manufacturers, bring new styles 
and convenience to American homes and buildings. 


Wolverine Tube’s extrusion alloys are EC, 1100, 
3003, 6061, 6062 and 6063. Extruded aluminum 
products include tubing, bar,and solid, semi-hollow 
and hollow shapes—all in a wide range of sizes. 


Boston, Mass. Wolverine also produces drawn aluminum tube. 


676 If your company uses aluminum tube or extruded 


DISCO WINDOWS 


50,000 pounds of 
Wolverine extruded 
shapes 





aluminum shapes why not get a Wolverine quote 
before placing your next order? You'll appreciate 
Wolverine quality and service. Write, too, for the 





Wolverine Aluminum Catalog. 





—— WOLVERINE FUBE 
TTT OIVIGICN OF Es! 
CALUMET & HECLA, INC. 
17250 Southfield Road 
Allen Park Michigan 


PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA. SALES OFFICES IN PRINCIPAL CITIES 
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Better personal 
relations 


Faster 
quotation 
service 


More calls by 
salesmen 


4. What have been the results 9 
of decentralization inregard { 


to sales service? ; 
Greater ease in 
contacting 
salesmen 
Better-trained 
service 
personnel 


No 
disadvantages 


Loss of personal 


Wheat, if any, disadvantages , contact 


are there to supplier decen- ; 

tralization? . Vendors keep 
smaller 
inventories 


Transportation 
is more difficult 


Is your company planning 
any manufacturing or ware- 
housing decentralization = 
moves? 


If so, will purchasing be de- 9 
centralized too? . 
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NEW! ANOTHER BIG BONUS IN ALCOA SCREW MACHINE STOCK 


NOW! A COMPLETE ALUMINUM SCREW MACHINE 
STOCK BOOK FOR ESTIMATORS AND OPERATORS 


The production of aluminum screw machine parts often 
calls for a lot of cross-reference table scrambling, com- 
plicated formulas to convert steel or brass to aluminum 
data, and time-consuming computations. Now Alcoa 
has the solution! For the first time in the screw machine 
industry, Alcoa makes available a comprehensive Alu- 
minum Handbook for estimators and production people. 
The detailed estimator’s section of this fact-filled booklet 
contains pages of tables to simplify your use of Alcoa® 
Aluminum. This extensive collection of data will make 
the toughest screw machining job a cinch to calculate. 

Alcoa’s handbook contains hundreds of conversions 
for aluminum screw machine stock, weights of various 
stock sizes, sfpm at various spindle speeds, weights of 
stock segments, thread tolerances and weights per 1,000 
pieces, among other useful data you’ll use every day. 

There’s also a complete section on properties and 
specifications of aluminum alloys that you’ll find a 
handy reference. A shop practice section gives a quick 
solution for a host of work defects that occur in screw 
machining. 

Your Alcoa man has reserved a copy of this handbook 
for you. Call the nearest Alcoa sales office or Alcoa 
Distributor today and he’ll bring over your copy and 
show you how to cut hours off your work. Look for the 


Alcoa sales or distributor office in the Yellow Pages of 
your telephone directory under “‘Aluminum.” 


And don’t forget these many additional bonuses 
when you deal with Alcoa: 


e Alcoa Aluminum Screw Machine Stock allows up 
to four times higher cutting speeds than other mate- 
rials—up to 1,000 surface feet per minute. 

e Wider range of sizes in standard stock for impor- 
tant price advantages. 

e Stock in specific 12-ft lengths at no extra cost... 
in rounds to 3% in. and hexagons to 3 in. across flats. 
e Chamfered ends at no extra cost in a wide range 
of sizes and alloys. 

e A guaranteed market for up to 60 per cent of your 
turnings and borings from four aluminum alloys. 

e An extensive mill inventory to back up the nation- 
wide distributor stocks and cover emergency re- 
quirements of mill customers. 


Your Guide to the Best in Aluminum Value 


For exciting drama watch “Alcoa Presents” every 
Tuesday, ABC-TV, and the Emmy Award winning 
“Alcoa Theatre’’ alternate Mondays, NBC-TV 


ALUMINUM | 


PRION ae 
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I; YOU BUY finished rubber 
goods, expect to pay more for 
them in 1960. Every barometer in- 
dicates that the domestic rubber 
manufacturing industry will break 
all existing consumption records 
in the coming year. Since manu- 
facturers will be paying more for 
their raw materials, you will pay 
more for finished goods. 

Indicative of the surge in 1960 
is the estimate that the tire in- 
dustry will ship 67,800,000 re- 
placement passenger tires and 
9,300,000 truck tires. In addition, 
it is expected to ship 33,200,000 
passenger tires and 4,800,000 truck 
tires to automobile and truck 
manufacturers as original equip- 
ment. The grand total of ship- 
ments is expected to reach 116 
million tires in 1960—5 million 
more than 1959. 

In addition many executives in 
the tire industry expect a tre- 
mendous surge of business growth 
throughout the 1960’s. According 
to one prediction, replacement tire 
sales will reach 78 million and 
truck tire sales 14 million by 
1965. This compares with approx- 
imately 66 million and 12 million, 
respectively, estimated for 1959. 
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Special Industry Report: 


Sales of pneumatic tires are ex- 
pected to soar to 145 million units 
per year by the mid-60’s, com- 
pared with approximately 121 
million today. Spelled out in 
terms of the tire manufacturing 
industry, this means an increase 
of nearly 20% over present 
production. ¥ 


Synthetic Prices Stable 


Prices of finished rubber goods 
are closely tied in with raw rub- 
ber. If synthetic rubber alone is 
used in the production of these 
goods, then the manufacturer is 
able to establish relatively firm 
prices for long periods of time. 
The reason: there is practically 
no fluctuation in the price of syn- 
thetic rubber, nor is any antici- 
pated in the next twelve months. 
If the product, however, is de- 
pendent on natural rubber—or a 
blend of natural and synthetic 
rubbers—then the cost is depend- 
ent on the commodity market. 

The past several months have 
witnessed a marked shortage of 
nearby supplies of natural rubber 
in all markets. Accordingly, the 
price his risen to around 46¢ a 
pound in the domestic market, 
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the highest it has been since Sep- 
tember 1955. There are four basic 
reasons for this shortage: Russian 
purchases, the surging U.S. eco- 
nomic recovery, surprising growth 
in other free countries, and the 
impact of synthetic rubber. 

Although the current high 
prices of natural rubber are part- 
ly caused by technical factors, 
there is enough evidence that 
these prices may carry well into 
1960. Consumption of natural rub- 
ber is currently greater than ac- 
tual production, and a differential 
of at least 100,000 long tons is 
anticipated for next year. 

Even the withdrawal and sale of 
some 50,000 long tons during 1960 
from the U.S. strategic stockpile 
is not expected to have any effect 
on this price situation. It seems 
that every time there is a possi- 
bility of a drop in natural rub- 
ber prices due to the increase in 
available supplies, the Russians 
promptly enter the market and 
buy enough rubber to keep the 
free countries off balance. Wheth- 
er this is deliberate or coinci- 
dental is difficult to say. 

The major point with regard to 
natural rubber as far as the do- 
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WHY LEADING MANUFACTUR!I 
INSIST ON INLAND CONTAIN! 


‘We’ ve found the best shipping containers 


cost the least in the long run.” 


All too often “bargain” shipping containers 
boomerang. That’s when they increase cost by 
poor performance on the packing line, in the 
warehouse and in transit instead of producing 
the savings they seem to promise. 

For this reason manufacturers of every con- 
ceivable kind of product insist on Inland quality 
containers. Inland containers are custom- 


designed and precision-manufactured to keep 
packaging labor costs down, provide maximum 
warehousing efficiency, minimize shipping weight 
and safeguard that priceless asset—customer 
good will—by assuring factory-perfect condi- 
tion when delivered. 

You can always depend on Inland to furnish 
the right container for your product. Your near- 
by Inland Package Engineer is a corrugated 
shipping container specialist . . . call him for 
every requirement. 


TAINER CORPORA 


Mills: Macon, Georgia; Rome, Georgia. PLANTS AND SALES OFFICES: Indianapolis, Indiana; Middletown, Ohio; 
Milwaukee, Wisconsin; Evansville, Indiana; Detroit, Michigan; Macon, Georgia; Erie, Pennsylvania; Ashtabula, Ohio; 
Orlando, Florida; Rome, Georgia; Biglerville, Pennsylvania; Dallas, Texas; Chicago, Illinois; Louisville, Kentucky. 


Other Sales Offices in Principal Cities - Consult Your Telephone Directory 
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Special Industry Report: 





mestic market is concerned is 
simply this: world consumption 
is outstripping world production, 
and the U.S. can only secure as 
much as it is willing to pay for. 
There is nothing on the horizon 
that would make possible in- 
creased production of natural rub- 
ber which would be effective dur- 
ing 1960. Yields per acre are con- 
stantly being increased and even- 
tually will be responsible for low- 
er prices—but not yet. 

As for the synthetic rubber, 
current production facilities as- 
sure ample supplies throughout 
the coming year and for several 
years thereafter. This is indicated, 
despite the fact that a peak record 
will be established in 1960 for con- 
sumption of synthetic rubber, 
both in the U.S. and abroad. Con- 
sumption in the U.S. alone is ex- 
pected to reach 1.1 million tons, 
compared with the estimated 
1,065,900 tons in 1959. Total con- 
sumption of new rubber in the 
U.S. in 1960 will reach 1.6 million 
tons, compared with 1,529,699 tons 
only four years ago. 

Contributing to the higher cost 
of finished rubber goods and, ac- 
cordingly, higher prices, are the 
various chemicals and compound- 
ing ingredients necessary to the 
production of such goods. While 
the prices of carbon black, the 
major material in tires other than 
rubber itself, are expected to hold 
firm for 1960, prices on chemicals 
and compounding ingredients are 
expected to be adjusted to higher 
levels. This applies to accelera- 
tors, antioxidants, fillers, plastic- 
izers and solvents. 

Many of these higher prices are 
due to general economic con- 
ditions, especially labor costs, 
rather than to shortages of feed- 
stocks. The steel strike, of course, 
affected the price structure of 
some rubber chemicals in recent 
months—particularly plasticizers 
and chelating agents—where steel 
by-products are utilized. How- 
ever, this is not expected to affect 
1960 calculations. 

Technological advances within 
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the rubber industry can be ex- 
pected to influence market condi- 
tions for certain classes of rubber 
products in 1960 and the foresee- 
able future. The development of 
polyurethane foams, for example, 
has served to disrupt normal mar- 
ket patterns for latex foam rub- 
ber mattresses, pillows, and for 
finished products of similar na- 
ture. 

One major supplier of latex 
foam rubber products has already 
announced the end of foam rub- 
ber production in favor of poly- 
urethane foam. It can be expected 
that within the next few years, 
the newer foam materials—poly- 
urethane, vinyl foam, etc.—will 
continue to take a larger share 
of the over-all foam market. At 
the same time, it is expected that 
a polyurethane foam mattress, for 
example, will cost the ultimate 
consumer less than a latex foam 
rubber mattress. 

While it is difficult to accurately 
assess the significance of some in- 
dividual technological develop- 
ments, the total impact will prob- 
ably be great. For instance, a 
European tire concern has intro- 
duced a new tire which features 
replaceable tread rings. These 
tread rings may be changed or 
replaced by the individual car 
owner, while the tire carcass it- 
self may be used for three times 
as long as the tires used today. 

If this technological develop- 
ment proves to be practical, the 





auto fleet owner and operator may 
find it unnecessary to retread or 
recap fleet tires. At the outset, 
he will likely pay more for his 
new tire—but in actual operation, 
he can expect real economies. 

Another item on the horizon: 
the spare tire may soon be a thing 
of the past. Newer tire production 
techniques and designs permit an 
individual car owner to travel 
safely and surely without a spare 
tire. In the event of a flat, the 
tire can still be used without any 
danger. Thus the purchasing agent 
buying tires for his company fleet 
will only have to buy four tires 
for each vehicle instead of five. 

The rubber industry, more so 
than many others, is an industry 
of constant technological change. 
Gasoline hose, for example, now 
lasts many times longer than pre- 
viously because of the develop- 
ment of newer rubbers which are 
resistant to gas and oil. Longer 
hose life means less of an inven- 
tory problem and less of a pur- 
chasing problem. 

Newer synthetic rubbers are 
also adding “use life” to many of 
the normally used rubber prod- 
ucts. Manufacturers who utilize 
rubber products in the assembly 
of a final product can expect in- 
creased service life from their 
rubber components. So while 
P.A.’s can expect higher initial 
costs, the increased efficiency of 
the rubber product involved will 
tend to offset this during usage. 
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Electro Minerals Division, Dept. p3 
THE CARBORUNDUM COMPANY 
Niagera Falls, N.Y. 


_ Please send me your most advanced 
barrel finishing information contained in the 
49-page manual entitled—“CARBOtrol 7 
System of Controlled Barrel Finishing”. 
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the most advanced 


‘know- 
fhow' 


in barrel finishing history 


New CARBORUNDUM Manual featuring the most complete 


source of technical data available anywhere 


CARBORUNDUM, a long established leader in abra- 
sives, has now developed a new and exclusive 
method of controlled barrel finishing. Known as 
“CARBOtrol 7”, this unique process assures low- 
cost metal finishing results. 


In addition to a complete explanation of the 
“CARBOtrol 7” process, this manual includes 
comprehensive information on all types of abra- 


sive media, barrel finishing compounds, and 
machines and equipment. Actual case history 
reports on a variety of applications, “do and 
dont’s” of barrel finishing and a series of useful 
charts are also featured.These are but a few of the 
many interesting and instructive details of the 
“CARBOtrol 7” process contained in this manual. 


Write for your copy today. 


COMPLETE AND PROMPT SERVICE...WHEN YOU NEED IT...WHERE YOU NEED IT 


for expert advice... ask the man from 


# 63-911 
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Look to Island Creek for the coal that can 
lower your costs pr 1000 pounds of steam 


. 


Se - 


Laboratory technicians keep constant watch over scientifically prepared coals to make certain each order is processed to exact needs of buyer, 


°K PRECISIONEERING. WHAT IS IT? It's the kind 
of precise mining and coal manufacturing opera- 
tions you'd expect only of a career coal company 
like Island Creek. It's the application of this career 
attitude right from the mine face . . . through the 
most modern preparation plant procedures and lab- 
oratory controls ...to the complete engineering 
service that reaches right to your own boilers and 


burning equipment. Result: precisely the right coal, 
order after order, to keep your equipment operating 
at top efficiency. Coal that can significantly lower 
your net cost per 1000 Ibs. of steam. Our engineers 
would welcome a chance to show you and your 
plant people some interesting case histories, and 
make specific recommendations after surveying 
your equipment. No obligation of course. 


ISLAND CREEK 


Precisioneered Coal 


You can depend on Island Creek ...a career company dedicated to coal 


Island Creek Coal Sales Company, Chafin Building, Huntington 18, West Virginia . Chicago - Cincinnati « Cleveland - Detroit « Greensboro - New York - Pittsburgh 
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Cabinet Committee Urges Gov't. 


W une THE 116-day steel 
strike has overshadowed all other 
economic issues here recently, the 
White House continues to see in- 
flation as the basic threat to our 
economic well-being. 

It will be well into next year 
before the full impact of the steel 
strike can be evaluated. Mean- 
while, there is major concern 
over the creep-up in consumer 
prices. 

The President’s Cabinet Com- 
mittee on Price Stability for Eco- 
nomic Growth has issued a series 
of statements to explain the 
course of the economy. This com- 
mittee is headed by Vice Presi- 
dent Nixon and includes mem- 
bers of the Cabinet and the Chair- 
man of the Council of Economic 
Advisers. 

So far, the statements issued 
by this committee have been con- 
fined to price problems and have 
avoided policy recommendations. 
However W. Allen Wallis—execu- 
tive vice chairman of the price 
committee who is on leave from 
his post as dean of the Graduate 
School of Business at the Uni- 
versity of Chicago—says that the 
group will shortly make recom- 
mendations. 

From his public statements, it 
is apparent that the Cabinet Com- 
mittee favors as little government 
intervention in business as pos- 
sible. For it feels that historically 
there have been fairly long 
stretches of price stability punc- 
tured only occasionally by infla- 
tionary surges. 

Nevertheless, in the last 20 
years, there have been inflation- 
ary price movements in periods 
of boom, with no offsetting de- 
clines during periods of recession. 
And the price cycle in the 1950’s 
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The wraps are being taken off in steel mills throughout the country as 
production resumes again after the 116-day strike. Here plastic covers are 
removed from rolls of strip steel. The President reinstituted his steel fact- 
finding board to meet in Washington again with labor and management 


representatives. 





has been one of sharp rises up to 
a plateau, followed by a resump- 
tion of the advance. 

Prices began to increase early 
in 1950 at an average of 4% a 
year until late 1953. From late 
1953 until early 1956 prices were 
stable. For the next two years 
there was a price rise averaging 
3% annually. Another period of 
stability began early in 1958—and 
lasted until the middle of this 
year. Since then, consumer prices 
have been edging up. 


Curb Price Rise 


The Administration view is 
that this latest rise probably isn’t 
the beginning of a strong price 
push. But it wants government 
machinery used early to curb any 
price rise if an inflationary spiral 


does appear to be developing in 
the future. 

For the last 18 months, the Ad- 
ministration has raised grave 
warnings against inflation and has 
taken some direct measures to 
ward off price rises. These warn- 
ings and actions have served to 
discourage price increases. 

What happens now that the 
pressures on prices have been in- 
creasing? 

First, the government will con- 
tinue to tighten up on credit. At 
the same time, it will seek to hold 
down its spending by trimming 
the budget and dragging its feet 
on public works. 

The President plans to 
urge greater economy in his mes- 
sages to the new session of Con- 


gress. And both the Cabinet Com- 


also 
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Somebody saved MY Pon this fastening 


But something was missing when costs for the cas- 
tellated nut and cotter pin unit were figured. The 
extra expense of field service calls; the cost of “down- 
time” to the customer; the value of your company’s 
reputation as a manufacturer. Add these factors 
in... then the one quarter cent for the double 
dependability of an Elastic Stop nut becomes the 
lowest cost insurance you can obtain for the protec- 
tion of your equipment and your reputation. 

No component, part or material which fails under 
the stresses of normal product performance can be 
economical. .,no matter how low the initial cost. Fail- 
ure of the smallest part is failure of the equipment. 

Because they cannot be shaken loose . . . because 
the exclusive nylon locking insert retains original 


locking torque throughout the most rugged operat- 
ing conditions — Elastic Stop nuts insure against 
breakdowns through fastener failure. And, because 
Elastic Stop nuts eliminate the possibility of product 
failure caused by loosened fasteners . . . they are truly 
the most economical fasteners available. 

For detailed photos showing how some of Amer- 
ica’s foremost manufacturers of heavy equipment 
have insured critical bolted connections with Elastic 
Stop nuts on such units as rock drills, scrapers, snow 
plows, off-the-road trucks . . . write to ESNA. Or, for 
first hand proof, tell us the preferred size and we'll 
send you test samples. Address: Dept. $24-1115, 
Elastic Stop Nut Corporation of America, 2330 
Vauxhall Road, Union, New Jersey. 


DOUBLE DEPENDABILITY 


The dependability built into every Elastic Stop nut builds itself 
into the dependability of every product on which it is used. 


ELASTIC STOP NUT CORPORATION OF AMERICA a) 
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mittee and the Council of Eco- 
nomic Advisers will undoubted- 
ly come up with more recom- 
mendations to curb inflation. 

The future, as seen by Ad- 
ministration advisers, is either a 
wild flurry in business accom- 
panied by price increases or con- 
tinued stability with a more mod- 
erate, but prolonged, price rise. 
It is the latter course which is 
being sought. 


Government Aftitudes 


How do the various branches 
of government feel about this 
inflation problem? 

From the Executive branch— 
reflecting the attitudes of the Re- 
publican party—this is the ap- 
proach: stable prices can be 
achieved through careful man- 
agement of money and credit, 
through a minimum Federal bud- 
get, and through a conservative 
handling of the national debt. 

From individual members of 
Congress and various Congres- 
sional staff and committee reports, 
there continues to be the sug- 
gestion that basic industries have 
exerted “market power” to main- 
tain high price levels during a 
cycle when demand is low. This 
Congressional approach largely 
reflects the thinking among 
Democratic House and Senate 
leaders that there has not been 
enough competition in basic in- 
dustries to hold down prices. 

And the price analysts on the 
Joint Economic Committee staff 
believe the problem is how to in- 
sure price stability without an 
adverse effect on the growth of 
the economy. 


® Military Buyers Get New 
Procurement Orders 


Due to the complexity of new 
weapons, unit prices of military 
hardware have been increasing 
at a spectacular rate. In this light, 
the Department of Defense has 
been reviewing military procure- 
ment practices with the objec- 
tive of holding prices to a mini- 
mum. 

Broad guidelines have been 
established for military contract- 
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ing officers — discussing cost, 
profit, and price relationships. In 
reviewing price considerations, 
contracting officers are instructed 
to “negotiate fair and reasonable 
prices in which due weight is 
given to all relevant factors.” 

In establishing its policy on a 
profit or fee, the Department of 
Defense position is that this is 
only one element of the price. 
And this element normally repre- 
sents a smaller proportion of the 
total price than others, like labor 
and material. 

Military contracting officers are 
also told that while the public 
interest requires excessive profits 
be avoided, they should not be- 
come over-preoccupied with the 
elements of a contractor’s esti- 
mate of cost and profits. For in 
that case, they diminish the sig- 
nificance of the most important 
consideration—the price itself. 


Spell Out Policy 


As a matter of general policy, 
officers are instructed that “Gov- 
ernment procurement is con- 
cerned primarily with the reason- 
ableness of the price that the 
government ultimately pays, and 
only secondarily with the even- 
tual cost and profit to the con- 
tractor.” 

These broad policy statements 
indicate a fairly lenient attitude 
on profit and fees for contractors 
to the government, with the major 
emphasis on total price. The con- 
tracting officers are instructed 
not only to review the buying 
practices of prime contractors, 
but also to concern themselves 
with the buying practices and 
procedures of major subcontrac- 
tors in the military chain of 
supply. 


@ Administration Moves 
To Curb Gold Outflow 


A substantial recasting of our 
foreign trade policy is underway 
in an effort to stem the flow of 
gold from the U, S. to various 
European countries and Japan. 

One of the reasons for the 
weakness of the U. S. dollar has 
been our inability to maintain 
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e Bulletin No. 20 


Investment 
Casting News 


A continued upswing in parts made 
by the new ceramic shell technique 
has caused Hitchiner to speed up 
completion of its larger shell proc- 
ess facilities. Present foundry space 
is being expanded about 30% while 
details for process automation are 
being worked out. Net result—lower 
user costs. 


Last month about two dozen men 
representing companies in the Phila- 
delphia-Camden area who are users 
of investment castings were flown 
into Milford as guests of Hitchiner. 
They spent the day at a Seminar 
discussing Hitchiner’s casting proc- 
esses and witnessing demonstrations 
of the technique. Evidently success- 
ful—more educational sessions are 
being planned. 


In 1895, Roentgen experimented 
with electrical discharges from high 
vacuum tubes. Fluorescent mate- 
rial, some ten feet away, glowed 
strangely when the tube was turned 
on. Roentgen, not knowing what it 
was all about, called this mystery 
“X” radiation. He didn’t live long 
enough to see the full impact of his 
discovery medically—or otherwise. 
The “otherwise” includes “X” ray 
for casting soundness, Of the invest- 
ment casting producers, Hitchiner is 
one of the very few with X-ray fa- 
cilities. In fact, an article entitled 
“What Do “X”-rays Tell About In- 
vestment Castings?” has just been 
completed by Hitchiner. Want a 
copy? Tell us. 


A revised (September, 1959) issue 
of Hitchiner’s brochure on the art 
of investment casting is now avail- 
able. Clearly outlined are the vari- 
ous steps in casting manufacture— 
including Hitchiner’s new ceramic 
shell technique, advantages of the 
process, and the care and precision 
demanded in manufacture. 


HITCHINER 


MANUFACTURING COMPANY, INC. 


MILFORD 58, NEW HAMPSHIRE 
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our volume of commercial ex- 
ports. At the same time, we have 
continued our liberal foreign aid 
policy. 

In consumer goods, machinery, 
and materials, the market for 
U. S. products has been on the 
decline. And in cotton and grain, 
our sales abroad have been stim- 
ulated by Government subsidy. 

But even with such measures, 
the balance of trade has been 
running against us. To stem this 
trend, the government is now re- 
quiring that any purchases made 
by a country receiving money 
from the Development Loan Fund 
be made in the U. S. The Treasury 
Department is further pressuring 
the Administration to bring about 
a similar policy with regard to 
loans and aid extended by the 
International Cooperation Admin- 
istration. 

Also in prospect is a cut in our 
foreign aid by a half billion dol- 
lars or more a year and pressure 
on European countries to lift the 
special restrictions on U. S. prod- 
ucts that have been in effect 
up to now. 


@ ASPR Revision Affects 
Fixed Price Contracts 


Revision 50 of the Armed 
Services Procurement Regula- 
tions has been issued, It revises 
the 1955 rules of allowable costs 
and expenses as they apply to 
cost-plus, fixed price, and termi- 
nated contracts. 

Allowable cost factors in cost- 
plus contracts are not radically 
changed. The revision establishes 
a guide in the negotiation of fixed 
price contracts. It instructs con- 
tracting officers that “the ability 
to apply standards of business 
judgment as distinct from strict 
accounting principles is at the 
heart of a negotiated price or 
settlement”. 

Military purchasing agents can 
use the new rules immediately. 
They become mandatory, how- 
ever, on July 1, 1960. P.A.’s can 
obtain Copies of Revision 50 from 
the Superintendent of Documents, 
Government Printing Office, 
Washington 25, D.C., at a cost of 
30¢.—A. N. Wecksler 
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about the DIFFERENCE in 
Stainless Steel 
Tubing == 


Both photographs above show the microstructure 
of the weld and base metal of Type 304 stainless 
steel tubes. Photograph A reveals accelerated 
corrosion of the weld metal due to the presence of 
delta-ferrite. This tube was manufactured by welding, 
swaging and annealing, which is an insufficient amount 
of cold work to produce a high quality, uniformly 
cerrosion-resistant welded tube. 
Photograph B shows a typical tube supplied by Wallingford 
Steel. This tube was produced by the welding and cold 
drawing process, then inspected with a Magne Gauge 
to insure no ferrite was present in the weld metal. 
Processed and inspected in this manner, Wallingford | 
Cold Drawn Tube is guaranteed to show no preferential 
attack in weld area. 
All Wallingford welded stainless steel tubing is cold drawn and 
inspected by Magne Gauge. Can your suppliers say this about the 
stainless steel tubing they produce? Wallingford’s manufacturing 
techniques and quality control checks assure top quality— 
yet cost you no more. Why not purchase your tubing where 
tonnage is produced on a laboratory basis? 
Write jor additional information io: 
The Wallingford Steel Co., Wallingford, Connecticut. 


THE WALLINGFORD STEEL CO. 


Progress in Metals for over 37 Years 


WALLINGFORD, CONN., U.S.A. 


COLD ROLLED STRIP: Super Metals, Stainless, Alloy 
WELDED TUBES AND PIPE: Super Metols, Stainless, Alloy 
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Fansteel cuts cost 
8.2% per M 


Customer saves over 
$9,000 on one year’s 
usage of electrical 
contacts 


Because Fansteel’s responsibility to a customer does not end 
with delivery of the order, one customer has realized a saving of 
over $9,000 and at the same time received an improved product. 

The customer is Zinsco Electrical Products, Los Angeles; the 
product an electrical contact disk of Fastell UM* (tungsten- 
silver). For many years Fansteel has been producing millions 
of these contacts on orders running several hundred thousand 
pieces per month. Fansteel engineers, always searching for 
improved product quality, recently developed important new 
production and process improvements that reduced costs 8.2% 
per M on this part. 

These savings, passed on to the customer, amount to over 


$9,000 on the current year’s requirements. And this will be 
increased many times over in the years to come. 

It’s just another graphic example of how Fansteel’s constant 
search for new and better ways of doing it—how this search 
and quality control, which begins with the ore and on through 
the finished contact, means substantial savings and improved 
quality to users of Fansteel electrical contacts. 


Similar savings can be yours...ask for recommendations on your 
product... contact your Fansteel representative or write direct 


* Trademark 





Electrical Contacts and Specialties Division 


FANSTEEL METALLURGICAL CORPORATION 


NORTH CHICAGO, ILLINOIS, U.S.A. 
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Steel Supplies Will 
Be Short Through April 


Steel shortages among metal- 
working companies will continue 
into next April—even if a settle- 
ment is reached during the 80-day 
cooling off period. 

So says C. Warner McVicar, 
purchasing director for Rockwell 
Manufacturing Co. He anticipates 
a six to 12-week delay on steel 
ordered before the strike; 16 to 
20-weeks on steel ordered after 
the walkout. 

“Since most companies are in 
the same position,” he notes, “dif- 
ficulties among metal products 
manufacturers will continue for 
at least six months. Shortages 
of specific items will keep pur- 
chasing agents busy until inven- 
tories are normal.” 

During the strike period, spotty 
steel shortages that developed at 
Rockwell were handled by ware- 
house buying and interchanges 
among plants. 


FTC Boosts Enforcement 
Of Robinson-Patman Act 

A step-up in Federal Trade 
Commission enforcement of the 
Robinson-Patman Act—utilizing 
a special ten-man task force—will 
soon be in effect says FTC chair- 
man Earl W. Kintner. 


Speaking at the 5lst annual 


Federal Trade Commission Chairman Earl W. Kintner (r.)—seen here with 
Paul S. Willis, president of the Grocery Manufacturers of America—told the 
GMA convention that the FTC would step up enforcement of the Robinson- 


Patman Act. 
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meeting of the Grocery Manufac- 
turers of America in New York, 
Kintner said the task force would 
advise the commission on “how 
the Robinson-Patman Act’s re- 
quirements might be more plainly 
and forcefully interpreted to the 
business community, and the law 
more effectively administered.” 


Requires Fairness 


The FTC chairman character- 
ized the Robinson-Patman Act as 
“basically requiring a standard of 
fairness to all and favor to none.” 
Its two primary objectives, he 
said, are: 

@ To prevent unscrupulous 
buyers from abusing their eco- 
nomic power by exacting from 
suppliers price and other forms 
of discriminatory price discounts 
and other special concessions. 

@ To prevent unscrupulous 
suppliers from attempting to gain 
an unfair advantage over their 
competitors by discriminating 
among competing buyers. 


Will Issue Legal Guides 


Kintner expressed his belief 
that “the commission can lick 
these problems without harsh or 
punitive legislation, without ex- 
tensive government inteference, 
and in keeping with the principles 
of the American capitalistic sys- 
tem.” 


The new enforcement drive 
may include issuance of “staff 
guides,” Kintner said, showing 
what is legal or illegal—based on 
FTC decisions—to create better 
understanding and compliance by 
American manufacturers. 


Realistic Tariffs Urged 
To Guard U.S. Industry 


Establishment of “a_ realistic 
tariff program that will provide 
almost automatic protection and 
safeguards for the American man- 
ufacturer” was proposed in Wash- 
ington last week by an expert on 
America’s import-export prob- 
lems. 

Robert H. Wilcox, managing 
editor of Mill and Factory maga- 
zine, a Conover-Mast publication, 
told a Washington, D.C. meeting 
of the Society of Aircraft and 
Process Engineers that “we must 
take action to defend ourselves 
and our economy. If foreign coun- 
tries raise tariff rates and erect 
barriers against our imports, then 
let us do the same.” 

Wilcox said that the rebuilt 
economies of Western Europe are 
now producing quality goods. He 
cited specific examples of manu- 
factured goods and raw materials 
that are being imported to this 
country at a greatly increased 
rate over 1953 levels. 


Losing Domestic Jobs 


In addition, he noted, “through 
transfer of production to over- 
seas branches of U.S. industries, 
more than 3000 American com- 
panies now have operations out- 
side the U.S.” He said that busi- 
ness done by these American 
branches in 1958 was about $30 
billion—about twice the value of 
goods exported by U/S. firms in 
the same period. These invest- 
ments in overseas plants, he add- 
ed, “represent roughly one mil- 
lion jobs created overseas—jobs 
that were ‘exported’ from this 
country.” 

Wilcox suggested that “the only 
way out of our export-import pre- 
dicament is to make ourselves 
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Change hats 


with your maintenance man... 





You'll find out... 





\Voitical, Litt Metal-clad Switchgear’s 


mechanism is up front for easy access 


Change places for a moment with the man who maintains 
your metal-clad switchgear. You'll probably discover you 
prefer—as he does—to work with General Electric Ver- 
tical Lift Metal-clad. 

One big reason . . . Vertical Lift is the only metal- 
clad which has the breaker operating mechanism right 


up front where it’s easy to get at. Unlike designs which 
locate the mechanism under the contacts, the G-E 
mechanism can be exposed for inspection in less than a 
minute. Vertical Lift saves your maintenance crews time, 
saves your company money. General Electric Company, 
Schenectady 5, New York. 511-35 


Progress %s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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more equal.” He said that we 
should let foreign nations “stand 
on their own and compete with 
us fairly and equally. We must 
remove the advantages and 
crutches we’ve given to others. 
Only then can we find out who is 
equal.” 


Dodge Survey Indicates 
Capital Spending Rise 

Plant and equipment spending 
in 1960 will be $36.5 billion, ac- 
cording to the annual business 
forecast prepared by F.W. Dodge 
Corporation. 

A consensus of the opinions of 
273 leading economists in busi- 
ness, government, and universi- 
ties polled by Dodge, indicates an 
increase of about 10% over the 
latest government forecast for 
this year—$33.3 billion. Two 
economists queried, however, pre- 
dicted that next year’s capital ex- 
penditures would be as low as 
$28 billion. 

Dr. George Cline Smith, Dodge 
vice president and economist, said 
that most survey participants ex- 
pect that there will be some tap- 
ering off in the rate of growth in 
the second half. Many also ex- 
pressed some doubts about the 
outlook for 1961. 


Higher Wages and Prices 


The average expectation is that 
Gross National Product will reach 
an annual rate of $514 billion by 
the fourth quarter of 1960. The 
Federal Reserve Board’s Indus- 
trial Production Index is ex- 
pected to rise 3% from the mid- 
1959 level—reaching 160 by the 
end of next year. And wholesale 
and consumer prices are esti- 
mated at 1% to 2% higher over 
the same period. 

The economists were virtually 
unanimous in expecting wages to 
rise in durable goods manufactur- 
ing, nondurable goods manufac- 
turing, and building construction. 
Fewer than 1% expected wage 
rates to fall in any of these cate- 
gories. 

The forecasters also look for a 
modest increase in new construc- 
tion put in place next year. They 
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anticipate that the seasonally ad- 
justed annual rate next year will 
be $56 billion—up from $55.5 bil- 
lion in the first half of 1959 and 
the estimated $55 billion in the 
second half. 


AEC to Support R&D 
In Private Industry 

The Atomic Energy Commis- 
sion plans to continue its support 
of the research and development 
efforts of private industry, says 
John A. McCone, chairman. In 
addition, fuel assistance will be 
given where needed. 

McCone says that “broader and 
more comprehensive forms of as- 
sistance are under continuing re- 
view with full consideration of 
technological development and 
its effect on nuclear power com- 
panies . . . the commission will 
continue its past practice of rec- 
ommending the construction of 
these essential plants with gov- 
ernment resources.” 

The chairman’ emphasized, 
however, that “our ultimate goal 
remains unchanged. It is to de- 
velop nuclear power to a point 
where it is accepted as depend- 
able and competitive, and, there- 
fore, useful to both public and 
private utilities. 

“As competitive nuclear power 
draws nearer, industry’s role will 
ever increase as it should in the 
tradition of our American sys- 
tem.” 


CED Report Shows 


Consistent Growth Rate 

The growth rate of the Ameri- 
can economy has shown a strong 
long-range tendency to return to 
a consistent upward trend despite 
fluctuations, says the Committee 
for Economic Development. 

The committee—a nonprofit, 
nonpolitical research organization 
supported by contributions from 
business—has prepared a “growth 
reckoner” consisting of six charts. 
Five of these depict growth by 
various measurements and one 
shows the price trend. 

The “growth reckoner” shows 
that growth rates since the Sec- 





SPEED-BAND* 


the newest concept in 
band saw blades — 
made from L-100-M, 
a double carbide 
alloy developed 
especially for 

band saws. Its 

hot hardness 

and abrasion 
resistance 

effect extra- 
ordinary 

results. 


4 


Available only 
from Capewell 
Distributors, 


of course 


THE CAPEWELL MFG. CO. 
HARTFORD 2, CONN. 
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How purchasing can contribute to company profits 


..» WITH TEXACO ORGANIZED LUBRICATION 


Cost-conscious purchasing agents in virtually 
every type of industry have found a new way 
to lower purchasing costs, free capital and 
thus raise company profits. They’ve helped 
institute a Texaco Organized Lubrication 
Plan. 

The Texaco Plan can cut your lubricant 
purchase orders by as much as 80 percent. 
Inventory will shrink almost as much, releas- 
ing valuable storage space and—more impor- 
tant—freeing capital for more useful 
purposes. The Texaco Plan does this by 
providing, among other things, a minimum 


LUBRICATION 


IS A MAJOR FACTOR 


number of multi-purpose and specialty 
lubricants. 

Managers throughout the U.S. who have 
installed and evaluated Organized Lubrica- 
tion programs can testify to the profit gained. 

Texaco Lubrication Engineers can offer 
help and helpful material to start an Organ- 
ized Lubrication program in your plant. Why 
don’t you look into it? Call our expert—or 
write for a copy of our book: “Organized 
Lubrication ... Major Cost Control Factor.” 
Texaco Inc., 135 East 42nd Street, New York 
17, New York. Dept. P-130 
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ond World War have been great- 
er than those over a longer peri- 
od. But the committee says 
“whether we are on a new, high- 
er trend is debatable.” 


No Simple Matter 


It reports that “what is obvious 
from the tendency of growth to 
return to its trend is that a de- 
liberate decision to change to 
trend (to speed our growth rate 
by 1% or even 2%) is not the 
simple matter it is sometimes 
made out to be, but would be a 
decision involving deep-going 
changes.” 

The broadest “reckoner” is 
“real Gross National Product.” 
GNP is the total value of goods 
produced and services performed. 
The “Real” GNP is adjusted to 
compensate for variations in the 
value of the dollar. 

On the basis of “Real” GNP, 
our economic growth has been 
at an average rate of 2.9% per 
year from 1909 through 1957. The 
post-war average—from 1947 
through the first half of 1959— 
was 3.6%. 


Tight Money to Continue 
Through Next Year 

Tight money will continue well 
into 1960, says Albert J. Robert- 
son, chairman of the Federal 
Home Loan Bank Board. 

Robertson predicted an increase 
of about $1 billion in lending next 
year. But he said that the rise 
will be considerably less than the 
“phenomenal $3 billion gain 
which will be totted up in 1959.” 

The first nine months of 1959 
set new records in all phases of 
savings and loan operations, Rob- 
ertson said. “Based on the trend 
thus far, we anticipate a 12- 
month net savings inflow to sav- 
ings and loan associations of ap- 
proximately $6.9 billion for a new 
record,” he stated. 

Robertson told the United 
States Savings and Loan League’s 
convention that “for 1960 as a 
whole, net inflow of savings 
should be close to $7.5 billion— 
about one-half billion more than 
in 1959.” 
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STEELS, INC. 


THE 52100 HOUSE 


UNION, NEW JERSEY + WETHERSFIELD, CONNECTICUT 
DETROIT, MICHIGAN + MELROSE PARK, ILLINOIS 
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IT PAYS TO STANDARDIZE ON STANSCREW 


Lag Bolts Expand Stanscrew Line 
To Over 5,500 Different Fasteners 


Hex machine bolts . . . carriage bolts . . . and 
now, a broad selection of lag bolts . . . all quickly 
available from Stanscrew. 

These new gimlet point lag bolts, all with full- 
sized shanks, conform to ASA Standards and 
are produced to Stanscrew’s rigid criteria of 
fastener quality. Almost 100 sizes are offered 
as stock items. 

With lag bolts, the Stanscrew line now covers 
more than 5,500 standard catalogued fasteners 

. carefully developed to answer the over- 
whelming majority of American industrial needs. 
Included are socket, set, and cap screws. . . nuts 
. . . dowel and taper pins . . . pipe plugs. . . 


Le Ralls 


studs . . . and, of course, Stanscrew’s complete 
bolt series. 

Each of these 5,500 fasteners is always in 
stock at three conveniently located plants. A 
rigidly enforced Stanscrew policy assures reg- 
ular orders are shipped within 24 hours. This 
means your Stanscrew distributor can provide 
especially fast service on all occasions ... and 
be particularly helpful in emergencies. 

Your Stanscrew distributor will also be happy 
to arrange a visit from the Stanscrew fastener 
specialist. His recommendations on your assembly 
procedures can often result in significant savings. 
Why not call your Stanscrew distributor today? 


STANSCREW FASTENERS 


Vuvyv. 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, Illinois 
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now, foil-wrapped 
to guarantee freshness! 


WHATEVER THE JOB... 


PERMACE 


PERMACEL New Brunswick, N. J. TAPES « ELECTRICAL INSULATING MATERIALS * ADHESIVES 
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PROCESSOR SPLITS PRODUCTION 
BOTTLENECK WIDE OPEN WITH HOOKUP 
OF STANDARD SCHRADER AIR PRODUCTS 


+—+ 


+ 


Ht 
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+ 
+ 
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Here’s how one company automates with air. The hookup of Schrader Air Products in 
the large diagram actuates gate valves used in processing a slurry of raw asbestos fiber 
and cellulose at The Republic Seitz Filter Corporation, Newark, N. J. This used to be 
a slow, arduous manual job. Now air does it quickly, effortlessly, under “conditions par- 
ticularly difficult for most kinds of automatic equipment. . . without a minute’s downtime 
and without any maintenance whatever,” says the company’s Technical Director. 
Schrader-trained air specialists helped plan this practical set-up, as they have helped 


plan countless others. 


Boost productivity of even complex operations quickly 
and economically, like this company ... with air! Plan 
it yourself, or let our experts help. A system of Schrader 
Air Products can simplify almost any bottleneck job 

. whether it’s processing, assembling, testing or pack- 
aging ... pushing, pulling, holding, positioning or mov- 
ing work repetitively. 

With Schrader Products, you can run practically 


any production line faster, safer, more economically— 
and with tireless accuracy! Maintenance is surpris- 
ingly low. 

These are benefits every shop needs. Take advantage 
of them all when you automate with Schrader .. . the 
finest, the most complete line of Air Cylinders, Valves 
and Accessories ... plus countless ideas for cutting your 
operating costs. 


Select air controls from the full Schrader line. Your Schrader dis- 
tributor can help you pinpoint what you need. For more data, write: 





© division of sc OVILL 





A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 








QUALITY AIR CONTROL PRODUCTS 
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Ceramic VR-97 


3 a . Ceramic VR-97 Turning SAE 50 
= p, Rip 744 Ford Motor Co. Automatic Transmission Plant 
te IG Ee eet 


Proven in production 
at Ford Motor Company 


Ceramic VR-97 is a proven performer in many machining operations 
at the Ford Motor Company’s Automatic Transmission Plant, 
Livonia, Michigan. Here, and in hundreds of other progressive plants 
across the nation, VR-97 has been proving its value on continuous 
production runs. People who considered ceramic tooling as 

merely ‘‘experimental’’ a short time ago now rely on ceramic VR-97 
as an important part of their production picture. 

Whether you are interested in increased machine output, Q 
higher speeds, better finish or machining hardened steel and 

cast iron, it will pay you to know more about ceramic 

VR-97. Contact your nearest V-R representative or 

write for complete information. 


Ask for Product Informa- 
tion BULLETIN NO. 59.1 
covering Ceramic VR-97. 


VYascoloy-Ramet corporation 


PRIME MANUFACTURERS OF REFRACTORY METALS ENGINEERED FOR THE JOB 


858 Market Street + #$Waukegan, Illinois 
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DYNAM ILC Sometimes you can capture the mood of a company in 


one word. That’s the way it is these days at OIC. The vigor of a new team, strong on “buyer’s 
viewpoint,” men who know what cost-conscious management wants... the excitement of new 
ideas and new products tailored to the needs of modern industry... the deep satisfaction 
of hearing distributors and customers say: ‘‘Now you’re talking our language.” Interesting 
things are happening in the valve 


business... things that go far beyond ALVES FORGED AND CAST STEEL, BRONZE, 
past concepts of quality and service. iat Adin 


When can we tell you about them? THE OHIO INJECTOR COMPANY e WADSWORTH, OHIO 
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The PIPE- PAL, a completely 
new line of valves designed for 
Ductile Iron, provides greater 
resistance to corrosion and ther- 
mal shock, yet costs less than 
steel. Sold through leading 


distributors across the nation. 
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Exide Industrial Division, The Electric Storage Battery Company, Philadelphia 20, Pa. 
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Electric Truck Annual Savings 


over gas trucks 
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FUTURE 








Why miss out on these economies? See how electric truck savings have grown since 1940. You could 
be saving money right now. And if this trend continues, you can save more every year in the future. 


EASE THE PROFIT SQUEEZE 


Electric Truck Economy Over Gas Keeps Growing and Growing 


Even way back in 1940, Exide-battery- 
powered industrial trucks were roughly 
30° more economical than gas-powered 
trucks. Today they’re roughly twice as 
economical. And the trend suggests still 
greater economy in the future. 


Inflation has driven the cost of most 
things up sharply. But in the field of 
materials handling, it has actually fa- 
vored electric industrial trucks. Examine 
the three main ingredients of industrial 
truck cost: fuel, maintenance and 
depreciation. 


The ingredients of truck cost 


The cost of gasoline has gone up about 
80°% since 1940. But the cost of battery 
power is still at about the same level. 
This is partly because the cost of elec- 
tricity itself has actually decreased. And 
new batteries and chargers give you 
more capacity and life per dollar of cost. 


_ 


Maintenance labor rates and parts prices 
have gone up for both types of trucks. 
But electric trucks need less than half the 
maintenance that gas trucks do. Depre- 
ciation has always been lower for electric 
trucks and still is. This is the result of 
longer useful truck life—estimated to 
be from 2 to 3 times as great as that of 
gas trucks. 


New batteries mean improved 
performance 


Today’s electric industrial trucks not 
only offer greater relative economy than 
ever before, but also the highest per- 
formance ever. The combination of ad- 
vantages makes them today’s best mate- 
rials handling bargain. Two years ago 
Exide introduced new improved truck 
batteries that pack more power into the 
same space and offer longer life of 
service. This means that every truck 


New batteries .. . 


can carry more power capacity for 
longer work shifts, longer runs, and 
higher productivity. 


Typical savings 


Records of thousands of trucks in a wide 
variety of typical applications indicate 
that average economies for electric trucks 
total up to $1500 per truck per year as 
compared with gas-powered trucks. Why 
don’t you help your company “‘ease the 
profit squeeze”’ by putting electric trucks 
to work saving you money right now. 
Exide’s plan for leasing batteries and 
chargers makes it possible to switch 
with a nominal capital investment. 


For data that will assist you in analyzing 
your own operating costs, write for free 
copy of 14-page Form 6262 


new chargers. Get the complete 


Exide power package. 50 years of constant improve- 
ment have gone into today’s Exide-lronclad Battery. 
New materials and advanced construction give it more 
power and longer life potential than ever. New vertical 
chargers save 24 floor area mounting space. Mainte- 
nance is easier and less costly. Get both battery and 
charger from Exide. Save both ways. 


For details on the new Exide-ironclad fa ® 
Batteries, write for a copy of 
8-page illustrated Brochure 6230 { 
: on es i 
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Now! Tests prove 


CONTOUR-WELDED* STAINLESS TUBING 


gives products better protection against contamination 


This tubing is smoother inside — so there’s less danger of product 
incrustation. And this means better protection against contamina- 
tion. Not only that, a smoother surface also ensures greater resist- 
ance to corrosion and longer fatigue life. 

Here’s why TRENTWELD® tubing, made by the exclusive 
Contour-Weld process, is smoother than any other tubing: 

First, it’s smoother than seamless tubing because it’s formed 
from uniformly rolled strip steel, whereas seamless is extruded 
or pierced. 

Second, it’s smoother than other welded tubing because the 
Trent-patented Contour-Weld process virtually eliminates the 
weld bead. 

But get full details on why smoother tubing surfaces are vital. 
Send for the free 48-page “Trentweld Manual.” It contains complete 
data on Contouwr-Welded tubing in stainless and high alloy steels, 
titanium, zirconium, zircalloy and Hastelloyt, in sizes from %” 
to 40” 0.D. Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 
tTrademark Haynes Stellite Co. 


n Conventional Welding 


a With Contour Welding 
i> 
a 
in CONVENTIONAL WELDING of tubes, gravity pulls the molten 
metal down to form a bead that is difficult to remove by cold 
working. And cold working may lead to undercuts, focal 
points for fatigue cracks and corrosive attacks. Cleaning 
becomes difficult. 


*With CONTOUR-WELDING the tube is welded at the bottom. 
Gravity still pulls the molten metal down inside the tube, but 
now the weld area corresponds to the contour of the tube. 
There’s virtually no weld bulge on the inside surface. And 
even on the O.D., the weld seam more closely conforms to 
the contour of the tubing. 


| starnless and high alloy pipe and tubing 


TRENT TUBE COMPANY 


Subsidiary of Crucibie Stee! Company of America « GENERAL OFFICES: East Troy, Wisc.* MILLS: Sast Troy. Wisc 


; Fullerton, Calif. 
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<> | Industry’s chemicals: 





WHAT’S MAKING NEWS? 


You'd have a hard time convincing Mr. Average Consumer 
that chemistry has a heavy hand in practically every product 
he buys. That’s because, more often than not, chemicals play 
a hidden role. Mr. Consumer prefers one product over a 
competing one because it “tastes better’’ or ‘lasts longer.” 
Usually, it’s a seven-syllable word in fine print on the label 
that spells the big difference. That's the case with some of 
the Dow chemicals discussed below. They mean many things 
to many producers, but are seldom obvious to the consumer. 


You may wish to check certain items 
in this advertisement and forward 
to those concerned in your company. 


ROUTE TO: 














Off-beat chemical 
has hand in 1,001 product successes 


A new granular form of Methocel® 
(Dow methylcellulose), the par- 
adoxical chemical, makes it even 
more useful. 


Ask almost any processing chemist 
if he uses Methocel in his formulations. 
The reply might well be “Doesn’t every- 
one?” For this versatile Dow chemical 
serves as a thickener, emulsifier, stabi- 
lizer, foamer, binder and suspending 
agent in a host of products. Chemists 
refer to it as methylcellulose. Produc- 


tion men call it a cellulose gum. To 
many sales executives, it’s that little 
something extra that gives their prod- 
ucts a competitive edge. But as far as 
the average consumer is concerned, he 
doesn’t even know it’s in many of the 
products he uses. 

An adroit performer, Methocel is full 
of chemical paradoxes. For instance, 
regardless of whether the temperature 
of the solution of Methocel is raised or 
lowered, the same end result can be 
approached —a highly viscous liquid 


New granular Methocel is free-flowing and easier to handle. 


with a gel-like structure. Unlike sugar 
or salt, Methocel is more soluble in 
cold water than it is in hot water. 
Methocel synthetic gums are colorless, 
odorless and tasteless, which accounts 
for the fact that they perform in most 
products with a high degree of ano- 
nymity. 


Dow has developed a number of 
Methocel products with a wide range 
of viscosities to meet specialized re- 
quirements in various fields. Latest 
addition to the line-up is a granular 
form that is free-flowing, easier han- 
dling and dispersible into cold water. 
The latex paint industry has been quick 
to recognize the benefits of the new 
granular form. 


There are many other interesting ap- 
plications of Methocel. Most aerosols, 
ranging from shaving creams to oven 
cleaners, can be improved by the film- 
forming, grease resistant properties of 
this cellulose gum. Its versatility and 
compatibility with other materials make 
it a logical ingredient for the push- 
button product. 


For the dieting executive, Methocel 
provides non-caloric thickening and 
bulk in low calorie foods. The recon- 
stitution of dehydrated foods is accel- 
erated by the dispersing properties of 
Methocel. Promising new uses include 
fruit-pie fillings, frozen seafood, and 
poultry patties. 


The doctor's little black bag totes its 
share of products made with Methocel 
—as a tablet binder, and in lotions, 
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creams and ointments. It is used in 
bulk laxatives where its nonionic char- 
acter prevents disturbance of the min- 
eral balance of the body. Uses where 
the excellent resistance of Methocel to 
bacterial decay is valuable include cos- 
metics, tobacco, leather, paper and 
adhesives. 


MISCHIEVOUS METALLIC 
STRAYS seized by chemical claw 
Stray metallic ions can cause mis- 
chief and downright damage in a host 
of products including rubber, textiles 
and soaps. A highly useful group of Dow 
chemicals known as chelating agents 
restrain these troublemakers from harm- 
ful activities. With chemical “claws”, 
they grasp metallic ions and hold them 
in isolation from other materials, ren- 
dering them chemically inactive. 


In the textile industry, for example, 
copper and iron can easily cause diffi- 
culty in bleaching operations. By add- 
ing a Dow chelating agent at a strate- 
gic point in the process, textile makers 
can breathe easier about the quality of 
their products. Dow chelating agents 
do a similar product protection job in 
pharmaceuticals, cosmetics, and many 
other products. 


* * * * 


HUNDREDS OF OTHER DOW CHEMICALS 
are helping industry improve prod- 
ucts and speed manufacturing and 
processing operations. Why not let 
us know of your current require- 
ments? Specific information on any 
Dow chemical may be obtained by 
writing THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Chemicals Mer- 
chandising Dept. 611EE11-23. 





DOW CHEMICALS 
BASIC TO INDUSTRY 


Glycols * Glycol Ethers * Germicides 
Amines and Alkylene Oxides * Solvents 
Benzene Derivatives * Fungicides 
Inorganic Chlorides * Herbicides 
Alkalies and Halogens * Fumigants 
Hundreds of other chemicals 


Plastics * Magnesium 


THE DOW CHEMICAL COMPANY 
Midland, Michigan 
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NEW PLANT 
helps develop new formulas 


Dow has served the pharmaceutical 
industry with intermediate chemicals 
for almost three quarters of a century. 
Through exhaustive research on basic 
pharmaceutical chemicals, Dow has 
made many contributions to progress 
in this dynamic field. Today, it sup- 
plies such keystone chemicals as bro- 
mine, medicinal salicylates, epsom salt, 
chloroform and elemental iodine. 


A new multipurpose plant has been set 
up by Dow to produce limited quanti- 
ties of new intermediate chemicals. 
This enables products to be evaluated 
by pharmaceutical firms during devel- 
opmental stages. Later, they can be 
supplied in commercial quantities. 


CHEMICALS 


MINING CHEMICALS 


Dowfroth®, Xanthates, Z200, other 
specialized chemicals teamed with ex- 
perienced Dow technical service make 
a great combination for mining. 


350° to 750° f 


DOWTHERM® 


This organic liquid transfers heat with 
precision efficiency in high temperature 
processing. Delivers pinpoint tempera- 
ture control at 350° to 750 F. 


AMMONIA 


Paper companies, formulators of clean- 
ing and scouring compounds, and fer- 
tilizer manufacturers benefit from the 
high purity of Dow ammonia. 


1ON EXCHANGE RESINS 


Dowex ion exchange resins recover 
valuable materials in mining, soften 
water for home and industry, do many 
chemical processing tasks 
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CARBIDE BURRS 


Catalog CB-59 describes solid-carbide burrs for 
use with power hand tools and flexible-shaft ma- 
chines for cutting metals, plastics, and other ma- 
terials, The 12-page bulletin pictures and de- 
scribes 14 burrs, each available in three or four 
shank diameters. Includes selection data, applica- 
tion information, and tables of sizes and prices. 


Thomas C, Wilson, Inc. 
Write No. 1 on Inquiry Card—Page 32 


COLD HEADING WIRE 


A four-page brochure on stainless steel cold head- 
ing wire. Has a comparison chart for the cost, 
corrosion resistance, and cold heading character- 
istics of the commonly used grades. 


Universal-Cyclops Steel Corp. 
Write No. 2 on Inquiry Card—Page 32 


COMPRESSORS 


Bulletin SG-2 deals with unit-type air com- 
pressors. The 12-page four-color catalog has many 
photos and cutaways to describe G single-stage, 
YS single-stage, and YC two-stage compressors 
ranging in size from % to 15 hp. Specifications list 
cfm displacements, pressures, weights, dimensions, 
and rpm of the various models and sizes. 


Westinghouse Air Brake Company 
Write No. 3 on Inquiry Card—Page 32 


CYLINDERS 


A 24-page catalog on air, water, and oil cylinders 
and valve-cylinder applications. Bulletin 91017 
gives specifications, ordering information, out- 
standing features, and dimensions. 


Airmatic Valve, Inc. 
Write No. 4 on Inquiry Card—Page 32 


ELECTRICAL CONTACTS 


A four-page bulletin describes materials, prop- 
erties, forms, and uses of electrical contacts. 
Catalog 601 features data on the best contacts for 
applications like contactors, instruments, circuit 
breakers, and switches. 


Gibson Electric Company 
Write No. 5 on Inquiry Card—Page 32 


INDUSTRIAL WIRE CLOTH 


A four-page bulletin describing and illustrating 
industrial wire cloth. Includes filter, space, mesh, 
backing, bolting, centrifugal, galvanized wire, and 
extra fine wire cloths. Contains technical data on 
selection, ordering, and quality checking. 


Newark Wire Cloth Company 
Write No. 6 on Inquiry Card—Page 32 


MEASURING TOOLS 


A 96-page illustrated catalog on precision measur- 
ing tools and instruments. Contains information 
on micrometers, protractors, hand tachometers, 
dynamometers, and surface plates. 


Scherr-Tumice 
Write No. 7 on Inquiry Card—Page 32 


PLASTIC MOLDINGS 


A booklet describing and illustrating plastic mold- 
ings. Lists the materials and sizes of parts avail- 
able by each molding process. The two-color 12- 
page catalog also presents descriptions and a table 
of properties for nine molding materials. A selec- 
tion of 35 typical parts are shown. 


Continental-Diamond Fibre Corp. 
Write No. 8 on Inquiry Card—Page 32 


PRESSES 


Catalog No. 2029-A covers speed-draw presses. 
Diagrams depict the mechanism that controls the 
operating speed. Gives construction details and 
specifications for machines ranging in capacity 
from 200 tons to 1250 tons. 


Cleveland Crane & Engineering Co. 
Write No. 9 on Inquiry Card—Page 32 


PULLEYS 


Bulletin 558 covers welded all-steel pulleys. Fea- 
tures technical and engineering data, specifica- 
tions, diagrams, and illustrations. 


Stephens-Adamson Mfg. Co. 
Write No. 10 on Inquiry Card—Page 32 


SAFETY GLASSES 


Catalog #S-8582 covers a line of safety glass. Con- 
tains data on Safemaster mahogany, pink crystal, 
and metal frames. 


American Optical Company 
Write No. 11 on Inquiry Card—Page 32 


SPECIALTY STEEL 


A 40-page guide for buyers of specialty steels. 
Contains information on tool and die steels, stain- 
less steels, high temperature alloys, tubing, and 
pipe. Includes a tool selector chart which provides 
a system of matching steels. Also has tables, 
graphs, and a type analysis. 


Carpenter Steel Company 
Write No. 12 on Inquiry Card—Page 32 
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eeent on Excellence 


Youngstown Yoloy “E” 


high-strength steel 


pasts pile 


aatsmsonrns yr 


: 


er 


Driver Roy Dooley, shown above, 


pulled the first 18-foot Black Diamond 
trailer built in 1932. 
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Transport competition is 
rough today, so trailer vans 
must be stronger, lighter and 
require less maintenance if 
hauling operations are to show 
a profit. 

Engineers at Black Diamond 
Trailer Company of Bristol, 
Va., report, ““For almost a 
quarter-of-a-century, we 
have been custom-designing 
our trailer line around 
Youngstown Yoloy ‘E’ 
High-Strength Sheets and 
Plates. They save us weight, 
provide extra strength 
and give exceptionally high 
resistance to atmospheric 
corrosion. Also, Yoloy’s 
ductility and excellent 
weldability help speed-up 
our production operations.” 

Wherever high-strength steel 
becomes a part of things you 
make, the high standards 
of Youngstown quality, the 
personal touch in Youngstown 
service will help you create 
products with an “‘accent 
on excellence’. The Youngstown 
Sheet and Tube Company, 
Youngstown, Ohio. Carbon, 
Alloy and Yoloy Steel. 





Send for free tech- 
nical bulletin on 
Youngstown Yoloy 
“BE” Steel. 





Built for rugged service... 


2 NEW 


lightweight floor trucks 





Here are 2 new trucks that feature corrosion-free properties 
plus strength without weight . . . up to 40% lighter than 
steel. This permits use in almost any industry plus larger 
loads and more trips with less energy, less manpower. 


Nutting Structo-Lite Trucks are made of heat treated 
aluminum alloy, the same type used for heavy duty struc- 
tures . . . non-sparking for safety where explosive mate- 
rial is used, non-toxic and resistant to attack by food and 
unaffected by most chemicals, and many acids and alka- 
lies. Exclusive Nutting unitized frame construction holds 
proper alignment throughout unusual loads and abuse. 
New 3 bearing ‘‘friction-free”’ casters for easiest possible 
maneuvering. 











Nutting Fiberglass Box 
Trucks weigh as little as 70 
Ibs. (steel trucks of the same 
size, 120 Ibs.!) Chrome im- 
pregnated fiberglass is imper- 
vious to steam, oil and mild 
acids and alkalies — won't 
crack or corrode — withstands 
temperatures from —40°F to 
212°F, even up to 250°F for 
short exposures. Smooth in- 
side with rounded corners for 
easy cleaning. 


These light, but extra rugged trucks are designed to 
increase your handling efficiency and to save you 
money — based on lighter weight, longer life, 
reduced maintenance and less downtime. For 
full information send the coupon today. 


TRUCK AND CASTER CO. 
250 Division Street * Faribault, Minnesota 


Send Structo-Lite aluminum truck literature 
Send fiberglass truck literature 


NAME____ 





COMPANY NAME 








ADDRESS 


EE a —— ene ee 
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Catalog Files 





STARTERS 


An eight-page folder covering 
non-reversing combination starters 
through NEMA size four. Publica- 
tion number ED-30 includes descrip- 
tions, photos, and enclosure dimen- 
sions for all popular types with 
either motor circuit switches or cir- 
cuit breakers. 

Cutler-Hammer Inc. 


Write No. 13 on Inquiry Card—Page 32 


V-BELT DRIVES 


A manual on V-belt drives. The 
68-page two-color booklet contains 
photographs, drawings, charts, and 
tables on drives from % to 1000 hp. 
Also gives information on installa- 
tion and service. 


R. & J. Dick Company, Inc. 
Writ. No. 14 on Inquiry Card—Page 32 


VALVES (GATE) 


Describes a line of standard gate 
valves. Includes actual-size outline 
drawings to aid in selection. Con- 
tains specification, dimension, and 
actuator configuration tables. 


Telecomputing Corporation 
Write No. 15 on Inquiry Card—Page 32 


VALVES (PRESSURE REDUCING) 


A four-page folder covering type 
B. The two-color bulletin contains 
features, installation information, 
descriptions, photos, valve drawings, 
dimensions, lists of materials, ca- 
pacity charts, and illustrations. In- 
cludes a table of maximum inlet 
pressure and temperatures and out- 
let spring pressure. 


Atlas Valve Co. 
Write No. 16 on Inquiry Card—Page 32 


WORK HOLDING TOOLS 


Catalog No. 27 features work hold- 
ing tools, Illustrates and gives speci- 
fications for vises, tables, adjustable 
angle plates, lathe milling attach- 
ments, and other machine tool ac- 
cessories. 


Chicago Tool & Engineering Company 
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SEATTLE 








DENVER 


San sOancisc0 


PHOENIX 


a. TUCSON 


%, PG, ROCHESTER 


Miwa | dereong MZ > Vay > 
: (Pez NEW YORK Cily “@ 


SOUTH BEND 


CHICAGO 


LOUISVILLE 
Se EVANSVILLE 
Sap OWENSBORO 


ST. LOUIS 


NASHVILLE 


* Shorter alternate route 
between Los Angeles and Chicago 
cuts miles off D-C’s 
coast-to-coast system! 


When SERVICE is important, you'll be miles ahead when you 

ship via D-C’s MILE SAVER ROUTE. Shortens the distance between 
Los Angeles and Chicago— brings the East and West Coast 

miles closer — makes D-C’s DIRECT SERVICE even more direct! 


Try D-C’s MILE SAVER ROUTE on your next shipment — you'll discover 
why D-C is the coast-to-coast choice for coast-to-coast service! 


DENVER CHICAGO TRUCKING CO., Inc. 
THE ONLY DIRECT COAST-TO-COAST CARRIER! 


NOVEMBER 23, 1959 
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PROTECTION PLUS” 
by BAUSCH & LOMB 


> 
ater 


fod 


==s== NEW M-/0 
Metal Frame 
Safety Glasses 


Insulated wire mesh side 
shield with heat-resistant cov- 
ering. Non-corroding. 


M-70 The basic B&L metal frame safety glass. P-71 The M-70 with wire mesh side shields. 


Job-Tailored! 


Fitting the protection to the hazard is half 
the battle. Now you do it easily and swift- 
ly in your own department with a single 
Side shield of solid acetate  @Si¢ front and a selection of side shields. 
stops passage of liquids and M-70 combines the sturdiest metal con- 
dust. In clear or green. struction with distinctive styling and new 
_ Bal-SAFE S-7 lens shape. Another striking 
example of the economy of Bausch & Lomb 
quality. Write for Catalog Folder A-1800: 
Bausch & Lomb Optical Co., 90647 Smith 
Street, Rochester 2, New York. 


Perforated acetate side shield 


provides protection plus com- 
fort. In clear or green. ee 


Ingenious expansion end piece does BAUSCH 6 LOMB 
the trick . . . allows easy assembly 2 ie 


* ' 
and disassembly of side shields Uy . Protection PLUS Safety Products 


without changing fronts or temples. Vv protection # economy + worker acceptance 
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AF 
“E 2” 


HIGH STRENGTH AND ST; 


ABILITY 


O; 


WITH GOOD FABRICATION PROPERTIES 


AM 350 and AM 355 are metals for the space age! The combination of easy fabrication 
with high strength-to-weight ratio of AM 350 and AM 355 interests missile and supersonic aircraft 
designers with problems of high strength at elevated temperatures. 


This pair of precipitation hardening stainless steels from Allegheny Ludlum research 
are easy to fabricate in the annealed condition. They can be spun, drawn, formed, machined, 
brazed and welded using normal stainless procedures. 


Both alloys have high strength without embrittlement from room temperature to 1000°F, plus good 
ductility at elevated temperatures. They have remarkable stability and excellent corrosion resistance. 


AM 350 is available in sheet, strip, foil, small bars and. wire. AM 355, best suited for heavier 
sections, is available in forgings, forging billets, plates, bars, wire, sheet and strip. 


For further information, see your A-L sales engineer or write for the new technical booklet, ““AM 350 
and AM 355,” Allegheny Ludlum Steel Corporation, Oliver Building, Pittsburgh 22, Pa. 


ALLEGHENY LUDLUM A 


EVERY FORM OF STAINLESS... EVERY HELP IN USING IT < 
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PICKLED in a 4% brine solution! 


CHOKED 


in a tornado of abrasive dust! 


BURIE 


in thick, sluggish mud! 


nothing... but nothing stops 
Super-Seal open-type motors 


Thanks to exclusive Poxeal and Silco-Flex insulations, Super-Seal motors have shown endurances that even 
enclosed motors couldn't match. Results and reasons available from your A-C representative or distributor. 
Or write General Products Division, Milwaukee 1, Wisconsin 


ALLIS-CHALMERS OS) 


For More Information Write No. 187 on Inquiry Card—Page 32 


Poxeal, Silco-Flex and Super-Sec/ 
are Allis-Chalmers trademarks. 
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SILICONE NEWS from Dow Corning 


Down Foam and Up Production 





Bice heat 


Job-Proved Dow Corning Silicone Defoamers 
Save Time, Material, Money 


Foam may be fine in a brewery. But in most processing plants, it’s a sign 
of inefficiency. Foam reduces production capacity, slows processing, in- 
creases waste can skyrocket your costs way out of proportion. But 
why accept foam as a necessary evil when Dow Corning silicone defoamers 
are so readily available to knock out “bubble trouble” . . . quickly, easily 
and economically? 


Imagine . just a few drops of a Dow Corning silicone defoamer is 
all it takes to control even the most violent and persistent foamers. And 
these versatile silicone defoamers neither alter nor contaminate products 
or processes. This permits you to use a Dow Corning defoamer wherever 
foam is a problem — in textile dyeing, papermaking and sizing; in refin- 
ing, distilling and gas “scrubbing”: in food processing and packaging; 
in formulating paints, adhesives, pharmaceuticals . you name it. 





IN PACKAGE DYEING 


No matter what you produce or process, 
you'll find Dow Corning silicone defoamers 
are economical; savings and production 
advantages are multiple. Prove this with 
your own tests using a generous trial 
sample that’s yours for the asking. In 
writing for this free sample, please indicate 
your problem and mention the type of sys- 
tem—oil, aqueous, nonaqueous, food prod- 
ucts, or any other. Address Dept. 2023 
for a rapid reply. 





IN REFINERY GAS SCRUBBING 





Your nearest Dow Corning office is the 
number one source for information 
and technical service on silicones. 


Dow Corning CORPORATION 


ATLANTA BOSTON CHICAGO CLEVELAND 


MIDLAND. MICHIGAN 


DALLAS LOS ANGELES NEW YORK WASHINGTON, ©. c 
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Electrically welded, 
leakproof 


flaring pails 


nest to save storage 
and shipping costs 








boxcar holds 3 times as many 
laring as straight-sided pails. 
Same 5-gal. capacity! 





gives leakproof 
protection for 


hard-to-hold products 


Ideal for liquid roof- 
ing cements, paint 
and petroleum prod- 
ucts, dry or powdered 
materials. Ask your 
Continental man for 
details. 


Cc CONTINENTAL 
CAN COMPANY 
Eastern Division: 100 E. 42nd Street, New York 17 
Central Division: 135 So. La Satle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
Canadian Division: 790 Bay St., Toronto, Ont. 
Cuban Office: Apartado =1709, Havana 
For More Information Write No. 189 
on Inquiry Cord—Page 32 
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Letters To The Editor 





THE NIGHT TRAIN 
Dear Sir: 

We would very much like more 
information regarding the Special 
Industry Report on lumber which 
appeared on page 17 of your Sep- 


tember 28 issue. 


Toward the latter part of the 
article, you state, “For safety rea- 
sons, flat cars don’t move at 
night.” 

Although not so indicated, you 
may be referring only to plywood, 
in which case, we have had no 
experience. On the other hand, 
we were one of the early users 
of unitized packaging of crating 
lumber and for years have been 
receiving our material in this 
manner without any difficulty 
whatever. 

In checking with our traffic de- 
partment, we find that this lumber 
has moved directly to us from the 
West Coast on a _ twenty-four 
hour per day schedule and there 
have been no stopovers to elim- 
inate night traveling. , 

On my way home last night, I 
was held up waiting for a freight 
train to pass on its way to Chi- 
cago. I counted fifteen such cars. 

We are receiving West Coast 
deliveries in as little as six days 
and very seldom more than ten 
days in transit. 

A. H. Pearce, Vice President 
The Trane Company 
La Crosse, Wisc. 


e Weare sorry our statement ap- 
peared a bit more categorical than 
intended. We did not mean to im- 
ply that there is a blanket restric- 
tion on moving flat cars of lumber 
at night, but were referring to a 
practice more common in coast- 
to-coast shipments. On long hauls, 
loads loosen from constant pound- 
ing and swaying and from drying 
of the lumber itself. Railroads are 
forced to limit many cars to day- 
time movement so they can be 
watched, or taken out of service 
altogether for tightening or re- 
loading. Western as well as East- 
ern railroads try to prevent trou- 


ble by routing long haul flat cars 
of lumber on slow or local routes 
where there is less wear and tear. 
Mr. Pearce’s company is fortunate 
that by being nearer to the mills 
it has been spared the problem. 


PURCHASING TRAINING 
Dear Sir: 

I would appreciate receiving 
two copies of the booklet entitled, 
“Training Purchasing Department 
Personnel.” It was mentioned in 
the July 6, 1959 issue of your 
magazine. 

M. A. Starr 

Director of Material 

North American Aviation, Inc. 
Downey, Calif. 


e The booklet referred to was 
mentioned in the article, “Train- 
ing—and the P.A.’s' Responsibil- 
ity.” This booklet was issued 
recently by the National Associa- 
tion of Purchasing Agents, 11 
Park Place, New York City. It is 
free to members of the associa- 
tion. 


TO LEASE OR NOT TO LEASE 
Dear Sir: 

We are currently analyzing and 
evaluating the practicability and 
economics in buying versus leas- 
ing of operational equipment such 
as vehicles, tooling and fabrica- 
tion machinery, office equipment, 
etc. 

We found great use for your 
February 16 and March 2 issues 
which contained the very fine ar- 
ticles, “Lease or Buy Equip- 
ment?” and “Autos and Trucks: 
Does It Pay To Lease Them?” 

Copies of your publication are 
well received by our buying per- 
sonnel, After routing, the copies 
are kept for just such reference 
purposes as the leasing situation. 

K. S. Haff 

MRO Group Supervisor 
Materiel Section 

Boeing Airplane Company 
Renton, Wash. 
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LIMIT SWITCHES WITH 

1%” OUNCES SENSITIVITY... 
IMMUNE TO 

VIBRATION 


National Acme Super-Sensitive 2 2 Switches provide 
the highest possible degree of controffreliability. Extremely 
compact, they are sensitive to forces.as low as 1'*’’ ounces*, 
and yet have machine tool neil to withstand vibra- 
tion. Reliable, accurate service is @ssured throughout 
millions of contacts. ' 

For extreme operating flexibility, bas cam adjust- 
ment lets you set 90° pre-travel anywhtre within a 180° 
arc. The steel trip rod, available in leggths to 10”, is 
readily lengthened or shortened by 2 He set screw 
adjustment; can be bent or welded for ea8y hook-up to 
other linkages. Correct contact pressure is ily set by 
a steel spring adjustment insuring split-secon@ contacts, 
ten times normal switch life. Micro switch unitgjs fully 
enclosed for lasting protection against dirt and nur 

Select from a complete line of National Acme 


it 
Switches for any control application. Write for Lint 
Switch Bulletins containing detailed information stating 

your requirements. 


*at 10” 


THE tay 
ACME CO. 


191 £. tet evasst 
Sales Offices: Newark 2, N.J.; Chicago 6, Ill.; Detroit 27, Mich. 
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SPS RELIABILITY 


A dynamic standard of predictable performance 


FLEXLOC-—the simple, 


economical method of 


vibration-prooft fastening 


Stroboscopic photo shows action 
of transfer mechanism on a cold- 
forging machine operating at ap- 
proximately 16 cycles a minute. 
The numerous FLEXLOC locknuts 
used to fasten this assembly stay 
put despite constant shock and 
vibration, eliminate the nuisance 
of frequent retightening. 


FLEXLOC self-locking nuts help solve the problem of 
keeping threaded fasteners tight. Repeated shock, high- 
speed oscillation, heavy pounding will not shake them 
loose. They help give your products greater reliability, 
a qualification that is no longer just a talking point, but 
a major competitive advantage. 


FLEXLOCs are 1-piece, self-locking fasteners requiring 
no lockwashers, jam nuts, cotter pins or wiring. There is 
nothing extra to put together, come apart or get lost... 
and no nonmetallic inserts to deteriorate, be chewed up 
by rough bolt threads, or weaken the structure of the 
nut. With a FLEXLOC, every thread, including those in the 
locking section, carries its full share of the tensile load. 


A FLEXLOC goes on like an ordinary nut. Start it with your 


fingers; tighten it with a hand or speed wrench. As soon 
as 1¥ threads are past the top, the FLEXLOC is fully 
locked. It serves as either a locknut or a stop nut. 


Because they require no auxiliary locking devices, 
FLEXLOCs facilitate design and specification, simplify 
inventory and handling, reduce assembly time and costs. 
They also save on maintenance, because they are readily 
removed and can be reused repeatedly without impairing 
their locking reliability. See your authorized FLEXLOC 
distributor for complete information on sizes, materials 
and finishes. Or write SPS—manufacturer of precision 
threaded industrial fasteners and allied products in 
many metals, including titanium. Flexloc Locknut Divi- 
sion, STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


Jenkintown - Pennsylvania 


Standard Pressed Steel Co. © The Cleveland Cap Screw Co. e 

Columbia Steel Equipment Co. National Machine Prodycts Co. 

e Nutt-Shel Co. e SPS Western © Standco Canada, ltd. 
Unbrako Socket Screw Co., ltd. 
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THE ONES THAT WILL LAST (and last, and last!)? 
THOSE MADE OF WEIRKOTE® ZINC-COATED STEEL! 


Laboratory salt-spray tests prove it. Leading manufacturers prove it. Experience proves 
it. Primary window frames and storm and screen frames of Weirkote zinc-coated steel 
last and last and last—literally shrug off the elements! 


Weirkote will not give in to corrosion invasion because its zinc coat clings tightly to its 
steel surface year after year. Reason? Zinc and steel are actually integrated by Weirkote’s 
continuous process. 


This extra protection pays off when it comes to fabricating Weirkote, too. You can crimp 
it, twist it, torture it—work it to the limits of the steel itself—without chipping or 
flaking its surface. And this pays off in your pocketbook: No more costly rejects, and 
coating after fabrication can be eliminated. — 


Whether you're talking profit or product, there’s a lot to be said for Weirkote zinc-coated 
steel. Write today for a free booklet that tells all about it. Weirton Steel Company, 
Dept.G-14, Weirton, West Virginia. 
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WEIRTON STEEL 
COMPANY 


WEIRTON, WEST VIRGINIA 


a division of 


NATIONAL STEEL ale CORPORATION 
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RIGHT NOW’? 


EX-CELL-O CAN MEET YOUR DELIVERY DATE! 


Service—like quality and accuracy—is another reason why 
precision-machined production parts have been a major Ex- 
Cell-O product line for nearly 40 years. 

Ex-Cell-O's facilities for production of aircraft and miscellaneous 
precision parts and assemblies include: complete product design 
and development service; a full range of metalworking skills 
and equipment; in-plant laboratory control to insure quality from 


raw stock to finished product; modern heat treating methods; 
up-to-date testing and inspection devices and techniques; and 
the production experience required to deliver any quantity of 
precision parts you need—when you need them! 

Contact your local Ex-Cell-O Representative, or send your print or 
specifications directly to Ex-Cell-O for a prompt quotation. 





EX-CELL-O FOR PRECISION 


EX: CHILO 


CORPORATION 
DETROIT 32, MICHIGAN 














EX-CELL-O FOR PRECISION 





RIGHT NOW? 


EX-CELL-O CAN SHIP THEM TO YOU TODAY! 


Ex-Cell-O stocks more than 10,000 different standard size Drill 
Jig Bushings at key points throughout the country for same- 
day shipment to your plant regardless of location. Thousands 
of semifinished bushing blanks on hand speed orders for special 
sizes. Ex-Cell-O Drill Jig Bushings last longer because they’re 
made better. Hole hardness is maintained at 62-64 Rockwell 
“C” with chrome-alloy bearing steel, heat treated with the most 
modern methods. 

Order from the Ex-Cell-O Drill Jig Bushing inventory nearest 
you: Contact Ex-Cell-O Corporation in Detroit, New York, 
Downey, Calif., Cincinnati, Ohio and London, Canada. Write 
for Ex-Cell-O'¢ Drill Jig Bushing Catalog today. 


CORPORATION 
DETROIT 32, MICHIGAN 


, ~*~ , 
Machinery Division 


MANUFACTURERS OF PRECISION MACHINE TOOLS @ GRINDING 
AND BORING SPINDLES © CUTTING TOOLS e TORQUE ACTUATORS © 
RAILROAD PINS AND BUSHINGS © DRILL JIG BUSHINGS @ AIRCRAFT 
AND MISCELLANEOUS PRODUCTION PARTS © DAIRY EQUIPMENT 











POWER-UP! calls for 


modern maintenance 


Modernize your motors with new Super Coilife or Thermalastic 


Moisture, acids, alkalis and other contaminants are 
locked out permanently by exclusive Westinghouse in- 


sulations . . . new Super Coilife* and Thermalastic®. 


These insulations are thermally stable, chemically inert. 
They stay elastic, hug the copper to which they are 
applied and increase motor operating life. 

For random wound motors, new Super Coilife is a 
special application process using solventless epoxy en- 
capsulation. This exclusive process controls the pre- 
determined “thin wall’ of the encapsulation for total 
protection and maximum thermal transfer of heat from 
the windings. The mirror-like orange finish will not 
crack or craze even under severe operating conditions. 

For large motors and generators, another exclusive 
insulation is Thermalastic. Voltage tests prove that 
Thermalastic insulation has a 1000 to 1 advantage. 
Operating voltages can’t get through the fish-scale-type 


INGHOUSE MODERN MAINTENAN 


barrier of large mica splittings which are locked in a 
memory-type elastic resin bond. 

Only Westinghouse can supply these new insulation 
developments that will modernize your equipment and 
extend its life. Call your Westinghouse representative 
for the complete story of Westinghouse Modern Main- 
tenance service. Special booklets on Super Coilife, 
B-7622, and on Thermalastic, B-7249, are available on 
request. Write Westinghouse Electric Corporation, P.O. 
Box 868, 3 Gateway Center, Pittsburgh 30, Pa. 


*Trade-Mark J-95179 


you CAN BE SURE...1F ITS 


Westinghouse 


WATCH “WESTINGHOUSE LUCILLE BALL-DES! ARNAZ SHOWS" CBS TV FRIDAYS 


REPAIR... RENEWAL PARTS... FIELD SERVICE 
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Purchasing People in The News 





James M. McTavish has been 
named general purchasing agent 
for Commonwealth Services, Inc., 
New York, N.Y., succeeding J. G. 


James M. McTavish 


Shanley who has retired. He will 
be responsible for purchasing, 
expediting, inspection and serv- 
ices. 

Mr. McTavish was formerly 
associated with the atomic en- 
ergy division of Sylvania Elec- 
tric Products Inc. 


George J. Ackley has been ap- 
pointed senior buyer for the Elec- 
tric Storage Battery Co., Cleve- 
land, Ohio. In this position he 


George J. Ackley 


will assist the manager of pur- 
chasing and production planning 
control in purchasing operations. 
Mr. Ackley has been with the 
company for 36 years. 
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Henry C. Knittel has been 
named general purchasing agent 
for the Pennsylvania Power Co., 
New Castle, Pa., succeeding Alla 
E. Miller who has retired. Mr. 
Knittel has held purchasing posi- 
tions for Penn Power since 1928. 
He was a charter member of the 
New Castle Purchasing Agents 
Association which was formed in 
1950 and served as president of 
the group in 1957-1958. He was 
elected national director the fol- 
lowing year. He is also a member 
of the purchasing committee of 
the Perinsylvania Electric Asso- 
ciation. Mr. Knittel attended 
Youngstown University. 


Mrs. Jean Horvath has been 
named purchasing agent for Whit- 
man & Barnes, Plymouth, Mich. 
She succeeds the late Robert G. 
Matley. 


Mrs. Jean Horvath 


The Riegel Paper Corp., New 
York, N.Y. has appointed Jacob 
I. Fisher to the new position of 
divisional purchasing agent for 
the Specialty Products Division. 
He was formerly production con- 
trol manager. 

Harry Singley Jr., formerly act- 
ing purchasing agent, has been 
named purchasing agent for the 
paper mills in New Jersey. Both 
will maintain offices at Milford, 
N.J. 


Harold L. Payne has been pro- 
moted to assistant manager, pur- 
chasing, for the AiResearch 
Phoenix, Ariz., division of the 
Garrett Corp. He replaces Herbert 
Bjonberg who was recently ap- 
pointed purchasing manager for 
the firm. 

Mr. Payne joined AiResearch in 
1955. Prior to that time he was 
a purchasing staff assistant for 
North American Aviation Co. 


John L. Blank, general store- 
keeper for Central Illinois Public 
Service Co., Springfield, Ill. has 
been named manager of the com- 


John L. Blank 


pany’s purchasing and stores de- 
partment. He succeds N. C. Stire- 
walt who has retired. Mr. Blank 
joined CIPS in June, 1925, as a 
lineman in the company’s engin- 
eering department. He was em- 
ployed in the company’s Eastern 
Division engineering section at 
Mattoon from 1928 to 1932. From 
there he was transferred to the 
purchasing and stores department. 
He was named superintendent of 
the company’s general storeroom 
at Springfield the following year, 
and held that position until he 
was named general storekeeper. 





SEE PAGE 200 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 















































Savings through the back door 


One of management’s most important objectives tem representative. We have the facilities and 
today is keeping costs down, finding ways to the experience to provide the swift, dependable 
make less‘money do more work. It’s almost a service you want —and still save you money. 
condition of survival. Our specialists have been Call us. We’re listed in the Yellow Pages. 

able to help many companies effect unexpected 
economies in transportation — and at the same 
time noticeably improve the speed and efficiency 
of their freight shipments. Have you recently 
examined your transportation procedure from Interstate’s 221 timed departures 
this viewpoint of economy? If not, have someone offering excellent service to many 
in your organization check your Interstate Sys- small towns. Write Department P, 





FOR YOUR FILES: A free copy of 
our Merchandise Service Time 
Schedule ... a complete listing of 


> Ws 
68 TERMINALS IN 26 STATES | 


COAST-TO-COAST SERVICE i = SYS | EM 


FAST, DEPENDABLE, SURE 


134 Grandville Ave., S.W., Grand Rapids, Michigan 


TRANS °o 1 AL 1:2 Se SY & T_2 
* Mase Ricrmetion about ad on facing, 
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BIG 


SMALL 


FLEXIBLE TUBING 
ANSWERS 
TO TOUGH PROBLEMS 


The flexible metal tubing assemblies on this 





page give an indication of the scope of facili- 
ties at Anaconda Metal Hose for designing 
and manufacturing tubing answers to tough 
problems. 

The big 1614-foot, 8-inch diameter tube 
in stainless steel at the left was built for 
handling liquid oxygen in missile ground 
handling equipment. In the photo below, 
left rear, are two stainless steel connector 
assemblies—14-inch and 10-inch 1.D.—also 
used in handling liquid oxygen. 

From such assemblies down to the tiny 
1,.-inch I.D. Vibration Eliminator shown in 
the foreground at the bottom of the page, 
the variety of flexible hose assemblies—in 
size, material, and design—is almost infinite. 
FREE TECHNICAL SERVICE. Anaconda Metal 
Hose specialists are constantly working with 
design engineers on special flexible connec- 
tors and hose to mee t new problems. Having 
broad experience working in stainless steel, 
other steel alloys, Monel, copper alloys, alu 
minum, and Teflon,* they can save you con 
siderable time and money in designing the 
flexible connector best suited for your needs, 

Our specialists are available to you through 
Anaconda Metal Hose representatives in 
leading cities — see listing “Metal Hose” in 
the Yellow Pages. Or write: Anaconda 
Metal Hose Division, The American Brass 
Company, Waterbury 20, Conn. In Canada: 
Anaconda American Brass Ltd., New To- 
ronto, Ont. *regis: 


ANACONDA 


METAL HOSE 


Odd shapes 


...and all sizes 
with Hindley 


Cotter Pins 


Hindley Manufacturing Co., Cumberland, R. |. 
Wire Hardware « Cotter Pins « Plumbing Specialties 
For More Information Write No. 197 
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FOB-=“tilosofy of buying” 


lr INDUSTRY stays on this 
morale-building kick employees 
may be striking against going 
home at night. 

Flick-Reedy Corp., Bensen- 
ville, Ill. has installed a fine mod- 
ern swimming pool right in its 
plant for the use of employees. 
There aren’t many plants, the 
company’s release points out, 
where one can take a cool dip 
right in his own plant after 
knocking off. And if he wants to 
go home for supper and return 
with the whole family for a swim 
he can do that too, at no cost. 

Some sound value analysis is 
mixed in with this project. The 
pool is an integral part of the 
plant fire protection system. If 
fire breaks out, water from the 
pool goes directly into the sprin- 
kler system. (We figured out an- 
other advantage not mentioned in 
the release. If a chap goes off 
the high board and suddenly dis- 
covers there's only a few inches 
of water in the pool, he’ll be im- 
mediately alerted to the fact that 























— 


there’s trouble somewhere in the 
plant. He can—if he’s able to 
maneuver swiftly in midair—get 
to the scene of the fire in time to 
be of some help.) 

Flick-Reedy has another impor- 
tant use for its pool—as a con- 
tinuing research vehicle for a 
new chemical and water filter it’s 
developing. 


Tus speaks for itself: 





THE LACK OF OROERS FROM YOU HAS MADE 
THIS ECONOMY SIZE CARO NECESSARY 


ZIRT eating 
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Were INDEBTED to Tom 
Freston, publicity manager for 
Union Bag-Camp Paper Corp., 
for the cartoon below. 


as 

















“Tl ask dad later in the evening. He’s a buyer and he’s been saying ‘no’ for 


” 


eight hours. 
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S uBMARINERS are noted for 
their quiet courage, determina- 
tion, and polite reticence. So too, 
we like to think, are purchasing 
agents. Then what would be more 
fitting than the election of Paul 
F. Stolpman of Salt Lake City as 
national president of the US. 
Submarine Veterans of World 
War II at the organization’s re- 
cent convention. 

Paul, who served on the sub- 
marine Pompon as a torpedoman 
for 25 months during the war, is 
purchasing agent for the Pacific 
Northwest Pipeline Corp., Salt 
Lake City. He has contributed a 
number of articles to PURCHASING 
Magazine. 


Now IT’S Detroit that has a 
slam-bang hassle going about a 
new structure going up in town. 
Reynolds Metals Company’s new 
$2 million Japanese-style alumi- 
num and glass office building (The 
N.Y. Times calls it “A jewel on 
stilts”) apparently has sidewalk 
superintendents and lunch-hour 
city planners split into two camps. 
To one, the new building is dar- 
ingly beautiful. To the other, it’s 
a monstrosity, 

We don’t know anything about 
architecture, and we haven’t seen 
the building yet, but we’re ready 
with a prediction, Within a year 
or two, the building will be among 
the prides and joys of most De- 
troiters. Why? Well, that’s just 
the way people act. Within sight 
of this office are two buildings 
that caused thousands of similar 
lunch-hour arguments as_ they 
rose toward the sky: the United 
Nations Building and the Socony 
Mobil Building. Now most of us 
in this area point them out to 
visitors with a slight swelling of 
the chest, as though we had in- 
structed the architects and con- 
tractors exactly how to design 
and construct such handsome ad- 
ditions to the New York skyline. 

It was probably the same way 
when the Pyramids, and the Tow- 
er of Babel, and the cathedral at 
Chartres were going up. So we 
say good luck, Reynolds, you and 
Detroit should enjoy the building 
in health and prosperity! 
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DELTA FILE WORKS, INC., PHILADELPHIA -37, PA. 
A|PLUMB| subsidiary 
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“if these valves last six months 


WE’LL SAVE MONEY’”.... 


. . . That was the comment of the chief engineer at a 
plant where pickling acids used to clean steel sheet 
literally ate the guts out of valves in 4 to 6 months. 
A Rockwell field engineer recommended a test installa- 
tion of Rockwell-Nordstrom lubricated plug valves be- 
cause the fully protected seats and dependability as- 
sured by lubrication had proven so effective on even 
tougher services. The test valve is still in continuous use 
after two years. The test valve led to a full valve re- 
placement program for both the difficult and ‘‘easy”’ serv- 
ices too. It has been an immediately’ profitable program 
in terms of direct reduction of down-time and main- 
tenance cost savings over non-lubricated type valves. 


This is just one example of the many ways Rockwell 
field engineers are helping save time, money and mate- 
rial in a wide variety of manufacturing and process 
plants by suggesting new and better methods of measure- 
ment and control. These field men represent Rockwell’s 
experience as the world’s largest manufacturer of meas- 
urement and control products. Wherever liquids or gases 
flow through pipe in your plant, this experience can 
help you cut cost and improve quality. Why not have 
a Rockwell field engineer visit your plant to explore 
new approaches to cost cutting through improved 
measurement and control. Send the coupon today— 
there’s absolutely no obligation. 
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ROCKWELL 
The leading single source for Measurement Control products and ideas. 











“IN-PLANT” METERING: 
LIQUIDS AND GASES 


Rockwell gas and liquid meters, 
properly applied, can improve 
quality control, sharpen cost con- 
trol, and prevent waste in almost 
every plant department. A Rock- 
well Field Engineer can help you 
find where meters will cut costs 
... and Rockwell has a complete 
line of meters to measure prac- 
tically anything that will flow 
through pipe. 


LIQUIDS AND GASES 


More efficient control of all the 
material flowing through pipes in 
your plant is a positive step in 
cutting costs. There are new ap- 
plications and new ideas for using 
gas pressure regulators and valves 
that will stop wasteful, inefficient, 
and dangerous handling of fuels, 
production fluids, and products. 
A Rockwell Field Engineer can 


HOW MUCH show you where and how. 
COULD YOU SAVE? 


There is hardly a plant of any kind—including 

yours—where the right application of the right 

measurement and control methods and equip- 

ment won’t produce savings many times the 

modest cost involved. It will cost you nothing MEASUREMENT & CONTROL DEVICES 
to have a Rockwell Field Engineer show you. 

Simply send the coupon below, now. another fine product by & 


ROCKWELL 


SEND COUPON NOW! 





Rockwell Manufacturing Company, Pittsburgh 8, Pa, Dept. MC3 Nome:__ as eee ae ‘ Title:_ 
-_] Please have a Rockwell Field Engineer call me for an appointment. 


Please send literature on [_| Controlling gas pressures; [_] Valving gases, liquids Compony: 
and slurries; [_] Measuring liquids; [ ]-Measuring gases. 

1 am concerned primarily with (_| Light & Heavy Metal Fabricating [| Basic 

Chemical Production [| Chemical Processing [|] Food, Drugs & Tobacco Address:___ 


{-] General Manufacturing Operations [/] Petroleum Processing 


eo we es fa caleba ae City: 








METALLURGY 


is a SPECIAL service 


DISTRICT OFFICES AND REPRESENTATIVES: 
Philadelphia + New York + Los Angeles « Atlanta + Boston + Buffalo + Cincinnati + Cleveland 
Detroit + Houston + Pittsburgh « Richmond « St. Paul + San Francisco + Seattle 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Limited 
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Highlights of This Issue 





“ Purchasing Participates 


in Management 

The appearance of purchasing executives on top 
management committees isn’t the surprise it used 
to be. It has been widely recognized as good busi- 
ness to draw on purchasing’s information and 
judgment when making major decisions. But 
participation in management often stops right 
at the highest level—leaving plant P.A.’s pretty 
much in the dark and out in the cold as to their 
part in setting and carrying out company policies. 
That waste of purchasing brainpower and ex- 
perience is eliminated in a system described in 
this issue’s feature article. Under the Manage- 
ment Advisory Committee System, purchasing 
people not only contribute to the successful op- 
eration of the business but demonstrate (under 
the watchful eye of their superiors) their own 
potential for advancement. See page 69. 


“ Linear Programming II 


The second in our series on Linear Programming 
—a mathematical technique for finding the 
optimum solution to a specific problem from 
among many—deals with prices in a fluctuating 
market. The author, Dr. Spencer Smith, de- 
scribes this application of linear programming 
as “purchasing’s newest cost reduction tool.” 
See page 80. 


“ Everyone Needs Good Information 


A P.A. who designs forms and systems with only 
his own information needs in mind has done 
half a job. Requisitioners and vendors should 
also get all the facts they need—in understand- 
able form. See page 85. 


“ Engineers Should Help P.A.'s 


An engineer gives the man-bites-dog treatment 
to the old problem of clashes between purchas- 
ing and technical people. He asks engineers to be 
a little more reasonable in their requests to pur- 
chasing. See page 91. 


“ Small Scale Materials Management 


You can do an effective job of materials manage- 
ment with a small staff if you know how to use 
your people properly. The manager of materials 
at a medium sized plant describes the secret of 
his successful programs. See page 88. 








Coming in Future Issues 
Cutting Transportation Costs — Measure- 
ment of Purchasing Performance — More 
on Linear Programming. 
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PUT YOUR FINGER 
ON A LEADER 


PQ offers the widest selection of 
silicate products—over 30 solu- 
tions ranging in %Na20:%SiO2 
from 1:3.75 to 1:1.60 and 25 
powders and solids, %Na20: %SiO2 
from 1:3.22 to 2:1.0. 


Convenient availability coast to 
coast from plants located in Ander- 
son, Ind.; Baltimore, Md.; Buffalo, 
N.Y.; Chester, Pa.; Jeffersonville, 
Ind.; Kansas City, Kan.; Rahway, 
N.J.; St. Louis, Mo.; Utica, IIl. 
and from associate companies: 
Philadelphia Quartz Company of 
California—Plants located in 
Berkeley and Los Angeles, Calif.; 
Tacoma, Wash. National Silicates 
Limited, with plants located in 
Toronto and Valleyfield, Canada. 


All these are yours, plus the bene- 
fit of a century’s experience in 
silicate manufacture and use. 


When it’s silicate service you need, 
contact PQ. 


PHILADELPHIA QUARTZ COMPANY 
1033 Public Ledger Bldg., Philadelphia 6, Pa. 


TRADEMARKS REG. U.S. PAT. OFF 


Ry) PQ SOLUBLE SILICATES 


DISTRIBUTORS’ STOCKS IN 
OVER SIXTY-FIVE CITIES 


, ~ CORPORATION 
RUPUEL GS me Ads CORPORATION. 
THE. TSOUuM PAMGENE WAMOLSTURE 
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The best features of modern bearing design — combined and refined in 


ROLLER BEARING 
PILLOW BLOCKS 


BY LINK-BELT 


ii 
a N 


MAXIMUM SIZE 
ROLLERS 


HIGH, HEAVY 
INNER RACE FLANGES 


CENTRIFUGALLY CAST 
BRONZE RETAINERS 


Big, mirror-smooth, convex rollers . . . hefty inner race Series 6800, 6900, 7800, 7900 
flanges . . . centrifugally cast bronze, precision-machined roller bearing pillow blocks have 
retainers. They’re industry’s preferred bearing features. And spherical roller bearings with in- 
they’re all found in Link-Belt’s new spherical roller bearing ternationally standardized bound- 
. compactly combined in an exceptionally durable two- ary dimensions. 
piece housing. 
These self-aligning roller bearing pillow blocks take mis- 
alignment in stride—adjust immediately in any direction 
while maintaining full load capacity. Two types of shaft 
mountings facilitate installation .. . adapter mounting for 
commercial shafting and direct shaft mounting for shafting 
ground to recommended tolerances. And Link-Belt’s rugged 
steel multi-labyrinth or dacron-contact seals lock out dirt, 
lock in lubricant. 


LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1. To Serve Industry There Are Link-Belt Plants, Sales Offices and Stock Carrying 
Distributors in All Principal Cities. Export Office, New York 7; Australia, Marrickville (Sydney); Brazil, Sao Paulo; Canada, Scarboro (Toronto 13); 
South Africa, Springs. Representatives Throughout the World. 15,161 
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EDITORIAL 





Give— 
Until It Hurts 


PuRCHASING MAGAZINE 


NOVEMBER 23, 1959 


- 
| HE SMUG and the cynical can find many satisfactions in this 
age of significant corruptions. 


Policemen and politicians are bought and sold by mobsters; 
intellectuals forget their scorn for materialism to make small 
fortunes on rigged TV shows; big-name fvotball coaches turn 
quick profits in most unsportsmanlike stock deals; businessmen 
and labor leaders enter into some private teamwork that would 
make the Condottieri blush; teenage children are led by the 
thousands into lives of crime and depravity. 


These things are pitiful and shameful, but it would be almost 
as bad for us to accept without question the reasoning of those 
people who say we can’t do anything about them. Cynics, 
who deep in their unconscious are actually frustrated senti- 
mentalists, say people are rotten and always will be. The Phari- 
sees, whose self-righteousness often masks an uneasy conscience, 


say this is only what you can expect from certain races, classes, 
etc. 


A more rational explanation falls somewhere between the two 
extremes. The human condition is such that we’re all subject 
to temptation. Most of us can resist it if we’re willing to try, but 
many of us succumb to it regardless of who or what we are. 
It’s a very thin line that separates the sheep from the goats. 


All this may be pretty cosmic stuff to try to relate to the 
prosaic and perennial problem of Christmas gifts from suppliers. 
But whether a bottle of scotch or $64,000 is involved, certain 
basic principles are involved in every transaction. It is the re- 
sponsibility of those who give and those who get to examine 
each situation in the light of their own principles and then decide 
what’s right and what’s wrong. 


This doesn’t necessarily mean that there must be endless 
speculation over how many gift cigars can dance on the top of 
a desk before they become a bribe. It does mean that purchas- 
ing agents—and all the other company employees who are 
targets for “generous” salesmen around Christmas—should 
establish some principles and apply them regularly and con- 
sistently in each case. It’s simply a sign of immaturity to duck 
the issue by saying “everybody’s doing it,” or “I could never 
be bought like that freeloader Joe Jones down the street” (as 
you dig into the first basket of fruit-of-the-month). 


We have always thought a complete prohibition on business 
gift-giving would be a good thing. But we're realistic enough 
to know it would never work. We are sure, however, that an 
executive worthy of the name can set reasonable standards of 
ethical conduct, live up to them with a little effort, and thereby 
contribute his bit to a saner, more civilized society. 
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steels... 


but only one was right for the job 


Severe stresses imposed by this forming opera- 
tion caused a high rate of reject for a fabricator 
using hot rolled plate to the usual ASTM—A7 
specification. A call to his Ryerson Steel Spe- 
cialist brought a suggested change to Ryerson 
welding and forming plate—a prompt solution 
to a costly problem. 

Even in “plain carbon steel’”’ applications, 


there’s usually only one steel that’s exactly right 
for each job. Nationwide, daily experience with 
a wide range of material selection and fabricat- 
ing problems puts your Ryerson Specialist in 
the best position to know what is exactly right 
for your job. Backed by complete and diversi- 
fied stocks, Ryerson can best supply that exact 
specification fast! 


Let us help you make sure you get optimum value for your 
steel-buying dollars on every order—call Ryerson today. 


Increased Value in Buying Metals 
Ask about this Ryerson Plan for 1959 


Joseph T. Ryerson & Son Inc., Member of the qQ> Steel Family 


STEEL « ALUMINUM ¢ PLASTICS « METALWORKING MACHINERY 


NATION'S MOST COMPLETE SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
For More Information Write No. 203 on Inquiry Card—Page 32 
PURCHASING 

















Purchasing’s Big Role 


in Management 


To maintain a top-rank position, purchasing in a multi-plant 
organization must take part in decision-making at every level. 
The advisory committee system is one of the most effective ways 
to communicate with and participate in management. 


By W. D. Schelbe 


P URCHASING men have 
fought hard to be recognized as 
part of top management. To a 
great extent they have been suc- 
cessful. People responsible for the 
purchasing function now have top 
management titles and preroga- 
tives to go along with them—keys 


Mr. Schelbe is director of purchases for 
Wolverine Tube Division, Calumet & 
Hecla, Inc., Allen Park, Michigan. 
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to the executives’ washroom, re- 
served parking spaces, corner of- 
fices, country club memberships 
—the works. This is not and 
should not be the final objective. 

To function as part of top man- 
agement, the purchasing man 
must have a grasp of all modern 
management functions—produc- 
tion, accoynting, industrial rela- 
tions, finance, research, etc. He 


must be prepared to participate in 
areas of his company’s business 
other than those for which he is 
directly responsible. His ambi- 
tions should be directed not only 
toward the top spot in purchasing 
but the top spot in management. 
Purchasing should become as 
much a ladder to management 
success as engineering or sales. 
Admittedly, this is more easily 
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“Information on purchasing matters flows quickly 
throughout the organization . . . the purchasing 
group is alerted to all developments.” 


done in some companies than in 
others because of differences in 
management philosophy. But 
much can be done to upgrade the 
purchasing man’s position in any 
company. 

At Wolverine Tube, purchasing 
is permitted to develop along 
broad management lines. The ap- 
proach has worked well for us. 
Perhaps some of our techniques 
can help other purchasing men. I 
should like to describe them and 
then touch on some of the things 
our purchasing group does on a 
day-in-day-out basis. 


Management's Basic Job 


We believe a management sys- 
tem works best when: 

(1) Decisions are made at the 
job level; 

(2) Each manager uses as fully 
as possible the specialized talents 
of the people he manages; and, as 
a corollary, encourages maximum 
participation in decision-making. 
When this is done, all those con- 
cerned with purchasing will con- 
tribute to the profitability and ef- 
ficiency of the company. 

One of the most effective parts 
of such a system is the committee. 
All companies use committees of 
one sort or another as a manage- 
ment tool. Boards of directors 
hold formal committee meetings. 
A buyer dropping into the pur- 
chasing agent’s office to discuss a 
supplier problem is actually start- 
ing an informal committee meet- 
ing. 

Probably no managerial activi- 
ty has been more abused than the 
committee meeting. Too often, 
people come away from a meet- 
ing feeling it has been a waste of 
time. Yet meetings are necessary 
because in any organization it is 
almost impossible to communi- 
cate, consult or plan on a one- 
person-to-person basis. And meet- 
ings can perform a major creative 
function. 

We use a management advisory 
committee system to put this crea- 
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tive management force on an or- 
ganized basis. In the system 
purchasing people participate and 
make their influence felt at three 
levels of management: top man- 
agement of the division; top man- 
agement in each plant; and in the 
division staff. As a result, the 
division capitalizes on the best 
thinking of the purchasing group. 
Information on purchasing mat- 
ters flows quickly throughout the 
organization and the purchasing 
group is alerted to all develop- 
ments. Equally important, people 
in purchasing can get knowledge 
and training as managers and a 
chance to spot others qualified to 
take added managerial responsi- 
bility. 

The management advisory com- 
mittee system is simple. Each ex- 
ecutive, manager and supervisor 
holds a regularly scheduled meet- 
ing with the group that reports to 
him. Each group is a manage- 
ment advisory committee and is 
concerned with the job >f running 
the section for which its chair- 
man is responsible. Majority rule 
does not control since the deci- 
sions reached must be the respon- 
sibility of the chairman. 

The top management advisory 
committee at Wolverine Tube is 
the DAC or divisior.] advisory 
committee. Chairman of the DAC 
is the general manager; members 
include plant managers and the 
directors of finance, industrial re- 
lations, operations, purchases, re- 
search and sales. Each director 
and plant manager, in turn, is 
chairman of an advisory commit- 
tee consisting of those people who 
report to him. 

Purchasing at Wolverine is 
both a staff and line function. As 
head of a staff group providing a 
service to the general manager, I 
am chairman of the PDAC or 
Purchasing Division Advisory 
Committee. Its members are the 
plant purchasing agents. We: 

(1.) Advise the director of pur- 
chases on the coordination of 


purchasing activities in the divi- 
sion; 

(2.) Receive assignments, in- 
vestigate and report on purchas- 
ing staff activities; 

(3.) Assure uniform applica- 
tion of procedures relating to ven- 
dor relations and purchasing pol- 
icies throughout the division. 

Operationally, the plant pur- 
chasing agents report to the plant 
managers. The plant purchasing 
agent is a member of the PAC or 
plant advisory committee. Its 
chairman is the plant manager 
and the members include the fac- 
tory manager, industrial relations 
manager, accounting manager and 
the purchasing agent. The com- 
mittee: 

(1.) Advises the plant manager 
on overall plant operations; 

(2.) Assists in establishing plant 
policies and objectives; 

(3.) Determines ways and 
means for getting results. 

The plant purchasing agent in 
turn is chairman of a plant pur- 
chasing committee whose mem- 
bers are the buyers and, in some 
plants, the stores supervisor. This 
group is concerned with day to 
day purchasing policy. 

Participation in the first three 
committees gives our purchasing 
people — myself included — a 
chance to play a role in decision- 
making that affects all aspects of 
our business, not just purchasing. 
Here, in more detail, is how these 
three committees work. 


Divisional Advisory Committee 


The DAC meets every two 
months for two days. A schedule 
is made up in advance for an en- 
tire year and is rigidly adhered 
to. These are its basic duties: 

Advise the general manager ort 
progress of each divisional unit; 

Assist in establishing policies, 
plans and goals for the division; 

Develop programs and controls 
for attainment of agreed-uport ob- 
jectives. 

This is a typical agenda for a 
meeting of the DAC: 

Production schedules and bud- 
get Review 

Inventories and LIFO position 

New product developments 

Public relations—publicity ac- 
tivities 

Review of corporate annual re- 
port 


PURCHASING 





“During meetings . 





. I get an intimate knowledge of each purchasing man’s 


capabilities and potential for growth by observing the interplay of discussion, the 
degree of original thinking, and the reports of activities in each plant.” 


Master appropriation requests 
General overhead costs 
Supplier difficulties 

By participating fully in the 
DAC, I am aware of all divisional 
activities. As the chief purchasing 
executive for the division, I can 
therefore put into action within 
my group those plans and proce- 
dures that mesh with overall di- 
visional activities. I do not learn 
of important policies and deci- 
sions second hand. I participate 
fully in their formulation. 

The committee’s procedures are 
a major reason for its success. 
For instance, a detailed agenda of 
each meeting is prepared in ad- 
vance by the chairman. He cir- 
culates it to all committee mem- 
bers days in advance. Items on 
the agenda are assigned to the 
people directly involved. Those 
assigned handle the discussion, 
provide the data needed, and are 
prepared to offer authoritative 
opinions. 

When a decision is made, the 
committee chairman is the one 
who makes it. But before this it 
is expected that each member will 
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evaluate and comment on all 
agenda items. This permits pool- 
ing of the group’s skills and tal- 
ents. Equally important, it per- 
mits each member to display his 
potential for greater responsi- 
bility. 

Improve Communications 


Good communication is one of 
the major benefits of the advisory 
committee system. Members 
know what’s going on in all de- 
partments. This makes it possible 
for all to plan more intelligently. 
There is no program that does not 
affect other departments. A re- 
search and development program 
affects purchasing just as well as 
engineering and production. Be- 
cause all management functions 
are represented in the DAC, each 
department can anticipate and 
plan for those aspects of the pro- 
gram that will affect it. 

Comprehensive minutes of ev- 
ery meeting are prepared by the 
chairman. Generally a draft of 
the minutes is circulated among 
members so that there are no 
questions as to what was really 


said or decided. Minutes are 
made available on a fixed sched- 
ule, shortly after the meeting is 
concluded. 

The minutes record the agenda 
items that were disposed of, com- 
modity purchases for the coming 
quarter, for instance, and those 
that are being carried over, such 
as the establishment of a value 
analysis standardization program. 

The minutes are circulated to 
committee members and the man- 
agement to which the chairman 
reports. In the case of the DAC, 
it would be to the corporate ad- 
visory committee or CAC, which 
is composed of the top manage- 
ment group of Calumet & Hecla, 
Inc. 

Because committee minutes are 
a condensed diary of activities of 
an entire management level, they 
can be used by committee mem- 
bers as the basis for briefing the 
people they supervise. 


Purchasing Division Advisory 
Committee 


The PDAC operation parallels 
that of the DAC. The chairman 
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COMMITTEE 


DIVISION ADVISORY 


SALES DIVISION 
ADVISORY 


PLANT ADVISORY 


FACTORY ADVISORY 


PRODUCTION ADVISORY 





Management Advisory Committees 
at Wolverine Tube | 


MEMBERSHIP 


Chairman — General Manager 
of Wolverine Tube 

Members: 

Plant Managers 

Director of Sales, Purchases 
Operations, New Products, 
Industrial and Public Rela 
tions, Controller. 


TYPICAL LINE 


Chairman — Director of Sales 
Members: 

Managers — Product Sales, 
Field Sales, Advertising 

and Sales Promotion. 


Chairman — Plant Manager 
Members: 

Managers — Factory, Indus 
trial and Public Relations, 
Accounting; and Purchasing 


Agent. 


Chairman — Factory Manager 
Members: 

Production Superintendent 
Supervisors — Technical, 
Production Planning, Inspec 
tion, Industrial Engineering, 
and Plant Engineering 


Chairman — Plant Production 
Superintendent. 

Members: 

General Foremen of 
Production Departmeots 





FUNCTION 


To advise Genera! Manager on progress 
of each unit of the division. 

To assist in establishing policies, 

plans, and goals for the division 

To develop programs and controls for 
the attainment of agreed upon 
objectives. 


COMMITTEES 


To advise Director of Sales in coordi 
nation of planning and adminstration 
of sales activity. 

To make plans, formulate policies, 
establish objectives, initiate action, 
and discuss problems concerning sale 
and merchandising of products. 


To advise Plant Manager on the overall 
plant operations. 

To assist in establishing plant policies 
and objectives, and to determine 

ways and means for getting results. 


To assist in making decisions on 
general operations, processing 
methods, and procedures 

To discuss work schedules, and man- 
power requirements 

To advise chairman on special projects 
and work progress in the sections 

To coordinate factory functions under 
direction of the chairman 


To investigate production costs and 
techniques, and advise the chairman 
on necessary changes in procedure 

To plan current work schedules 

To coordinate product flow through 
various production departments, and 
to discuss interdepartmental problems 
To exchange ideas on labor relations 
supervisory methods, and direction 
of work force 


We) 


MEETING 


Every two 
months for 
two days. 


Every two 
months for 
one day. 


Every month 
for one 
day. 


Every week 
for one 
hour. 


Every week 
for one 
hour 





is the director of purchases and 
the members are the plant pur- 
chasing managers. Here is a typi- 
cal agenda for a meeting of the 
PDAC: 

Internal plant-purchasing com- 
munications 

Purchasing job functions 

Cost reduction program 

Direct mail questionnaires 

Value analysis-standardization 
program 

Purchasing procedural changes 

Special purchasing problems 

Inventory developments 

Contract penalty clauses 

Pricing purchase orders 

Publishing results of quotations 


During these regularly sched- 
uled, carefully planned meetings, 
I get an intimate knowledge of 
each purchasing man’s capabili- 
ties and potential for growth. I 
get this by observing the inter- 
play of discussion among mem- 
bers of the group, the degree of 
original thinking, and the reports 
submitted of activities within 
each plant. 

Even more important is the fact 
that committee members are able 
to evaluate each other. The man 
with the most ability is soon rec- 
ognized by the group. When a 
member of the committee receives 
a promotion it is only a formality 


—he will have already won the 
respect of those he is put in 
charge of. 


Plant Advisory Committee 


The PAC is a staff committee of 
line people. On this committee, 
the purchasing agent acts in an 
advisory capacity to his line su- 
perior, the plant manager, instead 
of his staff superior, the director 
of purchases. Just as the director 
of purchases has an opportunity 
to participate in divisional activi- 
ties, the P.A. takes part in the 
plant’s operations. This is a typi- 
cal agenda for a meeting of the 
PAC: 


PURCHASING 





COMMITTEE 
DEPARTMENT ADVISORY 


MEMBERSHIP FUNCTION MEETING 


Chairman — General Foreman 
of a production department 
Members 

Foremen and Assistant 
Foremen 


To consider department problems in 
volving product, direction of work force 
and intershift coordination 

To help plan for department needs 1 hour 
new production methods, order pro 
cessing schedules, and manpower 


Every tw 
weeks 
for one 


To discuss application of established 
policies and procedures 
TYPICAL STAFF COMMITTEES 


OPERATIONS DIVISION Chairman 
ADVISORY Operations 


Director of To advise Director on coordinatior 
activities in the division 

To receive assignments, investigate 
and report on equipment, processes, 
and methods 


Members 
Managers — 
Plannir g Engir eering, Tect 
nical, Customer Relations 
Traffic, Inspection, Industria 
Engineering 


Production 


To assist Director in development of 
ideas, plans, and programs for solut 
of current and foreseeable problems 


NEW PRODUCTS 
DIVISION ADVISORY 


Chairman — Director of New 
Products 


To advise Director of progress 

projects and the coordination of 
Members activities in the divisior 
Managers 
tory, and Market 


Proje To receive assignments, recommend 
and evaluate work on investigations 
report on equipment, methods, and 
studies relating to development of new 
products and processes 


PURCHASING DIVISION 
ADVISORY 


Chairmar 
Purchases 


To advise Director on coordination of 
activities in the division 

Members 
Piant Purct 


To receive assignments. investigate 
and report on staff activities, and insure 
uniform applicavon of procedures 
relating to vendor relations and purchas 
ing policies throughout the divisior 


INDUSTRIAL. AND PUBLIC 
RELATIONS DIVISION 
ADVISORY 


Chairman Director of | 


trial and Public 


dus To advise Director or 
activities in the division 


ordinatior 
Relations 
Members 

Industrial and Put Rela 
tions Managers 


To receive assignments, investigate 
and report on staff activities, and insure 
uniform application of policies and 
procedures relating to industrial and 
public relations 


FINANCIAL DIVISION Cflairmar 
ADVISORY 


To advise Controller on coordination of 


Members activities in the Financial Divisior 
Assistant Controller 
Managers Credit, Budget 
Division Accounting, and 
Piant Accounting 


To receive assignments, investigate and 
report on staff activities, and insure 
application of approved financia 
practices throughout the division 











Long range program for hourly 
manpower 

Product performance in current 
and coming month 

Standard cost system 

Purchase vs leasing of equip- 
ment 

Employee attitudes survey 

Delivery performance 

Vendor evaluation program 

Subcontracting of plant protec- 
tion services 

Budget variances 

Bonus program 

Our plant purchasing people 
are expected to be fully conver- 
sant with all the areas covered by 
this typical agenda. As with the 
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other committees discussed, the 
PAC meets on a regularly sched- 
uled basis every month for one 
day. 

The plant purchasing agent 
meets with his group on a formal 
basis every two weeks for two 
hours. The agenda is naturally 
concerned with very specific pur- 
chasing problems that arise on a 
day-to-day basis. 

Judging from the committees 
and their meeting schedules it 
might seem that Wolverine people 
spent an inordinate amount of 
time just meeting. But based on 
studies we have made, we are 
firmly convinced that our people 


spend less time in meetings and 
utilize that time more effectively 
than in most companies. The 
reason is simple. We don’t need 
so many daily informal meetings 
because many of our decisions 
are made and problems solved in 
regulerly scheduled committee 
meetings. 


Benefits and Results 


I think the major benefits of 
our approach to management can 
be summed up as: 

(1) Communications—Commit- 
tee meetings and the minutes 
help maintain a flow of purchas- 
ing information among widely 
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“Committees bring to the fore those with managerial 
talent . . . This enables us to upgrade purchasing peo- 
ple on a sounder basis.” 


seattered plants. There is uni- 
formity in practices and proce- 
dures as well as mutual help 
between top purchasing manage- 
ment and lower purchasing eche- 
lons, and between purchasing 
management and other top man- 
agement. 

(2) Creative Stimulus—Formal 
meetings and agendas discipline 
the thinking of purchasing people 
so that they focus on problems to 
be solved. And they bring togeth- 
er a variety of points of view, 
experiences and backgrounds that 
produce new ideas and approach- 
es not otherwise available in 
normal operations. 

(3) Company Identification— 
Through the committees, each 
member develops a greater and 
more personal identification with 
the whole organization. 

(4) Effective Management— 
Because our purchasing people 
are fully informed in their area 





of responsibility as well as in 
other areas of the company—and 
have a good grasp of management 
thinking and _ objectives—their 
decisions on a day-to-day basis 
are sounder and made more 
promptly. 

(5) Managerial Development— 
Committees help train managers 
and bring to the fore those with 
the most managerial talent. This 
enables us to upgrade people in 
purchasing on a sounder, surer 
basis. 

These are some of the programs 
and ideas that have come from or 
been fostered by our management 
advisory committee system: 

(1) Stores Function-Materials 
Management—A study of plant 
operations from a management 
point of view led one of our plant 
purchasing agents to propose that 
stores be made the responsibility 
of the plant purchasing agent, and 
the man directly responsible be 


ziven the title of materials man- 
ager. This proposal was discussed 
in great detail at committee meet- 
ings. After our ideas were clari- 
fied and I was convinced that it 
was a sound idea from an overall 
management point of view, I pre- 
sented the proposal to the divi- 
sional advisory committee, both 
orally and in the form of a de- 
tailed report. The program is now 
being introduced into some of our 
plants and is being studied for 
wider application. 

(2) Value Analysis-Standardi- 
zation—Purchasing is promoting 
value - analysis - standardization 
throughout Wolverine Tube. The 
concept has been under continu- 
ing study in PDAC meetings. We 
have put on regular programs 
with outside speakers to tell us 
about their experiences with this 
approach. Many of the speakers 
have been the top purchasing ex- 
ecutives of some of our major cus- 
tomers. Our plant purchasing 
people have been proselytizing 
the concept at the plant advisory 
committee meetings and have al- 
so made good headway with engi- 
neering and production people. 

(3) Costly Spare Parts Inven- 
tory—Certain critical spare parts 
for the single most important’ 
piece of production equipment in 


“The plant purchasing agent is a member of the plant advisory committee 
. » » He is also chairman of a plant purchasing committee whose members 


are the buyers and in some plants the stores supervisor.” 
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our plants are very expensive— 


What Makes a Successful Committee Meeting? 


The management advisory committee system at Wolverine 
Tube has proved to be highly effective mainly because all com- 
mittee meetings follow these eight rules: 


1. Committee Objectives Clearly Established—Many a 
committee composed of able people and headed by 
a top executive has floundered and failed because 
nobody really knew why it was organized in the first 
place. Objectives of management advisory committees 
are firmly established in writing and are made known 
to all concerned. 


2. Committee Members Selected Logically—if one is 
to make a contribution to, and take away something 
valuable from a committee, one must have a vital 
and direct interest in that committee. Marginal inter- 
est makes for marginal performance. Management 
advisory committees are composed only of those 
people who report directly to the manager who is 
being advised. 


3. Committee Functions Detailed—it is not sufficient 
to say that the advisory management committee will 
“advise and aid” the chairman in managing his group. 
All areas of effective interest are clearly detailed so 
a committee does not expend its energies on incon- 
sequential and trivial matters, or matters that simply 
are not within its scope of effective action. 


4. Advance Agenda Prepared—A management advisory 
committee is not a brainstorming session, nor is it 
meant to be a surprise quiz. Effective action requires 
effective preparation, and advance reflection and 
thought. Preparing an agenda is the responsiblity of 
the chairman, who circulates it days in advance. This 
allows members of the committee to add to the 
agenda, as necessary. 


5. Agenda Responsibilities Assigned—A management 
advisory committee will be unsuccessful if the meet- 
ing falls into the pattern of being either too dictatorial 
or too democratic. In the former, a meeting consists 


requiring the same parts at the 


of hearing the ‘‘boss"’ talk; in the latter, the meeting 
becomes bogged down in a welter of uninformed 
opinions, aimless discussions and pointless argu- 
ments. A blend of the two is attained by assigning 
items to the person or persons directly involved; e.g., 
sales items to the director of sales. The assignees 
handle the discussion, provide the data needed, and 
are prepared to offer authoritative opinions. 


6. Duties of Chairman Emphasized—When the point 
of decision is reached, the committee chairman makes 
the decision. Before this, the chairman encourages 
or even specifically directs each member of the group 
to evaluate and comment on all agenda items. This 
permits the pooling of skills and talents of the whole 
group and permits each to display his potential for 
greater responsibility. 


7. Comprehensive Minutes Prepared—The manage- 
ment advisory committee functions ‘‘for the record” 
—not for intellectual exercise. The chairman, there- 
fore, records the results of a meeting in comprehen- 
sive minutes. The minutes are made available on a 
fixed schedule, shortly after a specific meeting is 
concluded. The minutes recurd those agenda items 
that were disposed of and those that are being carried 
over, such as a continuing research project. The 
minutes are circulated to committee members and 
the management level to which the chairman reports. 


8. Meeting Schedule Unaltered—The frequency, time 
and place of meetings for each management advisory 
committee is selected on the basis of needs of the 
level of management involved. Once selected, it is 
followed without exception throughout the year. This 
helps maintain the seriousness and purpose of the 
committee. 


vendors. The idea was 


then 


running to hundreds of thousands 
of dollars—and have a long lead 
time. This same situation is true 
for other companies using the 
same pieces of equipment. This 
problem was discussed at our 
PDAC meeting, and the sugges- 
tion was made that we get to- 
gether with other companies 
using the same equipment and 
share ownership of one or more 
sets of these spare parts. We felt 
that the odds were greatly against 
a number of different companies 
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same time. 

If this idea could be put into 
effect, it would mean substantial 
savings for all concerned. I then 
presented this idea to the divi- 
sional advisory committee — 
where it was very well received 
and is currently being explored 
with other companies. 

(4) Vendor Evaluation—At our 
purchasing division advisory 
committee meeting we worked on 
the idea of trying to develop a 
logical means of evaluating our 


turned over to the plant purchas- 
ing agents for submission at their 
plant advisory committee meet- 
ings, where it got the enthusiastic 
backing of the plant management 
group. Since this was strictly a 
purchasing function, it did not re- 
quire special approval. But it 


‘made an excellent impression on 


the plant management group and 
elicited their cooperation in mak- 
ing the program effective. 

(5) Buying From Foreign 
Sources—I uncovered a foreign 
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“Purchasing does not learn of important policies and 


decisions second hand . . . This enables us to upgrade 


purchasing people on a sounder basis.” 


source for certain machine tools 
that would have saved us sub- 
stantial sums over purchase from 
American sources. It was not that 
the foreign-made tools were dif- 
ferent or better—just cheaper. 
From a purely purchasing point 
of view, the course of action 
seemed clear cut—buy foreign! 
But, as a member of the divi- 
sional advisory committee, I was 
well aware of the extent to which 
foreign competition—on a purely 
price basis—was hurting our busi- 
ness. Our company had joined 
with our industry’s trade associa- 
tion in an effort to combat this sit- 
uation. I felt a policy decision 
should be made. It seemed hypo- 
critical for us to take advantage 
of foreign “bargains” while urg- 
ing others not to. At my request 
the general manager put this on 
the agenda for a meeting of the 
DAC. It was discussed at some 
length, as one could well imagine. 
The result was a division policy 
that we would place orders for 
our American operations with 
American sources in all cases 


“Each executive holds a 
regular meeting with the 
group that reports to him 
. . . Each group is a man- 
agement advisory commit- 
tee . . . Majority rule does 
not control since the de- 
cisions reached must be the 
responsibility of the chair- 
man.” 


where the products are available. 
The significance of this incident 
to purchasing people is the fact 
that the policy was sponsored by 
purchasing and taken to top man- 
agement for a top management 
policy decision. 

(6) Vendor Management—As 
a result of my activities on the 
divisional advisory committee, I 
have become aware of the impor- 
tance of good management in the 
continuing success and stability 
of a company. It occurred to me 
that the quality of the manage- 
ment of some of our important 
vendors should be a matter of 
concern to us. This seemed to be 
particularly important where we 
had only one or two sources of 
supply. I placed this subject on 
the agenda of the PDAC for eval- 
uation. While the plant purchas- 
ing people felt at first that we 
would be sticking our noses into 
things that were not our business 
—the committee soon concluded 
that the idea was sound. I then 
brought it up before the division- 
al advisory committee as part of 


my report on overall purchasing 
activities. Not only was it enthu- 
siastically endorsed by this top 
management group—but it con- 
tributed greatly to the stature of 
the purchasing group in the eyes 
of management. In putting this 
program into effect, we have had 
the whole-hearted cooperation of 
engineering and operations. 

(7) Written Communications 
Improvement—One basic objec- 
tive for the purchasing division 
during 1959 was the improve- 
ment of written communications 
between purchasing and other de- 
partments. Each plant purchasing 
agent was responsible for dis- 
cussing and reporting on develop- 
ments in his area. One result of 
the discussions was an improve- 
ment in handling “emergency 
requisitions.” 

In the past a millwright would 
give purchasing an emergency 
requisition signed by his superior. 
Purchasing would spend extra 
time and money on these “rush” 
jobs only to find out from the 
plant engineer that the requisi- 
tion was not a really rush one. 
It was decided that rush requisi- 
tions (by written agreement) 
would be approved by the plant 
engineer—even if the approval 
came after the job was done. 
The latter was to take care of 
emergency situations when the 
plant engineer was not around to 
give his OK. 





Republic Rubber’s Phil Kirchner. After 
30 years on the job he believes more 
than ever in the principle: “Treat both 
your company and your vendors the 
best you know how.” 


Porcuasine agent Philip S. 
Kirchner believes in giving re- 
quisitioners fast service. At the 
Republic Rubber Division of the 
Lee Tire and Rubber Corpora- 
tion, Youngstown, Ohio, over 90% 
of all requisitions are processed 
in one day. 

“We're able to do this,” says 
Kirchner, “by keeping our system 
simple. If we didn’t we would get 
bogged down in useless paper- 
work.” Two requisition forms and 
a standard five-part purchase or- 
der are the basic buying tools at 
Republic. One requisition (trav- 
eling), is used for production ma- 
terials and stock items, and does 
double duty as a buying history. 
The other is a simple one-time 
form used for special and occa- 
sional items. 

But the system alone, of course, 
does not guarantee a good buying 
job. Kirchner’s 30 years on the 
job have given him a thorough 
knowledge of his company’s 
needs and broad experience in the 
product lines he handles. He 
started with Republic before 
serving in World War I. He went 
back after the war and became 
purchasing agent in 1928. 


Knows Markets 
Kirchner spends much of his 
time on wire and fabrics, impor- 
tant items in Republic’s produc- 
tion of mechanical rubber hose. 
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Simple 


Buying System 
Makes “Same Day 


Service’ Easy 


Clean-cut procedures and product know-how make 
buying fast and dependable. 


Prices of both these products are 
pretty standardized. Profitable 
purchasing of thesetitems depends 
mainly on knowing, markets inti- 
mately enough to make the right 
decision on when and how to buy. 

Vendors in these fields are 
highly specialized but Kirchner 
knows where to turn when he has 
a problem and doés so with a 
minimum amount of lost time. He 
depends on proven vendors. “We 
don’t like to jump around from 
one vendor to another,” he says. 
“When we find good people we 
stick with them.” 

Except for crude rubber, which 
is supplied by the parent com- 
pany, Kirchner buys all raw ma- 
terials himself—some 500 items. 
He is assisted by a buyer, who 
handles from 4-5000 non-produc- 
tive items, and by an expediter 
and two girls. They spend from 
five to seven million dollars each 
year and place about 30 purchase 
orders daily. 


Little Paperwork 


Kirchner is able to do this with 
surprisingly little paperwork. 
Stock records for standard non- 
production items are kept by the 
purchasing department on a two- 
part form. One is the actual stock 
record; the other, a purchasing 
record which acts as a travelling 
requisition when the order point 
is reached. The purchase record 


shows vendor sources, standard 
order quantity and a history of 
previous purchases with dates 
and prices paid. After placing the 
order the purchase record is filed 
with the stock record. 

Using a similar system the pro- 
duction department originates 
raw materials requisitions. It de- 
termines its requirements by 
breaking down incoming business 
figures and maintains its own 
stock records. Special and occa- 
sional items are ordered by the 
production and maintenance de- 
partments on a special requisition 
form which has room for a de- 
tailed description. 


Talks to Salesmen 


An average of 20 salesmen call 
on Republic daily and Kirchner 
sees five or six of them himself. 
Although this can be a burden 
for a small department, Kirchner 
makes sure each salesman gets at- 
tention even if it sometimes 
means only a few hurried words 
in the lobby. 

“We don’t put up with back- 
door selling.” says Kirchner, “if 
purchasing won’t talk to a man 
the chances are he’ll look around 
the plant for someone else to talk 
to. That’s one of the reasons we 
try to see everyone. If a fellow 
has something worthwhile to say, 
I make sure he sees the right 
man.” 
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AFTER INDOC- 
TRINATION, man- 
ufacturing, engi- 
neering and pur- 
chasing personnel 
are grouped into 
teams and given 
specific projects to 
work on. Theory is 
thus put into profit- 
able practice al- 
most immediately. 


Special 
Group 
‘Trains 


Value 


Analysts 


Hughes Aircraft uses an outside 
organization to train full-time 
analysts and indoctrinate others 
with value analysis ideas. The 
training has just started but it 
is already producing impres- 
sive results, 
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VALUE ANALYSIS techniques and prin- 
ciples are explained and discussed on the 
opening day of a seminar. Here, Dusty 
Fowlkes gives a case history of how evalua- 
tion by comparison resulted in a big saving 


to a company. 


In THE FEW months since it 
started, Hughes Aircraft Com- 
pany’s value analysis program 
has paid off with substantial six- 
figure savings. Additional sav- 
ings now being audited are ex- 
pected to more than double that 
figure in the next half year. 

Value buying is not a new idea 
to Hughes. As a leader in the air- 
craft and missile component field 
it has had to keep a tight rein on 
purchasing and manufacturing 
costs to meet the toughest kind 
of competition. 


How It#'s Different 


What makes Hughes’ approach 
different is its use of an outside 
training group to channel its ba- 
sic efforts into an _ organized 
value analysis program. It hired 
Value Analysis, Inc., Schenecta- 
dy, N.Y. to train first a selected 
group of personnel as full-time 


value analysts for each of the 
Hughes divisions. The experiment 
was so successful that an addi- 
tional course was held three 
months later. 

The first class of 38 men got 
a concentrated 40-hour course in 
the philosophy and application of 
value analysis. The sessions were 
led by J. K. Fowlkes and How- 
ard L. C. Leslie, former members 
of General Electric’s Value Anal- 
ysis Services, who founded Value 
Analysis, Inc., earlier this year. 
The course was under the general 
supervision of P. G. Hart, 
Hughes’ manager of materiel and 
Jack S. Weber, then assistant 
manager of the design integration 
department of the Guided Mis- 
siles Laboratory. 

The second session was an in- 
doctrination course for 46 man- 
ufacturing, engineering and pur- 
chasing personnel. After general 
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TRAINEES BECOME EDUCATORS. Previously trained ana- 
lysts are a big help to others. Jack Weber (1.) and Jack Witt- 
camp (center), who attended the first seminar, supervise the 
work of a team at the second meeting. 


VENDORS PARTICIPATE by 
making general presentations of 
their products, then by working 
informally with teams on possible 
applications of the products. 


DISPLAYS OF SAVINGS help 
stimulate enthusiasm of team 
members and interest and ideas 
of others. Buyer Stan Smith, left, 
discusses additional cost-saving 
ideas on a project with team 
members Wayne Leonard and 
D. O. Lenhard. 


indoctrination in value analysis, 
the men were broken up into 
teams to work on specific cost re- 
duction projects. Previously 
trained analysts acted as super- 
visors of these groups. A num- 
ber of specialty suppliers were 
on hand to discuss their products 
and the special values they 
offered in various applications. 


Quick Payoff 


Prime purpose of the training 

is, of course, to educate and in- 

doctrinate key personnel in value 

analysis so that it becomes a 

continuing activity with them. 

But the practical results start 

coming in almost immediately 

since an essential part of the sem- 

inar is on-the-spot value analysis 

of actual Hughes components. MANAGER OF MATERIEL P. G. Hart awards certificates at the con- 
The photographs on these pages clusion of the value analysis seminar. 

were taken during the second 

seminar, held at Hughes’ head- 

quarters in Culver City, Calif. 
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Linear Programming IT 


How to Buy in 


Fluctuating Markets. 


Note to the Reader 


As an aid in reading this article, all the 
tables referred to in the text appear on the 
tearout sheet (pages 82 and 83). Purpose of 
the tearout sheet is to make it possible for the 
reader to have all the tables readily available 
so that it is unnecessary to flip back and forth 
from text to tables. 

Since there is a good chance the tearout 
sheet may be lost once it has been removed, 
we have reprinted the same charts on other 
pages of the article. Even if you lose the tear- 
out sheet you will still have a complete article 
should you wish to refer to it at a later date. 


Decisions on timing of purchases are criti- 
cally important particularly to companies buying 
commodities subject to wide price fluctuations. 

In recent years considerable research has been 
devoted to determine purchasing policies which 
will maximize profits under these conditions. Part 
of this research has been concerned with what 
has come to be known as “the warehouse 
problem.” 


The Warehouse Problem 


Various forms of the warehouse problem have 
been solved with mathematical programming. A 
typical example is as follows: 

Suppose a company buys, stores and sells three 
commodities: A, B and C. The amount that can 


be stored from one month to the next is limited - 


by the capacity of the company’s warehouse. 
Purchase prices and selling prices for each com- 


Dr. Smith is manager of business policy and methods research 
for the Semiconductor Division of Raytheon Corp. This is the 
second in a series of articles he is writing for PuRCHASING 
Magazine on the applications of linear programming in pur- 
chasing. The first article appeared in the November 9 issue; 
the third will appear in the December 7 issue. 
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By Spencer B. Smith 


modity are known for the next six months. A 
commodity bought in one month can be sold in 
any subsequent month. It is desired to determine 
a schedule for buying, storing and selling which 
will provide maximum profits over the six-month 
period. 

The company’s warehouse can hold 1000 tons of 
A or 500 tons of B or 250 tons of C or any combi- 
nation in the proper proportions. 

In determining the most profitable schedule of 
transactions, the costs of carrying inventory 
should be taken into account. To keep the arith- 
metic simple, assume that carrying costs amount 
to $1, $2 and $4 per ton per month for A, B and C 
respectively. This means that when the warehouse 
is filled to capacity, carrying costs will amount 
to $1000 per month regardless of which commodi- 
ties are being stored. 

Purchase and selling prices per to. by months 
are given for the three commodities in Table I. 


Organizing the Data 


It will be found convenient for later calcula- 
tions to express purchase and selling prices in 
terms of warehouse capacity quantities for each 
of the commodities. These are shown in Table II. 

The next step is to determine the profit from 
each possible buy-hold-sell transaction for each 
commodity over the six-month period. This is 
shown in Table III. 

To illustrate how Table III was constructed, it 
is seen that buying A in Month 2 and selling in 
Month 4 will result in a profit of $10,000. This is 
obtained from Table II by deducting A’s purchase 
price of $5000 in Month 2 plus $2000 cost of 
carrying for two months from the selling price 
of $17,000 in Month 4. 

We are now in a position to determine which 
will give us the greatest profit if we buy and sell 
in any two given months. For example, if we were 
to buy in Month 3 and sell in Month 4, from 
Table III A, B and C would give us respectively 
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Please Tear Out This Page 


All the tables referred to in this 
article are presented on this tearout 
page and its reverse side. For easier 
reading we suggest that you remove 
this page so that you can refer 
directly to the tables as you read the 
article. The tables are also repeated 
on other pages of the article. This 
means that even if this tearout page 
is lost, the article will still be com- 
plete. 








ing Prices per Ton 








Purchase and Sell 











Purchase and Selling Prices per Warehouse Capacity 





Selling Month 








Purchase 
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Selling 
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($1000's) 
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Table Iv 


Maximum Profit Transactions 
——————mnsactions 


Selling Month 


2 3 7 5 


4 





__ Profit Commodi ty Profit Commodity Profit Cosmodity Profit Commodity Profit Commodity 


1000* s ( $1000" s) __ {$1000's) $1000") $1000's 


Table vI 
Determining the Optimum Schedule 








Selling Month 
2 3 4 4 
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Sumulative Trans- Cumulative Trans- Cumlative 
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Trans- Cumilative 
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Table Vv 
Determining Sumilative Profits 
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Trans- Cumlative 
action Profits 
1000's 


Trane- Cumulative Trans- Cumulative 
action Profits 
($2900°s) 
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Table VII 
The Maximun-Profit Schetule 
——eeroiit schetule 


Purchase Inventory 
Cost Carrying 


Cost 


Transaction 





Buy 500 tons of B ® $16 





Trans- 
action 


Sumulative 
Profits 
($1000's 





profits of $5000, $2000 and minus $1000. The 
obvious choice is A for a profit of $5000. 

Table IV shows the largest profits which can be 
obtained by buying and selling in any two given 
months together with the commodity which will 
provide these profits. At this point we introduce 
a new commodity, D for dummy, with a zero 
profit. D is entered wherever it turns out that 
transactions in all three real commodities would 
result in zero profits or losses. D means that the 
most profitable action is to refrain from buying 
and selling and to leave the warehouse empty. 


Dynamic Programming 


The data are now ready for us to apply “dy- 
namic programming” to obtain the schedule of 
transactions which will result in maximum 
profits. Dynamic programming is an ingenious 
new method of solving multi-stage decisions prob- 
lems, christened by Richard Bellman of the 
RAND Corporation. 

Applied to our problem, it means that we do 
not have to consider all possible transactions over 
the six-month period simultaneously to arrive at 
the best schedule. Instead we can determine the 
best schedule through Month 2, then the best 
through Month 3, and so forth, until the overall 
best schedule is determined when we reach 
Month 6. At each stage we compare profits re- 
sulting from all possible maximum-profit trans- 
actions concluded in that month plus cumulative 
profits of optimum sequences of transactions 
made over previous months. 

To solve the problem by dynamic programming, 
we first enter the profits and commodities for 
maximum-profit transactions from Table IV in 
Table V. They are shown on the left-hand side 
of the Selling Month columns. For example, 6 B 
in the Month 1 row and Month 2 column means 
that the maximum profit which cen be obtained 
by buying in Month 1 and selling in Month 2 is 
~$6000 from purchase and sale of commodity B. 

On the left-hand side of the Selling Month 
columns we enter Cumulative Profits. As there 
are no transactions which precede the purchase 
of B in Month 1 and its sale in Month 2, the cum- 
ulative profit in the Month 2 column is the profit 
from this transaction of $6000. 

In the column for Month 3 there are two trans- 
actions to consider. The first is to buy B in Month 
1 and sell in Month 3. As this will keep the ware- 
house filled from Month 1 through Month 3, there 
can be no previous transactions. The cumulative 
profit is $6000, the profit from this single trans- 
action. 

The second possibility is to buy B in Month 2 
and sell in Month 3 for a profit of $8000. As this 
only ties up the warehouse from Month 2 on we 
add to this the maximum cumulative profit avail- 
able through Month 2, that is the $6000 from buy- 
ing and selling B in Months 1 and 2. The cumula- 
tive profit through Month 3 will then be $8000 
plus $6000 or $14,000. 

This cumulative profit of $14,000 is consider- 
ably better than the $6000 which would be ob- 
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tained from buying B in Month 1 and holding it 
to sell in Month 3. Therefore, if we were only 
considering Months 1 through 3 our optimum 
schedule would call for buying B in Month 1, 
selling it in Month 2, buying B again in Month 2 
and selling in Month 3. 

The procedure for calculating cumulative 
profits may be reduced to a rule as follows: 

For each maximum-profit transaction add the 
profit from the transaction to the maximum 
cumulative profit which can be obtained through 
the buying month of the transaction. 

Consider maximum cumulative profit through 
Month 1 as zero. 

Applying this rule to Selling Month 4, the first 
transaction is buy A in Month 1 and sell it in 
Month 4 for a profit of $4000. The buying Month 
is 1 so we add zero for a cumulative profit of 
$4000. 

The second transaction to consider is to buy 
A in Month 2 and sell in Month 4 with a profit of 
$10,000. The buying Month is 2 so we look at the 
cumulative profit possible in the Month 2 column. 
The only, and therefore maximum, cumulative 
profit is $6000. Adding this to $10,000 gives us a 
cumulative profit through Month 4 of $16,000. 

The final transaction to consider in the Month 
4 column is to buy A in Month 3 and sell in 
Month 4, making $5000. Looking at the cumula- 
tive profit possible in the Month 3 column we see 
that the maximum is $14,000. Adding this to $5000 
gives us a cumulative profit of $19,000. 

Proceeding in this way, the cumulative profits 
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may be determined quickly for Months 5 and 6. 

Looking at the Cumulative Profits column for 
Month 6 we see that the largest figure is $27,000. 
This is the maximum profit which can be made 
over the six-month period. 

To determine the schedule of transactions 
which will result in this maximum profit of $27,- 
000 we must do a little backtracking in Table V. 

The last transaction will be that indicated 
beside the $27,000 cumulative profit figure in the 
Month 6 column. That is, buy B in 4 and sell in 
6. As this ties up the warehouse from Month 4 
on, we look at the column for Month 4 and see 
that the largest cumulative profit was obtained 
by a program ending with buying A in Month 3 
and selling in Month 4, so this transaction will 
be included in our optimum schedule. 

At this point the warehouse space is allocated 
from Month 3 on, so we select the transaction of 
buying B in 2 and selling in 3 as being the last 
transaction in a schedule ending with maximum 
profits through Month 3. In similar fashion, we 
find that our first transaction should be to buy B 
in 1 and sell in 2. This completes the schedule. 

Alternately, a simple graphical method of de- 
termining the optimum schedule of transactions 
is as follows: 

(1) Start at the transaction beside the largest 
cumulative profit in the final column of Table V. 

(2) Draw a horizontal line until the month of 
the column is the same as the month of the row. 

(3) Continue the line up the column to the 
transaction beside the largest cumulative profit 
in the column. 

(4) Repeat steps (2) and (3) until a trans- 
action is reached in the first row. 

5) The optimum schedule is given by that 
sequence of transactions at the endpoints and 
corners of the line. 

This method is shown in Table VI and the re- 
sulting schedule is summarized in Table VII. 


Characteristics of the Solution 


Under the assumptions made in this problem 
of unit prices being known in advance and inde- 
pendent of the amount purchased or sold, there 
will always be an optimum solution which will 
call for the warehouse being either completely 
full or completely empty at all times during the 
period, The reason for this is that price is inde- 
pendent of quantity. So if a profit can be made at 
all on a transaction, it can be made larger by 
buying and selling more up to the restriction of 
warehouse capacity. Furthermore, this optimum 
solution will have the warehouse filled with only 
one commodity at a time. 

If it is found that there is more than one opti- 
mum schedule of this nature, then it is possible 
to combine them to develop others which may in- 
volve having more than one commodity at a 
time in the warehouse and perhaps having the 
warehouse partially full at certain times. Al- 
though maximum profits can be retained by us- 
ing these “mixed” solutions, they cannot be in- 
creased, 





Making It 


P urcuasine procedures at 
the St. Louis division of Joy 
Manufacturing Co. are built 
around this simple principle of 
good communication: 

Get the right information to the 
right people quickly and. simply; 
save yourself the trouble of send- 
ing people information they don’t 
need or want. 

H. C. “Cliff’ Brown, P.A. for 
the division, which makes indus- 
trial electrical connectors, has de- 
veloped a number of ideas that 
help to keep him and the depart- 
ments he serves well-informed 
and at the same time reduce pa- 
perwork. Here are the highlights 
of some of the efficient purchasing 
techniques Brown uses: 

PRODUCT CLASSIFICATION 
CODE—AIll production items are 
broken down into product classi- 
fications (castings, raw material, 
electrical, plating, etc.) and each 
is given a code number. Code 
numbers are carried on traveling 
requisitions and typed on pur- 
chase orders. Accounting picks 
up the number from its copy of 
the P.O. and every month runs 
off a tabulation of how much 
of each item was bought and how 
much was paid. This is a fast and 
painless way for Brown to get the 
information he needs: 

@ To determine average cost 
per pound on a large number of 
items; 

@ To report promptly to the 
company director of purchases in 
Pittsburgh on average prices; 

@ To fill out a required gov- 
ernment report (MC-36A, Bureau 
of the Census) on usage of vari- 
ous shapes of raw materials 

To compile this data, Brown 
formerly had to do a lot of dig- 
ging and calculating. Now he lets 
a machine do the detail work. 

SIMPLIFIED ORDERING — 
Brown uses a traveling requisi- 
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Easier to 


Get Purchasing Data 


P.A.’s, operating departments, and vendors need 
certain information, but shouldn’t get other kinds. 
This streamlined paperwork system speeds and simpli- 
fies communication among all three, cuts useless 
effort. 





REJECTION REPORT 


JOY MANUFACTURING COMPANY Reject 
1201 MACKLIND AVENUE Repert 
ST. LOUIS 10. MO 








Part or Material 





Part or Material 





Date of Inspection 





Enapoctes by Material Receipt 
Number 








CLASSIFICATION OF DEFECTS 





Quantity Defect 

















~~ 





Vendor's Copy 





Purchasing Dept. 





Shipping Dept. 





Packing Sheet 





Inspection Dept. 





Accounting Dept 
Procurement Dept 
Production Dept 











Rejection report is prepared by purchasing, with special instructions to 
accounting. Vendor gets top copy in mail, and another copy (packing sheet) 


with shipment. Joy will not issue a new order on rejections. 
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MANUFAC 
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RING COMPANY 
be Basic INDUSTRIES Ss 
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ear 
PURCHASE ORDER 


























Traveling requisition and purchase 
order both carry product classifica- 
tion code. Production control fills in 
left hand side of card, purchasing 
the right. Note special routing in- 
structions which are now printed 
on every order. 
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ompnnssons * BOCK 2 
eonmectons AND EQUIPMENT AND A COMPLE 


tion for all production items and 
for repetitive MRO items like 
drills and reamers. A simple two- 
part paper form is used for non- 
repetitive MRO items. A num- 
bered eight-part purchase order 
is made up as requisitions are 
received. Shipping instructions 
are made clear to the vendor. 
Every order carries these printed 
instructions: “Please ship as 
follows—1 to 20 lbs., parcel post; 
21 to 40 lbs., express; 40 Ibs. and 
over, as_ specified. Consolidate 
shipments when possible.” 

A 4-part Supply Order replaces 
the more elaborate form for the 
purchase of MRO supplies, print- 
ing, office supplies, etc. This 
means that copies of the order 
go only to the departments in- 
terested in the commodity instead 
of floating around unwanted and 
unused in material control, re- 
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ceiving inspection, etc. And re- 
ceiving paperwork is cut down 
since traffic’s copy of the order 
is used as a receiving report when 
the complete order is delivered as 
is almost always the case with 
stock items. 

VENDOR REJECTION RE- 
PORT—When inspection rejects 
materials, it fills in a_hecto- 
graphed sheet containing all es- 
sential information except dispo- 
sition. Purchasing types the in- 
formation—edited or rewritten 
as necessary—on a printed six- 
part Rejection Report, a copy of 
which goes to the vendor. One 
part is a packing sheet that goes 
back to the vendor with the ship- 
ment. Brown definitely will not 
issue a new order to cover ma- 
terial that is to be replaced due 
to the fault of the vendor. 

CLOSE FOLLOW-UP — Two 


basic forms help Brown maintain 
a good follow-up record. The first 
is a two-part postal card with a 
list of instructions and questions 
for the vendor which can be easily 
checked off and which give the 
Joy buyer a quick picture of the 
status of an order. “The idea 
certainly isn’t new,” says Brown, 
“but it’s fast and inexpensive— 
and it works.” 

The second form is a follow-up 
correspondence record card. “We 
don’t place our open purchase 
orders in folders,” Brown says. 
“We merely attach this corre- 
spondence record card to the 
back of the purchase order, then 
keep a running record.” 

Two tabs (one white, one blue) 
are attached to the top of the card 
where the numbers 1-31 are 
printed. One color indicates cur- 
rent month follow up, the other 


PuRCHASING 








re 































































































Address: 


Postal follow-up is simple but 
effective. Follow-up corre- 





P. O. Date: 


spondence record (8% x 11) 
is attached to purchasing’s 





Delivery Promise? 


copy of the order, eliminating 
need for folders for open or- 





ders. One tab indicates current 





CORRESPONDENCE RECORD 


follow-up, the other extended 





delivery follow-up. 
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Date 


























Our Purchase Order No Promised 


13 1. Sign and return acknowledgment showing delivery promise 

2 Vnshipped halance remains. Whea will you ship? 

13 3. Out production is scheduled in ascordenct with your shipping 
» eof Advise immediately ifany chesge 

0 4 Shipment past dus, material not received. Advise when and 
how shipped 























Product classification list contains 66 pro- 
duction items. One extra number is used 
for “Miscellaneous”, another for ane. 
Items. 


later months. The second tab 
doesn’t necessarily indicate the 
month immediately following, 
since Brown feels that all open 
orders, including those with ex- 
tended delivery dates, should be 
checked at least once a month. 

Brown, incidentally, takes a 
dim view of letting up on expedit- 
ing just because materials are 
supposed to be in good supply. 
“People are buying on a short 
term basis,” he says, “because 
they think they can get anything 
they want in a hurry. But that 
kicks back on you and_ soon 
everything becomes rush, and un- 
fortunately the guy who screams 
the loudest gets the most. Pur- 
chasing agents should keep ven- 
dors on their toes by constantly 
reminding them that customer 
service is very important in these 
competitive days. If a supplier 
makes a promise he should be 
made to live up to it.” 
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Ed Adams, manager of Twin Coach’s material control depart- 
ment, makes frequent visits to stores to “keep his finger on the 
pulse.” Here he checks bar stock with Vincent O’Brien. 


Materials Management 
for the 


Small Department 


By Ed Adams 


Big departments aren’t essential to good materials 
management. Twin Coach does the job efficiently 
with a staff of eight. The secret: interchangeability of 
personnel. 


E FFICIENT material control is 
vital to any manufacturer to 
whom fractions of a penny per 
unit of production are important. 

The problem is _ particularly 
complex at the Twin Coach Com- 
pany, a manufacturer of aircraft 
and missile -parts. At Twin 
Coach there frequently are 20 dif- 
ferent major contracts in the 
house at one time. Each must be 
handled individually. In addition, 
there usually are hundreds of en- 
gineering changes during the life 
of each contract. These must be 
handled accurately with a mini- 
mum of overhead cost. 

A solution to these myriad 
problems has been worked out by 
our materials control department 
—a department that consists of 
only eight people. The details are 
as follows: 

(1) The system starts upon the 
awarding of a new contract to 
Twin Coach. 

(2) The industrial engineering 
department then makes up fabri- 
cating and sub-assembly sched- 
ules. 

(3) Blueprints passed along 
by the prime contractor are brok- 
en down into details by the plan- 
ning-release department. 

(4) IBM cards are made up. 
Each card contains information 
needed for the purchase of raw 
material for one detail of the part 
to be manufactured by Twin 
Coach. 

(5) IBM cards are punched for 
every component of the part to be 
manufactured. They are then 
sorted so that there is an accumu- 
lation of similar materials. An 
estimated scrap allowance is add- 
ed for each component. It is then 
possible to total all raw material 
and all purchase parts required 
for one assembled unit. 

(6) By adding the raw mate- 
rials needed for every component 
that goes into one completed part, 
and then multiplying this by the 
number of parts to be manufac- 
tured under the contract, the to- 
tal amount of raw material re- 
quired for the contract can be de- 
termined as well as how much of 
each item is needed. 

(7) The next step is to set up a 
raw material order card in which 
the total quantity of one type of 
raw material needed for one com- 


Mr. Adams is manager of materials con- 
trol of the Twin Coach Co., Buffalo, N. Y. 
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Basic information for each part is 
key-punched on cards. This makes 
it easy to run off detailed reports 
showing the exact status of each job. 


pleted unit is recorded. This is 
set up for every material used un- 
der the contract. 

(8) Guided by the schedules set 
up by the industrial engineering 
department we bring in the raw 
materials thirty days before fabri- 
cation date. We do this to allow 
time for receiving, inspection, and 
storage. We follow a similar pro- 
cedure on purchased parts. We 
bring in parts 45 days in advance 
of the sub-assembly date. The 
production floor then requisitions 
the store room three weeks in ad- 
vance of sub-assembly. 

(9) A material order card goes 
to the buyer in the purchasing 
department which then sends out 
inquiries to potential suppliers. 
This card contains space for such 
information as the vendor’s name, 
terms, price, quantity, f.o.b. point, 
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shipping instructions and inspec- 
tion instructions. 

When one of the frequent engi- 
neering changes on an assembly 
comes through from a client, this 
is handled through the raw mate- 
rials department in the following 
way: 

The change passes through the 
engineering department and then 
goes to the planning department 
where the bill of materials is ap- 
propriately adjusted. A new IBM 
card is then made out which 
shows the nature of the changes 
or cancellation and in addition il- 
lustrates everything that is affect- 
ed by this change. The old IBM 
card is withdrawn and put in a 
cancellation file and a new card 
is made up by the planning de- 
partment and put into the file. 
This way frequent changes can 





ne 





be made very easily. 

What are some of the benefits 
of the materials control system 
described above? 

One advantage is that it makes 
effective and accurate pricing 
easy. It also provides us with data 
for renegotiation and for follow- 
on contracts. When we get a fol- 
low-on contract, cards that were 
used on the first contract can be 
used on the second contract and 
through any future contract. This 
reduces paperwork. 

Our raw material records give 
us a birds-eye view of all dimen- 
sions, sizes and shapes of mate- 
rial we use on all contracts. So 
we can buy long or buy short, de- 
pending on what the current mar- 
ket is. When there is raw mate- 
rial left that has not been con- 
sumed because our scrappage was 
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These material order cards act as purchase requisitions and pur- 
chase records. Order data is recorded on one card, receivals on 


another. 


less than anticipated, we use it 
for future needs. The leftover is 
noted in our cards. 

All the work connected with 
this system is handled by a staff 
of eight people. Visitors to the 
plant tell us this is about one-fifth 
the personnel used to handle ma- 
terial control in many other com- 
panies in the aircraft industry 
with sales comparable to our own. 

How are we able to handle the 
work? 

Mainly as a result of proper se- 
lection, training and use of our 
manpower. Since materials con- 
trol is so important to the profita- 
bility of the company (we pur- 
chase $8-11 million in raw mate- 
rials yearly) we take a good deal 
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of time in selecting new person- 
nel. Wherever possible we like to 
hire people from within the or- 
ganization who have already es- 
tablished a good performance 
record. 

Once we get people we try our 
best to keep turnover at a mini- 
mum. This requires good salaries 
and incentives, and effective di- 
rection. Finally, we build as much 
versatility into each individual in 
the department as possible. We 
teach every man as much as we 
can about everything in the de- 
partment. We don’t want special- 
ists in one narrow area of work. 

Here is how our manpower is 


allocated: 


@ Raw materials group—a 





chief clerk, plus two other clerks 

@ Purchasing parts and spares 
department—two clerks. 

@ Outside machine parts—one 
clerk. 

@ Hardware—two clerks. 

The men working in the hard- 
ware department, outside ma- 
chine department, purchase parts 
department and spares depart- 
ment are capable of doing every 
job in materials control. Inter- 
changeability of manpower per- 
mits work within the department 
to flow easily without bottlenecks. 
There is always full utilization of 
existing manpower. That’s the 
reason we can do our job with 
what would be considered a com- 
paratively small staff. 
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An Engineer Asks: 


Let’s Give Purchasing A Fair Shake 


By Frank William Wood, Jr. 


Ce 

Twat LAZY purchasing 
agent couldn’t get a frammis on 
time if he had one in front of 
him”. 

“How does that mixed up engi- 
neer expect me to get this special 
frammis in two days when de- 
livery on standard models is two 
weeks?” 

Thus begins another futile yet 
typical battle between engineer- 
ing and purchasing. 

What brings about a situation 
like this? Is there a solution that 
will please both sides? I think en- 
gineering should accept a good 
deal of the blame. 

To start with, the stepped-up 
pace that many engineering re- 
search and development groups 
are working under has created a 
hurry-up atmosphere that 
often slows things down. 

Engineering today tends to 
jump right in and start to build 
something when actually it isn’t 
even sure of what’s to be built. 
The word “planning” seems to be 
gradually slipping from the engi- 
neer’s vocabulary. He says, in ef- 
fect, “Why waste time planning a 
job when we can get started with- 
out planning?”. True, most jobs 
can be started without planning, 
but can they be finished efficient- 
ly? No! 


too 


Plans Prevent Trouble 


This lack of planning on the 
engineer’s side starts a landslide 
of trouble for both himself and 
the purchasing department: 

(1) He places an order with 
purchasing for the first few 
items he thinks he will need 
to start the job. 

(2) He is anxious to get start- 
ed so he asks for a rush de- 
livery. He is either un- 
aware or ignorant of the 

Mr. Wood is an engineer in the systems 


development department of Vitro Labora- 
tories, Silver Springs, Md. 
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“We've been so busy buying those 
rush parts for engineering, we've 
neglected the home front... ” 


fact that some of the items 
are real “specials” requir- 
ing long delivery time and 
far more detailed specifi- 
cations than he has listed. 
After a few phone calls to 
find out what the engineer 
is really looking for, pur- 
chasing places the order, 
paying extra for rush de- 
livery. 

Usually before the item 
is on its way from the ven- 
dor the engineer has had a 
little more time to look 
over his job requirements 
and suddenly realizes that 
the part will never do. 

He calls purchasing and 
tells them to change the or- 
der from 6 volt diodes to 
12 volt triodes. Is he sure 
that’s what he wants? Of 
course he is. And no, the 
delivery time can’t be ex- 
tended. “Get those parts in 
right away no matter what 
they cost”! 

Well, with this type of “engi- 
neering” it’s easy to understand 
the reaction from purchasing: 

“Let’s hold this purchase order 


a few days. The engineers will 
probably change their minds any- 
way”. 

“Hold that order for a single 
capacitor”. They'll want another 
one tomorrow”. 

After a while this procedure 
works into a pattern that can com- 
pletely bog down a job. 


P. A.—The Engineer's Friend 


This kind of treatment will 
alienate a lot of purchasing agents 
who might be of great help to 
engineering over and beyond their 
regular buying duties. P.A.’s and 
buyers—whether they have broad 
general knowledge or are spe- 
cialists in certain commodities— 
can be real assets to engineering. 
They can often come up with 
cost saving suggestions—such as 
changing non-critical tolerances, 
or substituting lower-priced mate- 
rials or components that will per- 
form a function as efficiently as 
more expensive ones. 

In any case, a better purchas- 
ing job all around can be expected 
if engineers would stick to these 
simple rules: 

(1) List complete specifications 
on requisitions; 

(2) List options, if any; 

(3) Don’t order one item at a 
time if you can avoid it; 

(4) List suggested source on 
first-time items; 

(5) Don’t ask for delivery be- 
fore you need the part. (This 
builds mutual understanding be- 
tween you and the P.A. If you 
say you need the part in five 
days, and mean it, he’ll more than 
likely go out of his way to see 
that you get it.) 

So, when it looks as though 
purchasing is bottlenecking a job, 
look back a little before jumping 
down their throats. You'll prob- 
ably find that the neck is there 
because you didn’t plan the bottle 
properly, 
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When Is It Mlegal 


Laws prohibiting sales below cost have increasingly adopted the 


pattern of federal anti-monopoly statutes, limiting their effect to 


price cutting aimed at destruction of competition. 


By Albert Woodruff Gray 


B Y ITS decision ending 17 years 
of litigation between the Standard 
Oil Company and the Federal 
Trade Commission, the Supreme 
Court has established the boun- 
daries within which price cutting 
is permissible under the federal 
antitrust laws. There still remain, 
however, statutes of at least 32 
states forbidding the sale of goods 
below cost. Efforts of the courts 
in the past to interpret the prac- 
tical application of these laws 
often only confuse the issue. 
Recently the Maine Supreme 
Court had before it for review a 
statute of this character imposing 
a fine of $500 upon any whole- 
saler or retailer who, with intent 
to injure competitors or destroy 
competition, advertises, offers to 
sell or sells any item of merchan- 
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dise at less than cost. It is further 
provided that the dealer injured 
by such price cutting may recover 
from a retailer or wholesaler so 
doing, three times the damages 
he has sustained. 


Wrongful Intent Must Be Proved 


In this instance the action had 
been brought against a manufac- 
turer. In its decision absolving 
the manufacturer from the 
charges made, it was pointed out 
that this statute, unlike many of 
this character, did not impose a 
prohibition on manufacturers or 
producers but only on either 
wholesalers or retail distributors. 
Of these laws banning price cut- 
ting in various states only ten 
include manufacturers in their 
prohibition. 


... FOR THAT MATTER 


THEM BELOW COST. 


“Courts which have considered legislation prohibiting sales below 
cost have generally agreed that two essential features must be shown 
to co-exist, the wrongful intent and the sales below cost, or prosecu- 


tion for violation must fail.” 


In its comment on these statutes 
the Maine court pointed out two 
features that have prevented any 
approach to a uniform interpreta- 
tion by the courts. “Many states 
have taken legislative action to 
prevent the so-called ‘unfair sales.’ 
Courts which have considered 
these enactments have generally 
agreed that two essential features 
must be shown to co-exist, the 
wrongful intent and the sales be- 
low cost. Absent either factor, the 
prosecution for violation must fail. 

“Since from the earliest days 
of trade, merchants, whether 
starting a new enterprise or en- 
gaging in an established business, 
have entertained a not unnatural 
inclination to attract as many 
customers as possible away from 
their competitors, it must be ex- 
pected that the intent to injure 
competitors will often be present. 
So long as the intent is not im- 
plemented by the unlawful act, 
however, the statute may not be 
invoked. 

“The merchant who seeks by 
‘building a better mousetrap’ or 
by some lawful competitive in- 
ducement to corner the market 
for himself, but without resort to 
any conduct prohibited by law, ° 
may possess the requisite intent 
to injure or destroy competition 
and yet not be in violation of the 
statute. 

“In short, proof of either of the , 
essential factors without proof of 
the other will not suffice. Thus the 
public is assured of the lowest 
prices which can be produced by 
fair and lawful competition.” 

Only a few weeks before this 
decision was rendered a similar 
law had been brought for review 
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to Sell Below 


IT'S UNFAIR COMPETITION HE'S 


TAKING ALL MY BUSINESS 


Cost? 


| JUST BUILT A 
BETTER MOUSETRAP 


“The merchant who seeks by ‘building a better mousetrap’ or by 
some lawful competitive inducement to corner the market for him- 
self, but without resort to conduct prohibited by law, may possess the 
intent to injure or destroy competition and yet not be in violation 


of the statute.” 


before a Minnesota court. Under 
that statute sales were illegal 
when made at less than cost, “for 
the purpose or with the effect of 
injuring competitors and destroy- 
ing competition.” 


Good Faith a Defense 


From this prohibition were ex- 
empted from the operation of that 
statute, sales below cost, “in an 
endeavor made in good faith to 
meet the legal prices of a com- 
petitor selling the same commo- 


dity, articles, goods, wares or 
merchandise in the same locality 
or trade area.” 

Of this provision the court 
made the comment, “An exemp- 
tion such as this is common in un- 
fair trade acts. Eighteen states 
have provisions similar to Minne- 
sota, i.e., exempting sales below 
cost in good faith, to meet the 
legal prices of competitors. Eight 
states require only good faith in 
a meeting of competition without 
reference to the legality of the 
price. Certain acts were absolute 
in requiring that a competitor’s 
price be ‘legal’ without regard to 
the good faith of the dealer. Such 
a requirement has been termed 
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invalid.” 

In this instance the state sought 
to prevent the offering and selling 
of merchandise at less than cost. 
While the dealer had advertised 
its merchandise at less than cost 
the court refused to hold such ad- 
vertising a violation of the statute. 
“Not every sale below cost is con- 
demned under the Minnesota law. 

“Such an offer or sale must be 
accompanied by a certain pur- 
pose or have a certain effect. 
Twenty-nine other states have 
statutory provisions against sales 
below cost applicable to most in- 
dustries and products. All but one 
of these states require that the 
offer or sale be made with some 
specific culpable purpose or have 
such an effect. The absence of 
such a qualification would seem 
to render such a law unconstitu- 
tional.” 

Here in addition to the indefi- 
niteness in both the Maine and 
other statutes of the term “below 
cost” is added another problem of 
definition for the courts. 

“It is to be noted,” continued 
the court in this decision, “that 
both injury to competition and 
the destroying of competition 


must be established as either the 
purpose or effect of the defend- 
ants’ actions, in order to find or 
sustain a violation. Apparently 
realizing the difficulty of enforce- 
ment of this type of law the legis- 
lature provided some aid in the 
establishment of the dual purpose. 
To provide that in the sale by a 
retailer below cost an eight per- 
cent markup for the purpose of 
or with the effect of injuring 
competitors or destroying com- 
petition, shall be prima facie 
evidence of a violation. 

“Thus by showing such a sale 
with the purpose or effect of 
either injuring competitors or 
destroying competition, a plain- 
tiff makes an initial showing of 
both elements. However, if the 
court finds from competent and 
sufficient evidence that the chal- 
lenged offer or sale was not in 
fact made with the requisite dual 
purpose nor had such effect, then 
it must find that there is no viola- 
tion.” 

In its conclusion that no penalty 
could be imposed in this instance 
for the advertisements and sales 
below cost, the court said, “The 
phrase ‘destroying competition’ or 
its equivalent is a part of the un- 
fair trade statutes of 15 states in 
addition to Minnesota. Other 
states use the phraseology ‘sub- 
stantially lessening competition’ 
or its equivalent, an obviously 
more workable test. 

“Although ‘destroying competi- 
tion’ is a common test in unfair- 
trade laws it appears to have had 
no specific adjudication in its in- 
terpretation. Perhaps this is due 
to the unstrategic position of 
this phrase in the laws of most 
states. Nine of the fifteen states 
using this phrase provide a less 
absolute alternative basis for es- 
tablishing a violation. 

“The other six speak solely of 
the purpose or intent to destroy 
competition with no reference to 
effect. Proving such an intention 
is obviously something quite dif- 
ferent—something less — than 
proving that the sales acts * ad 
the effect of destroying competi- 
tion. 

“Thus among the states which do 
require or permit the establish- 
ment of a violation by proof of 
some effect only Minnesota re- 
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quires that there be proved the 
fact of “destroying competition.” 

Then asserting that no liability 
for a violation of this unfair trade 
statute rested on this dealer, the 
court added, “In short, the ob- 
vious literal requirement to satis- 
fy this test might be held to re- 
quire the complete elimination of 
all effective competition.” 

In these two recent decisions 
have been outlined challenges 
against the enforcement of these 
laws that are well nigh insur- 
mountable, the three features, 
“cost,” “competition” and “wrong- 
ful intent.” 

When a statute of this sort was 
held unconstitutional by a New 
Jersey court the comment was 
made in that decision, “It is not 
permissible to enact a law which 
in effect spreads an all inclusive 
net for the feet of everybody up- 
on the chance that while the in- 
nocent will surely be entangled 
in its meshes, some wrong doer 
also may be caught. 

“In creating an offense which 
was not a crime at common law, 
a statute must of course be suffi- 
ciently certain to show what the 
legislature intended to prohibit 
and punish, otherwise it will be 
void for uncertainty. 


Reasonable Certainty 


“Reasonable certainty in view 
of the conditions is all that is re- 
quired and liberal effect is always 
to be given to legislative intent 
when possible, but when the legis- 
lature declares an offense in 
words of no determinate signifi- 
cance or its language is so general 
and indefinite that it may em- 
brace not only acts commonly 
recognizable as reprehensible but 
also others which it is unreason- 
able to presume were intended to 
be made criminal, the statute will 
be declared void for uncertainty.” 

History of Maryland legislation 
in relation to price cutting offers 
an example of what should not be 
as well as what should be pro- 
vided in prohibiting statutes of 
this character. By the first statute 
enacted in that state to this end 
it was made a misdemeanor pun- 
ishable by fine, “to advertise, offer 
for sale or sell” goods at less than 
cost. Computation of cost was 
prescribed as the invoice or re- 
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placement cost to the seller in the 
quantity last purchased, which- 
ever might be lower. 

By the appellate court of that 
state this statute was held uncon- 
stitutional. 

“When the far reaching effect 
of such legislation is visualized, 
one is startled at its possibilities. 
Geographical equations have no 
standing in the Act and no trader 
embraced in its provisions can 
conduct his business at any time 
with any degree of certainty that 
he is not violating the law when- 
ever, in his own business discre- 
tion, he sells a commodity below 
cost without first complying with 
unnecessary and burdensome reg- 
ulations placed upon him for the 
purpose of bringing the transac- 
tins within the exemptions of the 
Act. 

“He may have no knowledge 
that his below cost transaction 
will injure any competitor within 
the reasonable radius or zone in 
which he conducts his business 
but somewhere or somehow his 
below cost sale has had the result 
of injuring a competitor in a far 
end of the state and he has 
violated the Act.” 

Another statute was adopted 
by the legislature of that state the 
year following this decision. 
There “costs to the retailer” were 
defined as the invoice price or 
replacement cost, whichever was 
lower, less all trade discounts ex- 
cept customary cash discounts, to 
which were to be added freight 
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charges, cartage and the markup 
of 5% for cost of doing business. 

Further, there was included a 
provision that no dealer should 
sell below cost “with the intent 
to injure a competitor.” 

When this statute came before 
the same court for review several 
years later, it was sustained. 
Pointing to the distinction be- 
tween this later statute and the 
one previously held to be uncon- 
stitutional, eight features were 
emphasized whereby price cutting 
and sales below cost were legal. 

(1) Where merchandise was 
sold in clearance sales. 

(2) Where prompt sales were 
necessary to avoid loss. 

(3) Sales of damaged goods. 

(4) Liquidation sales. 

(5) Sales for charitable pur- 
poses. 

(6) Government sales. 

(7) Sales conducted under 
court order. 

(8) Where the price of mer- 
chandise is made in good faith to 
meet competition. 

“Tt is acknowledged that price 
cutting is not an evil in itself,” 
asserted this court in conclusion. 
“On the contrary the more in- 
tense the competition the greater 
the likelihood of advantage to the 
buying public. In fact there is no 
reason why a merchant under or- 
dinary circumstances should not 
have the right to make an ab- 
solute gift to his customers if he 
desires to show generosity or ad- 
vertise his business. 

“It is only when the object of 
price cutting is sinister that the 
sale of goods at less than cost 
may constitute an economic evil. 
Freedom of trade is subject to 
legislative regulation in the in- 
terest of the public’ health, safety, 
morals or welfare, but such legis- 
lation must not be unreasonable, 
arbitrary or capricious and the 
means selected must have a real 
and substantial relation to the ob- 
ject sought to be attained. 

“Within these limitations the 
State is free to adopt whatever 
economic policy may reasonably 
be deemed to promote public wel- 
fare, whether by promoting com- 
petition by statutes aimed at 
monopolies or by curbing harm- 
ful competition by fixing mini- 
mum prices.” 
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IMPORTANT ANNOUNCEMENT TO BALL BUYERS AND USERS 


New AFBMA Standards Simplif 
all Specifying and Ordering 


Example of Cross-Reference Table from 
Previous to Present AFBMA Ball Standards 


Recent publication of new ball standards fel" All Steel Balls 
by the AFBMA* incorporates important ee te . 
See an 2 goementbann ages pen "tuede® sass | sor bell | per Contsince 
required. 

Most significant is the new method of 
grading balls. Under the new AFBMA 
standards, balls are graded by spherical 
tolerance expressed in millionths of an 
inch. For example: 


A ball guaranteed to be spherical within 
25 millionths of an inch is a grade 25. 


A ball guaranteed to be spherical within 
10 millionths of an inch is a grade 10. 


Shown at right is a table which serves 
as an example of how previous grade 
specifications are converted to new grade -_ aoagp = Ball a 3.5 Dia Tol 
specifications for two widely used types of ro aad —- — — 

. aes : - =, 
balls. Complete conversion tables are | A2 Vigr—I" 0002" ‘0004 | ww 0010" 
included in the new Hoover ball catalog A3 Ag"—1" 0003” 0006” +0015” 
offered below. A Yig"—1" 0005” 001” +.002” 
& 1000 Yjg"—1" 001” 002” +005” 
C 2000 Yig"—1" 002" 004” *.005” 


Previously specified as “sphericity.” 
2Previously specified as “diameter tolerance per shipment.” 





% mm—'” .000010” 00002” 
Wh," —|" 000015” -00003” 


e"—1%6" .000025” .00005” 
1'A,"—24" .000050” .0001” 
37—4” .0001” .0002” 
/6"—1%6" .000050” .0001” 
1",42"—2" .0002” .0004” 
3”7—44" .0003” .0006” 
“Yer—1%e" | 0002" «| 0004" 
1'14,"—44" .0005” 001” 
Yg"—4" .001” .002” 
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*Anti-Friction Bearing Manufacturers Association 


























NEW HOOVER CATALOG GIVES COMPLETE, UP-TO-DATE BALL INFORMATION 


This new catalog details America’s widest 
selection of standard balls in chrome, stain- 
less and carbon steel, brass, bronze, monel, 
solar and special materials. Included are 
tables that show conversions from previous to 
new AFBMA standards. Send for your copy. 


Hoover Ball Division 
Hoover Ball and Bearing Company 
5400 South State Road, Ann Arbor, Michigan 


Please send new Hoover Ball Catalog 


hoover "= 
Title a 

BALL AND BEARING COMPANY Company 
Boll Manvfocturing Focilities: Address_ 

HOOVER BALL DIVISION, ANN ARBOR, MICHIGAN 
COOLIDGE CORPORATION, MIDDLETOWN, OHIO 


STROM STEEL BALL COMPANY, ERWIN, TENNESSEE 


a 


For More Information Write No. 204 on Inquiry Card—Page 32 
NovEMBER 23, 1959 
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Tape-controlled Turret Punch Press 


A TAPE-CONTROLLED tur- 
ret punch press, designed for au- 
tomated short-run piercing, has 
been announced by the Wiede- 
mann Machine Co., King of 
Prussia, Pa. Called the Wiede- 
matic, the machine uses numeri- 
cal positioning controls developed 
by the General Electric Co. 

The press automatically locates 
and pierces holes in sheet metal 
or plate at high speed and with 
consistent accuracy. All func- 
tions, tool selection, positioning 
and piercing are controlled auto- 
matically. Multiple die sets, lay- 
out, tool setup and multiple ma- 
terial handling are eliminated. 
Openings of any size or shape up 
to 8 inch diameter can be pro- 
duced. 


Standard Tape Used 


All information required for a 
complete job is programmed off 
standard eight-channel tape one 
inch wide. The operator loads ma- 
terial on the press table, inserts 
the tape in the reader, and starts 
the press. The material is moved 
in or out and crosswise to the 
centerline at a speed from 600 to 
800 inches per minute. Turrets 
rotate to bring any one of 36 
punches and dies into the pierc- 
ing position within two seconds. 
When these motions are com- 
pleted the press trips. 

While the press is punching one 
hole, information for the next is 
read from the tape. Table and 
turret move immediately to the 
next position without lost time. 
All locations are taken from a 
zero reference to eliminate cumu- 
lative error, 


Three Capacities 


The press is made in three ca- 
pacities—50, 100, and 150 tons. 
The 100 ton machine has a throat 
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Makes Short Runs Economical 
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The turret punch press produces holes in sheet metal or plate automatically. 
Punch and die sets normally used remain in the turret. 


depth of 63 inches and can pierce 
sheet metal or plate up to 60 x 
100 inches by 3/8 inches thick at 
a production rate of about 30 hits 
per minute. 

Savings in tooling costs may be 
realized with the press as only 
one punch and die of a size are 
required regardless of the num- 
ber of openings. Large openings 
can be made by a series of hits 
by a single tool. All tools normal- 
ly required are installed in the 
turret ready for use. 

Automatic turret rotation 
brings the tool into piercing posi- 


tion at the front of the press while 
mechanical locking assures tool 
alignment. When desired, a punch 
and die combination can be re- 
placed in a few minutes. 

The manufacturer states that 
machine productivity is as much 
as five times that obtained with 
a manually operated turret punch 
press of equal capacity. It may 
therefore be more economical in 
many cases to duplicate a part 
when required instead of keeping 
it in inventory. Existing tapes 
may be filed for immediate re- 
use. 
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There’s not a cent of capital tied up in this truck! 


With the Clark Rental Plan you use modern, 
efficient materials handling equipment without a 
cent of investment of your working capital. The 
savings the equipment brings are usually greater 
than the rental rate. 

Because of the modest cost, many companies 
use the Rental Plan for primary equipment needs. 
Others, faced with peak work loads or seasonal 
demands, use the Plan to supplement their reg- 
ular fleet. Working capital is saved either way. 


You can rent for a week or a year, depending on 
your need. You can adjust your rental period as 
your requirements change. Most important, you 
can have the necessary equipment when you need 
it to keep operating costs down. Complete details 


of the Clark Rental Plan 
CLARK 


are available on request. 
EQUIPMENT 


Write: Truck Rentals, 
Clark Equipment Co., 
Battle Creek, Michigan. 


For full details, circle 77 on reader service card 
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Goodyear Develops New, Low-Cost Foam Rubber Latex 


A molded foam-rubber 
furniture cushion, made 
from Pliolite 5352 syn- 
thetic rubber latex, is 
stripped from a_ curing 
mold. This synthetic latex 
can be used as a 100% 
replacement for natural 
rubber latex at a saving 
of 20-30%. 


l HERE HAS been a significant 

breakthrough in the foam rubber 
field that should result in sub- 
stantial cost reductions for foam 
rubber manufacturers. 

Goodyear Tire & Rubber Co. 
has developed a synthetic rubber 
latex (Pliolite 5352) that can be 
used as a complete replacement 
for natural latex in making foam 
Synthetics have been 
used for some time, but only as 
partial replacements for natural 
rubber latex. With Pliolite 5352, 
no natural latex is needed—im- 
portant since Pliolite 5352 is 
priced 20%-30% below natural 


rubber. 


latex. 

The new synthetic is expected 
to find its largest markets in foam 
rubber made for the automotive, 
furniture, and mattress indus- 
tries. And in a switch on the 
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newspaper headlines that every- 
day stress the impact of foreign 
competition, Goodyear has ear- 
marked a large part of its syn- 
thetic latex production for over- 
seas shipment. 

Aside from the price advantage 
of Pliolite 5352, Goodyear also 
makes these claims: 

@ It has good aging qualities 

@ Improved germicidal and fun- 
gicidal properties 

@ Excellent compression, resili- 
ence, and flex-life characteristics 
@ Supply source is assured and 
price will be more stable than 
with natural latex 


Make All-Out Switch 
An indication of how thorough- 
ly sold Goodyear is on its own 


product: Its Foam Products divi- 
sion is converting entirely to Plio- 


lite 5352 in the manufacture of 
its Airfoam line of cushioning 
products. Goodyear’s conversion 
to the synthetic is now 70% com- 
plete. Total changeover expected 
early next year. 

Despite the lower production 
costs made possible by Pliolite 
5352, Goodyear does not plan to 
reduce Airfoam prices in the near 
future. According to Goodyear 
Foam Products General Manager 
R.E. Pauley, the price of Airfoam 
has dropped over 25% in the last 
year, while the cost of natural 
latex—formerly the principal raw 
material used to make Airfoam— 
has risen 25% in the same period. 
“There can be no price decrease 
at this time inasmuch as the sav- 
ings have already been passed 
along to the American consumer” 
says Mr. Pauley. 
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DIAMONDS—SIGN 
OF FINISHING QUALITY 


PROCESSES ae | | Chromate Conversion 


Coatings for Non-Ferrous Metals 
A complete line of quality products it, | ¥ 
and processes developed primarily as — ie qainx> Clear Protective Coatings 
a result of helping manufacturers like —— \ ; for All Metals. 
yourself solve their metal finishing : ’ ' ® 
problems. If one of our present prod- ; \| Chemically Different 
ucts does not meet your needs, we'll =. Plating Brighteners. 


be glad to work with you to find an re oo \ Cc 
answer to your problem. : Process chemicals 


EQUIPMENT AND CINTTTD rectiriers 
COMP LETE SYSTEMS ’ : gee Silicon and Selenium, built to exacting 


specifications for long life, trouble-free 


for Metal Finishing Nt service. 


Process Engineered—Single pieces <e * ween WAGNER | in epee 


of equipment or all equipment neces- 

sary for a finishing operation—evalu- ed parts, conveyors to plating machines, 
ated, designed, fabricated, installed ae. between conveyors. 

and tested to match exactly your AUTOMATIC AND SEMI-AUTOMATIC 
particular process. Ask about our 3 PLATING MACHINES 

Process Engineering Service. 


for fast, economical transfer of racks and 


BARRELS, TANKS and other equipment. 


quinn? 
CHEMICALS AND SUPPLIES ANODES 


in copper and zinc 
Prompt service on a wide variety of daily-use 


s 
LECTROCOP 
necessities for the plating room, delivered from FLAT COPPER 
warehouse stocks strategically located in cities , ANODES 


in metalworking areas. CADMIUM, WHITE BRASS AND TIN ANODES in 
\ " most efficient shapes. Acid Replacements, Buffs, Chemi- 
cals, Cleaners, Maintenance Materials. 


Ask your Allied Field Engineer about our Subscription Plan 


NICKEL RECASTING SERVICE which combines your new nickel purchases with a service to 


recast your butts and spears, resulting in substantial savings. 


Allied Research Products, Ine. WRITE TODAY FOR COPIES of 


these useful files describing tech- 

4004-06 EAST MONUMENT STREET nical details of our complete line, 
BALTIMORE 5, MARYLAND OR, phone your Allied Field Engi- 

Branch Office: 400 Midland Avenue, Detroit 3, Michigan neer. He's listed under “Plating 


Chemical and Electrochemical Processes, Anodes, Supplies” in your ‘phone book. 
Rectifiers, Equipment and Supplies for Metal Finishing. 
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EIGHT DOWN AND TWO TO GO FOR B.B. RANDOLPH 


When B. B. Randolph began building 
cognition for the Alcoa label, you had 


never seen it before. But by harnessing 
the power of advertising at the stagger- 


ng rate of 8,000,000,000 impressions 
nnually, he has made it familiar to 
sht out of every ten of your custom- 
Now he’s working on the other two. 
Today, consumers say the Alcoa 


label’s influence on their purchases is 
almost five times greater than in 1956. 
Retailers count so heavily on its help 
in selling that they have sent back 
whole orders shipped without it. Facts 
like these have prompted 1,661 manu- 
facturers to affix the Alcoa label to 
more than 8,000,000 items this year. 
Because Alcoa has people like B. B. 


Randolph who help you with sales sup- 
port unmatched anywhere else, you get 
extra value in every pound of Alcoa® 
Aluminum you buy. You can start this 
added value coming your way and in- 
creasing sales by calling your local Alcoa 
sales office. Aluminum Company of 
America, 2017-L Alcoa Building, Pitts- 
burgh 19, Pennsylvania. 


Y atcoa helps you design it, make it, sell it 








Alcoa has hundreds of 
B.B. Randolphs to help you 
design it, make it, sell it 


All of Alcoa’s skills are mobilized to a 
single purpose: To put more than just 
16 ounces of metal in every pound of 
Alcoa Aluminum you buy. Here are 
12 of the dozens of ways to do it: 


1. Research Leadership, bringing you 
the very latest in aluminum alloys and 
applications. 

2. Product Development by specialists 
in your industry and your markets 


3. Process Development Labs for aid in 
finishing, joining and fabricating. 


4. Service Inspectors to help solve pro- 
duction problems at your plant. 


5. Quality Control to meet top stand- 
ards or match your special needs. 


6. Complete Line including all commer- 
cial forms, alloys, gages, tempers. 


7. Availability via the nation’s best 
stocked aluminum distributors 


8. Foremost Library of films and books 
to help you do more with aluminum 


9. Trained Salesmen with a wealth of 
on-the-spot information. 


10. Sales Administrators constantly on 
call to service your orders. 


11. Year-Round Promotions expanding 
your old markets, building new ones 


12. The Alcoa Label, leading symbol of 


quality aluminum, to mark your goods 


Added Values 

With Alcoa j; 
Z ADDED 
Aluminum 


VALUES 


. is a case book of Alcoa special 
services and a guide to their availa 
bility in design, manufacture and sales 
Your copy, with some of the most re- 
warding information you may ever 
ead, is waiting and it’s FREE. Write: 
Aluminum Company of America, 2017-L 
Alcoa Building, Pittsburgh 19, Pa. 
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Portable Paper Tape 
Air Sampler 


A new portable paper tape air 
sampler automatically records 
dust or gas concentrations. Inex- 
pensive sampler collects up to 900 
dust or gas samples by sucking 
air through a paper tape. Spe- 
cially treated paper changes color 
Vol- 
ume of air per sample is adjust- 
able from 1.5 to 36 cu. ft. Unit 
may be used in checking radio- 
active fallout, excessive hydrogen 
Sampler with 
steel case is compact and easy to 
transport, weighing only 21 lbs. 
Gelman Instrument Co., P.O. Box 
86, Chelsea, Mich. 
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if excessive gas is present. 


sulfide, dust, etc. 


New “*No Air” 


Spray Painting System 


In a new “no air” spray paint- 
hydraulic 
atomizes the material. No 


ing system, pressure 
alone 
heating of material is required, 
and less is used, because well- 
spray pattern puts it 
where it belongs, cuts over-spray 
and bounceback. Four different 
included, offering 
angles from 15 to 80 de- 
Heavy-duty 


defined 


nozzles are 
spray 


grees spray gun 


weighs only 12 oz. Unit produces 
pulsation-free spray pattern at 
pressures from 400 psi to 2000 psi. 
Lincoln Engineering Co., 4010 
Goodfellow Blvd., St. Louis 20, 
Mo. 


Write No. 19 on Inquiry Card—Page 32 


New Large Size 
Circuit Board 





i 


A new large size circuit board 
contains 352 separate contact cells 
to facilitate the rapid assembly of 
experimental circuits using stand- 
ard components and subsystems. 
Wires and component leads are 
electrically connected by insert- 
ing their individual 
cells. Two bus bars are also pro- 


ends _ into 


vided to simplify the wiring lay- 
out. Board saves time, increases 
personal efficiency and organizes 
circuit ready an- 
alysis and study. Plastic Associ- 
ates, 185 Mountain Rd., Laguna 
Beach, Calif. 
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elements for 


Lightweight, Space-Saving 


Stationary Batteries 


New lightweight, space-saving 


stationary batteries are intended 


for switchgear, alarm systems 


telephone controls, and other ap 


plications where batteries ar¢ 


(Please turn to page 104 





What you should know 


Picking the proper corrugated ship- 
ping carton is like buying a suit. Rarely will a 
ready-made, “‘off-the-shelf”’ unit fit perfectly. 
Some modifications usually are needed; pos- 
sibly even a complete custom-built job. It all 
depends on your product and how it is nor- 
mally handled and shipped. 


You may find, for example, among the repre- 
sentative basic box types shown here one 
that’s just right for you. Or perhaps further 
structural design work would enable you to 
ship more efficiently and economically. 


Talk it over with your local Union Box repre- 
sentative. He’s an expert at pin-pointing all 
the pertinent factors. And at recommending 
or helping develop the most practical box 
for your needs. 





1. Regular Slotted Conti 3 eo t ae 1. Regular Slotted Container 


Probably the most popular type used today. 
Fits all standard automatic packing and seal- 
ing units. All flaps the same length; outer 
flaps meet in center. Single- or double-wall 
construction is used, depending on degree of 


2. Special Flap Slotted Container 


4. Double Cover Box 


3. Half Slotted Container 


PURCHASING 





about types of Union Boxes 


protection your product needs. 


Similar to the ‘“‘Regular Slotted’”’ is the 
“Center Special Slotted Container’. Top and 
bottom areas are stronger; both inner and 
outer flaps meet at box center. 


2. Special Flap Slotted Container 


There are two kinds of ‘Special Flap”’ boxes. 
In one, the top and bottom flaps partially 
overlap. In the other (shown left) they overlap 
completely, providing double thickness at top 
and bottom. When strapped shut, flaps over- 
ride each other, form snug, non-butting 
closure. If glued, adhesive covers full flap, 
assures extra safe, durable bond. 


3. Half Slotted Container 


Bottom is similar to Regular Slotted Con- 
tainer. Flanged cover is sent as a blank for 
set-up by shipper. Good as combination ship- 
ping shelf package. Without cover, used for 
batteries, other heavy, small items. Also, as a 
transfer file or stock box. 


5. Telescope Box 


your shipping container need? 


4. Double Cover Box 


Ship heavy items where strapping is neces- 
sary? This three-piece box with telescoping 
covers might be just the ticket. Excellent 
stacking strength; strong covers take rough 
handling. Often used in large sizes for bulk 
packs on pallets. 


5. Telescope Box 


You’ll probably need a box like this if you 
ship flat items such as paper, books, adver- 
tising material, etc. It protects with a double 
build-up of sheet around sidewalls and corners 
which also gives you maximum stacking 
strength. May be constructed as a full tele- 
scope (see below) or as a partial telescope. 


6. One-Piece Folder 


Another excellent shipper for books, catalogs, 
etc. Packs and closes quickly and easily. 
Mostly used for parcel post and express ship- 
ments. Also made up as “One-Piece Special 
Folder’ where all flaps meet in center. 


6. One-Piece Folder 


Write for new, informative booklet, ‘Types of Corrugated Bozes.” 


fi? 
GDUNION BOXES 


UNION BAG-CAMP PAPER Corporation 
233 BROADWAY, NEW YORK 7, N. Y. 


Factories: Savannah, Ga., Trenton, N. J., Chicago, Ill., Lakeland, Fla. 


Sales Offices: Eastern Division—1400 E. State Street, Trenton, N. J. 
Southern Division—P.O. Box 570, Savannah, Ga.; P.O. Box 454, Lakeland, Fla, 
Western Division—4545 W. Palmer, Chicago, IIl. 
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EVERY TIME 
YOU BUY 
THIS 
BRUSH... 
YOUR 
OWN 
GOOD 
JUDGEMENT 
SHOWS 


Today’s industrial buyer is a special kind 
of expert. His job: spot and buy genuine 
value down the line—big purchase or 
small. And when it comes to brushes— 
both the men who buy and the men who 
use them agree on Osborn. 


e The right Osborn Maintenance 
Brushes, for instance, help your 
crew do plant cleanup jobs—sweep- 
ing, dusting, washing or scrubbing 
—faster...more thoroughly... 
at lower cost. 

So to save buying time .. . to cut buying 
costs... to get built-in value automatically 
everytime—make Osborn your brand for 
all industrial brushes. Choose from a 
complete line of superior: 

¢ Power brushes 

e Paint and Varnish brushes 

e Maintenance brushes 


Full details in the new Osborn 112-page 
Catalog. Write for your free copy. The 
Osborn Manufacturing Company, Dept. 
U-50. Cleveland 14, Ohio. 


POWER, PAINT AND MAINTENANCE BRUSHES e METAL FINISHING MACHINES 


..- AND FINISHING METHOOS 


FOUNDRY PRODUCTION MACHINERY 
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used as. standby emergency 
power. Designed for full float 
service, rugged batteries have 
leak-proof and acid-proof seal and 
are available in range from 50 to 
1140 ampere hours. Impact-re- 
sistant plastic container will not 
bulge or warp under heat, saves 
30 to 40% floor space and per- 
mits increased battery room ca- 
pacity. Gould National Batteries, 
Inc., Trenton 7, N.J. 
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Two Models 
in New Air Saw 


Two models of a % in. arbor 
saw have been added to a line of 
portable air-powered tools. The 
first is for operation at 4800 RPM 
to cut wood, plastic, and non-fer- 
rous metals as aluminum, brass 
and copper. The second is for op- 
eration at 6000 RPM with abra- 
sive cut-off type wheels to cut 
masonry and ferrous. metals. 
Maximum depth of cut on both 
is 1% in. weight is 16% lIbs., 
blade diameter is 6% in. and 
angle of cut is controlled by a 
tilt table from 0 to 45 degrees. 
Buckeye Tools Corp., 5003 Spring- 
boro Pike, Dayton 1, Ohio. 
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Splined Milling 
Arbors and Cutters 


a2 Bik. 
New splined milling arbors and 
cutters are designed for radical 
(Please turn to page 106) 
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Handsome and Hardworking 
exiglas...Implex 


4 f ee A Ta 


Strong, gleaming, curved PLExiGLAs* windshields on pleasure 
craft... rugged, colorful ImpLex® housings for outboard motors 
(with molded PLEXIGLAS insignia)... both give merely a hint 
of the wide range of uses being made of these Rohm & Haas 
plastics. What do you have in mind ? Signs .. . lenses . . . lighting 
diffusers... glazing... machine parts... housings... name- 
plates? Better look into PLExIGLAs acrylic plastic or IMpLex, 
the high-impact acrylic. Our design staff and technical repre- 
sentatives will be glad to tell you how these Rohm & Haas 


products can help you. 


Chemicals for Industry 
IKI ROHM ¢ HAAS 
ee 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


In Canada: Rohm & Haas ( om pany of Canada, Lid., 
West Hill, Ontario 
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with 


DIAMOND CHAIN’S 


Parts Packaging Program 


DIAMOND roller chain replacement parts are sealed individually 
in transparent plastic envelopes, each with an identification 
card. Heavy overpack boxes labeled with part number and 
quantity, simplify storage and inventory, provide easier iden- 
tification and protect against dirt, moisture and abrasion. 

Your Diamonp Distributor stocks all types and sizes of 
standard roller chains and parts. See ‘Chains, Roller’ in the 
Yellow Pages... or write to: DIAMOND CHAIN CoMPANY, INC., 
A Subsidiary of American Steel Foundries, 402 Kentucky 
Avenue, Indianapolis 7, Indiana. Offices and Distributors in 
all principal cities. 


DlaMonD Ss 
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improvement of heavy-duty mill- 
ing performance, particularly in 
the machining of modern, high- 
strength alloys. Resistance to tor- 
sional deflection of the assembly 
is much greater, greatly reducing 
backlash and permitting fast cut- 
ting with almost no chatter. 
Splined cutters minimize distor- 
tion and increase positioning ac- 
curacy. Arbors, with 50 MM tap- 
er, are made in 1, 1%, 1%, and 2 
in. diameter in standard lengths. 
Pratt & Whitney Co., Inc., Char- 
ter Oak Blvd., West Hartford 1, 
Conn. 
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Foam Rubber Roller 
for Package Marking 


A new foam rubber stencilling 
roller produces clear, precise 
package markings on both porous 
and non-porous surfaces. Roller 
is ink-fed through squeezable 
plastic handles, eliminating need 
for ink pad or brushes. Black, 
red, blue and green inks are 
available for such porous sur- 
faces as cardboard, wood and 
fabrics. For non-porous surfaces 
like metal and glass, special inks 
have been developed in a variety 
oi: colors. Special long-lasting 
stencil board is available in 21 
standard sizes, as well as com- 
plete line of stencil-cutting ma- 
chines. Diagraph-Bradley Indus- 
tries, Inc., Herrin, Ill. 
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Man-made diamonds add the newest 
“Touch of Gold” value to carbide grinding 


In carbide grinding the product- 
improving, cost-cutting ‘‘Touch of Gold,” 
created by Norton leadership in diamond 
wheel development, began back in 1930. 
Today, man-made diamonds are adding 
something new to the “‘Touch of Gold.”’ 
Their use as abrasives is steadily increas- 
ing, because of their improved perform- 
ance and economy. 


Making better 


NORTON PRODUCTS: Abrasives - 


products 


Grinding Wheels + Grinding Machines « 


Norton was first to introduce all three 
bond types of diamond wheels. . . manu- 
factures with complete uniformity of 
specification . . . produces the largest line 

. and certifies the diamond content of 
each wheel. Today, similar pioneering 
continues Norton leadership in the use of 
man-made diamonds . . . bringing you 
better performance, longer service life and 


Refractories «+ 


lower grinding cost for every dollar you 
spend. NORTON COMPANY, Worcester 6, 
Massachusetts. 


NORTON 


ABRASIVES 


to make your products better 
Electrochemicals — BEHR-MANWING DIVISION: Coated Abrasives + Sharpening Stones + 


Pressure -Sensitive Tapes 











You get steel 4 plus from U.S. Steel 











“| sold them a type of steel that 
helped double their production” 


SAYS ALBERT A. FERNQUIST 
U.S. STEEL SUPPLY SALES REPRESENTATIVE, CHICAGO 











"Mr. O. G. Olmsted and his son operate a small 
machine shop in Chicago. They make a wide 
variety of steel products ... from a small 
camera accessory to a ‘fat-back’ skinner 
for meat packing. On a visit to their shop 
| heard them complain that they had to jj 
shut down about ten times a day tore- & 
sharpen tools and bits =f 











TEN TIMES A DAY Ny V9 for pean «3 yw ‘Excessive downtime can kill 


Rs a_i a small business. So, at the 
bgp thay tyle-w J DULL Ps ee Olmsteds’ request, | looked 


oe: into every phase of their 

HAVE TO STOP... , . \ operation—their tools, types of 
contracts, types of steel used. 

. Then | talked over the problem 

ay =with some of our technical experts 

ZF at U.S. Steel. Their recommendation 

—a switch to MX, one of the family of 

USS Free-Machining Steels. 


"Today, 98% of the steel the Olmsteds »- THEN WORK SO HARD TO MAKE UP TIME 


buy is MX, and because of its better WE SOMETIMES THOUGHT WE'D DRoe/ 
machineability, tools only have to be 
resharpened once every two days. 
Olmsted production has doubled— 
for which they give MX a good share 
of credit—and tool life has been 
increased 500%! 





























"It's a help to have the full facilities of U.S. Steel behind you when you're 
dealing with fine customers like the Olmsteds.” 


When you me from U.S. Steel you get steel plus technical assistance .. . 


re —- . facilities . .. marketing assistance. 
vw 


‘eu N Now > United States Stee! Corporation — Pittsburgh 
WE'VE LEARNED FRO American Steel & Wire — Cleveland 
U.S. STEEL THe piesa National Tube— Pittsburgh 
MX NWA,.. Columbia-Geneva Steel — San Francisco 
WE ONLY NEED TO Tennessee Coal & Iron— Fairfield, Alabama 


pa SHARPEN TWOLS ONCE United States Steel Supply — Stee! Service Centers 
United States Stee! Export Company 


United States Steel 


USS and MX are registered trademarks 


DAasWewWw— 
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You'll take advantage of new low Railway Express rates on certain products 
when you ship a total weight of over 300 lbs. on any one pickup. You can ship 
to as many destinations—as many different consignees—as you wish. We'll 
combine the weights of individual small shipments to help you meet the new 
incentive rate requirements. 


For example, under old rates, shipping 10 packages whose combined weights 
amounted to 310 pounds from New York to 10 destinations throughout the country 
would have cost $58.83. Under new rates—only $37.00! You save $21.83 or 37.1%. 


We’re busy as beavers these days putting into effect new incentive rates and 
many service improvements to solve your “small shipment problems.” Next 
time you ship, call Railway Express—and see! 
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Westinghouse research ahnounces anothey major achievement 


in fluorescent /amyp develdoment / 


15,000 LUMENS IN 
A LIGHTWEIGHT, 96-INCH 
SUPER-HI" LAMP ! 


Through new ballast equipment and improvements 
in lamp design, Westinghouse engineers have in- 
creased the light output of an 8-foot S.H.O. Lamp 
to more than that given by two standard Slimline 
lamps. Even more remarkable, the extra bonus of 
light you get in these new Super-Hi™ lamps was not 
achieved at the sacrifice of their light weight. In 
fact, similarly rated fluorescents weigh about twice 
as much as the S.H.O.—almost five tons more of 
glass is hanging from the ceiling in a 5000 lamp 
installation. 

Super-Hi™ lamps deliver their full light output 
regardless of their position in fixtures. They have a 
smooth, tubular surface, free from dust-catching 
pockets or indentations which quickly cut down 
the light. S.H.O.’s are rated at 7500 hours life. 
List price, $6.95. 
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Saad a Sie 


ghouse brings you these 


1, ULTRALUME™ PHOSPHORS. Westing- 
house research has proved that the size 
of the individual phosphor particles 
which coat the inside of a fluorescent 
lamp have a direct effect on the amount 
of light given off. Research has deter- 
mined a definite range and distribution 
of particle size. Now, a new and exclusive 
Westinghouse process selects particles 
within the range for more efficient light- 
producing phosphors. 


2. MIXED GASES. All fluorescent lamps 
contain mercury and gases. The gases 
serve as conductors until the mercury is 
vaporized. The combination of these 
gases and mercury vapor then converts 
electricity into ultraviolet radiation, 
which, in turn, causes the phosphors to 
. “fluoresce,”’ or light up. Westinghouse 
engineers have determined that a care- 
fully proportioned mixture of several 
rare gases produces the best results. 
Westinghouse uses the right mixture and 
pressure foreach type of fluorescent lamp. 


3. TRIPLE COILED ELECTRODES. When 
a fluorescent lamp is turned on there is 
a sudden initial bombardment of the 
electrodes by heavy mercury ions. To 
reduce this amibandment the emission 
material which coats the electrode must 
be heated. If the emission material is not 
=. lamp life will be shortened. 

estinghouse uses triple wound coils 
to make sure that the carefully deter- 
mined amount of emission material is 
heated quickly and is adequately pro- 
tected from bombardment. 


4. PLATED LEADS. The terrific electron 
bombardment which takes place inside a 
fluorescent tube eventually causes par- 
ticles of the metal supports and leads to 
sputter off and cause “end blackening.” 

© prevent this, Westinghouse plates 
the lead wires with super-hard Chrome- 
Vanadium. Result: tubes that stay 
brighter, end to end. 


5. “CUSTOM” ANODES. Anodes act as buf- 
fers to cushion the terrific shock of elec- 
tron bombardment and prevent excessive 
“sputtering’’ of emission material from 
the electrodes. Since the electrical char- 
acteristics are different for each type of 
fluorescent lamp, Westinghouse anodes 
are especially engineered to fit the elec- 
trical requirements of each type of lamp. 


6. SILICONE “RAINCOATS”. Moisture is 
the invisible enemy of fluorescent lamps. 
In high-humidity areas, moisture can 
collect on the exterior surface of the lamp 
and prevent it from starting. To protect 
against moisture accumulation, West- 
inghouse fluorescents are given a special 
Silicone coating, or “raincoat,’’ which 
disperses this film into harmless droplets. 
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2800 
LUMENS 


(cool white) 

IN THE NEW “UNIVERSAL” PREHEAT-RAPID START LAMP 
. . . Now you can greatly simplify ordering, 
stocking and maintenance by specifying this 
one lamp for the job that two different types 
have been doing! Specially designed electrodes 


‘allow you to use this 40-watt lamp on either 


your present rapid start or preheat circuits 
with no loss in lumen output. And prices have 
been reduced to only $1.25 list—5¢ less than 
old-style Rapid Start Lamps! 


9000 
LUMENS 


(cool white) 


IN THE BRIGHTEST 96" HIGH OUTPUT LAMP YOU CAN BUY 
... Light output improved 23°7, over present 
H.O. type (High Output) lamps to make this 
the most economical 96" H.O. type lamp ever 
developed for application where high output 
lamps are used . . . 9300 lumens in white and 
warm white. This brightest of all 96" H.O. 
type fluorescents is rated at 7500 hours life— 
more than 2 years actual use in the average 
installation—and they’re designed to operate 
on present 96" H.O. ballasts. 


3200 
LUMENS 


(cool white) 


IN THE HIGHEST-RATED 40-WATT LAMP... Get 
21% more light using your present fixtures . . . 
3310 lumens in white and warm white! This 
new lamp is the only fluorescent with no “lazy 
ends” —even the bases let light through (op- 
tional at slight extra cost). Life rated at 7500 
hours at 3 hours per start. List price, $1.45. 


CONTACT YOUR LOCAL WESTINGHOUSE LAMP AGENT, OR WESTINGHOUSE LAMP DIVISION, BLOOMFIELD, N. J. 


Westinghouse 


NoveMBER 23, 1959 


For More Information Write No. 213 on Inquiry Card—Page 32 








GET THE SIZE, SHAPE 
AND DELIVERY YOU WANT 
WITH MILITARY AND NEMA 

GRADES OF PANELYTE! 


St. Regis has complete stocks of Panelyte in Tren- 
ton, Chicago, Denver, Seattle, San Francisco and 
Los Angeles to serve you with NEMA grades of 
sheet, tube and rod in many sizes and shapes. 


Thanks to St. Regis Research, Panelyte is un- 
der continuous improvement. You can count on 
Panelyte—for performance plus. It gives you high 


dielectric strength, low moisture absorption, mini- 
mum cold flow under high humidity conditions and 
excellent machining characteristics. 


When you need laminated plastics in NEMA 
grades, pick up your phone and call the St. Regis 
warehouse nearest you. Or write now for complete 
details to Box P1159, at the address below. 


PANELYTE DIVISION a kK sk 
t. egis 
PAPER COMPANY 


150 EAST 42n0 STREET, NEW YORK 17, N.Y 


For More Information Write No. 214 on Inquiry Card—Page 32 





—and here’s where to call the 
PANELYTE distributor nearest you! 


ALABAMA 
* Marine Specialty Company 
Mobile, Alabama 
ARIZONA 
Electrical Specialty Company 
hoenix, Arizona 
CALIFORNIA 
Cadillac Plastics 
Los Angeles, California 
Electrical Specialty Company 
Los Angeles, California 
Cadillac Plastics 
San Francisco, California 
Electrical Specialty Company 
San Francisco, California 
COLORADO 
Electrical Specialty Company 
Denver, Colorado 
* Regal Plastic Supply 
Englewood, Colorado 
CONNECTICUT 
Modern Plastic & Glass Company 
Bridgeport, Connecticut 
* New England Non Metallics Co., Inc. 
Milford, Connecticut 
industrial Safety Supply 
W. Hartford, Connecticut 
DELAWARE 
Brandywine Fibre Company 
Wilmington, Delaware 
Kaufman Glass Company 
Wilmington, Delaware 
FLORIDA 
Commercial Plastics 
Miami, Florida 
GEORGIA 
AAA Brands Plastic Supply Co. 
Atlanta, Georgia 
ILLINOIS 
Cadillac Plastics 
Chicago, Illinois 
Colonial Kolonite 
Chicago, IIlinois 
——? Manufacturing Corp. 
Chicago, Illinois 
INDIANA 
* Hyaline Corporation 
indianapolis, Indiana 
KANSAS 
The tienry Company 
Wichita, Kansas 
LOUISIANA 
Drake-Thompson and Company 
New Orleans, Louisiana 
MARYLAND 
Gilbert Plastics vem Supply Company 
Baltimore, Maryland 
MASSACHUSETTS 
Plastic Supply Co. (Hub Stamping) 
Boston, Massachusetts 
* Insulation Products Company 
Chicopee, Massachusetts 
H&P Spool & Bobbin Company 
Lawrence, Massachusetts 
* Laminated Sheet Products 
Norwood, Massachusetts 
MICHIGAN 
Cadillac Plastics 
Detroit, Michigan 
MINNESOTA 
Arrowhead Plastics 
Minneapolis, Minnesota 
Service Tool & Engineering 
Minneapolis, Minnesota 


MISSOURI 
Cadillac Plastics 
Kansas City, Missouri 
Plastic Sales 
Kansas City, Missouri 
Cadillac Plastics 
St. Louis, Missouri 
NEW JERSEY 
* Insulating Fabricators, Inc. 
East Rutherford, New Jersey 
Allied Plastics Supply Corporation 
Elizabeth, New Jersey 
* Insulating Specialties, Incorporated 
Hillside, New Jersey 
Kennedy Lumber Company 
Trenton, New Jersey 
* Rummel Fibre Company 
Union, New Jersey 
NEW MEXICO 
* Jay-Grear, Incorporated 
Albuquerque, New Mexico 
NEW YORK 
*T. J. Long, Incorporated 
Carle Place, New York 
* Aircraft speclahies rapa, Inc. 
Hicksville, New York 
Allied Plastics yng erg Corporation 
New York City, New 
Commercial Plastics 
New York City, New York 
* Comco Plastics 
Ozone Park, New York 
The Plastic Center 
Rochester, New York 
* The Frank Products Corporation 
Westbury, New York 
NORTH CAROLINA 
* Engineered Plastics, Incorporated 
Gibsonville, North Carolina 
OHIO 
Cadillac Plastics 
Cincinnati, Ohio 
Cadillac Plastics 
Cleveland, Ohio 
Dayton Plastics, Incorporated 
Columbus, Ohio 
Dayton Plastics, Incorporated 
Dayton, Ohio 
OKLAHOMA 
Denton’s Glass & Plastics 
Oklahoma City, Oklahoma 
OREGON 
Electrical Specialty Company 
Portland, Oregon 
PENNSYLVANIA 
Commercial Plastics 
Philadelphia, Pennsylvania 
* Herschel Engineering & Supply Co. 
Philadelphia, Pennsylvania 
Commercial Plastics 
Pittsburgh, Pennsylvania 
TEXAS 
A&A Supply Company 
Dallas, Texas 
Cadillac Plastics 
Dallas, Texas 
Cadillac Plastics 
Houston, Texas 
WASHINGTON 
Electrical Specialty Company 
Seattle, Washington 
WISCONSIN 
Rahrs Engineering 
Manitowoc, Wisconsin 
Cadillac Plastics 
Milwaukee, Wisconsin 


*K Distributor-Fabricators who can give special 
attention to your fabrication needs. 


NovEMBER 23, 1959 
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Pneumatic Timer with 
Closed Air System 


A new pneumatic timer fea- 
tures an internally ported air 
system which makes unit ex- 
tremely well suited for applica- 
tions in dustY or dirty atmos- 
pheres. No external air is used, 
and foreign matter cannot get into 
the system to interfere with tim- 
ing accuracy. Unit has a timing 
range which is adjustable from .2 
second to 1 minute, and it is avail- 
able for both AC and DC opera- 
tion. Square D Co., 4041 N. Rich- 
ards St., Milwaukee 12, Wis. 

Write No. 25 on Inquiry Card—Page 32 


Auto and Truck 
Safety Device 


A new battery switch is expect- 
ed to have industrial application 
in company-owned car fleets and 
trucks. Device permits cutting off 
all current, eliminating such com- 
mon “live wire” dangers as fires, 
short circuits, smoking wires and 
continuous horn blowing. Switch 
is easily installed near the battery 
and can be operated from the 
dashboard or glove compartment. 
Complete with cable and 5 ft. of 
extension wire. A. L. Rogers De- 
velopment Corp., 2560 Ocean 
Ave., Seaford, L.I., N.Y. 

Write No. 26 on Inquiry Card—Page 32 
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Another example of (ss) COMPLETE STEEL 


“Tie down” time cut 60% 





Lighten your work This special flat car holds seven laminated 
wood arch sections which extend 25 feet over the end of the car. 
Rilco Laminated Products, Inc., Albert Lea, Minnesota, found 
they could make substantial savings in loading by using USS 
Steel Strapping and Tools. Formerly a car required four sets of 
wooden supports, and loading took 12 man-hours per car. With 
USS Steel Strapping and Tools, at least two, sometimes three, 
U. S. Steel Supply sets of supports are eliminated, and two men can load the car 
Division of in two hours. In addition to this saving, both delivery and un- 


United States Steel eo 


Steel Service Centers and 
Complete Steel Strapping Service Coast to Coast 


rma cnt5S Set Senin <> STRAPPING he STRAPPING TOOLS 





STRAPPING SERVICE 


under previous method 





© 


Brighten your customer relations Even more pleasing 
to your customers than quick delivery is the fact that ma- 
terial is delivered undamaged. On this job, 2” x .050” USS 
Flat Steel Strapping does its part to achieve this. It has 
the proper elastic qualities to absorb shock during travel. 
The uniformity of its grain structure eliminates soft spots 
which might tear, and its ductility permits it to conform 
to corners without weakening. Rigid adherence to width 
and gauge tolerances give the strap high and consistent 
seal efficiency. USS Flat Steel Strapping helps cut dam- 
age claims drastically. 


cal TECHNICAL ASSISTANCE 


Widens your potential Every dollar you save is a dollar you can 
invest in product research, sales expansion or plant improvement. 
If you have not reviewed your car loading, packaging and shipping 
procedures recently, why not invite an experienced USS Strapping 
Specialist to survey your methods and suggest methods of cutting 
costs with either round or flat steel strapping and the new tools for 
applying them. Because we offer both flat and round steel strap- 
ping, our strapping specialists are not biased in favor of either 
form—their recommendations are aimed at solving your packaging 
or loading problem most economically. Please write for a free copy 
of our Sweet’s Catalog insert for further information. U. S. Steel 
Supply Division, United States Steel Corp., 208 South LaSalle 
Street, Chicago 4, Illinois. USS is a registered trademark 
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do better 


You can 


SOCKET SCREW PRODUCTS 
Cincinnati 2,-Ohio 


1853 Reading Road 


a 


on Inquiry Card—Page 32 





Products 





Two High-Capacity 
Abrasive Cutting Units 


Two new abrasive cutting units 
feature low cost and high capa- 
city. Heavy-duty unit is a low- 
cost “dry” type. Its rate of cut 
is 2 to 3 seconds per sq. in. of 
metal, and it can handle prac- 
tically all metals up to 4 in. 
solids, 5% in. O.D. pipe or tube, 
6 x 1 in. flat stock, 6 in. angle 
iron, and 8 in. channel iron. Sec- 
ond model is “wet” oscillating 
type which cuts steel bars and 
tubing up to 6 in. diameter at 
rate of 6-10 seconds per sq. in. of 
metal cut. Allison-Campbell Div., 
American Chain & Cable Co., Inc., 
Bridgeport 2, Conr. 

Write No. 27 on Inquiry Card—Page 32 


New Punch Eliminates 
Slug-Shedding 


A new slug-shedder punch is 
designed to eliminate slug-pulling 
in any die, regardless of material 
being pierced or its thickness. Coil 
spring extends 3/64 in. beyond 
punch point. When piercing mate- 
rials, compressed. spring pushes 


end slug away from the punch 
point, eliminating slug-pulling on 
the return stroke. Available with 
round punch points in diameters 
ranging from 1/16 to % in. and 
punch lengths from 2 to 3 in; 
special punches made to specifica- 
tions. Richard Brothers Punch 
Div., Allied Products Corp., 26500 
Capitol Ave., Detroit 39, Mich. 

Write No. 28 on Inquiry Card—Page 32 


Rotary Handle, Molded 
Case Circuit Breakers 


19 


Molded case circuit breakers in 
a new line feature integral rotary 
handles and offer maximum safe- 
ty and ease of installation. Break- 
ers include 15 to 100 amp 480 volt 
EF frame breakers, 15 to 225 amp 
600 volt F frame breakers, 70 to 
400 amp 600 volt J frame break- 
ers, and 125 to 800 amp 600 volt 
M frame breakers. Units can be 
used in  switchboards, control 
centers, control panels and in- 
dividual enclosures. New break- 
ers include many outstanding 
safety features and are attractive- 
ly designed. Federal Pacific Elec- 
tric Co., 50 Paris St., Newark 1, 
N. J. 
Write No. 29 on Inquiry Card—Page 32 


Extra-Tough, Low-Cost 
Coated Work Gloves 


Work gloves with a special new 
(Please turn to page 120) 
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SCOTCH 
“SCOTCH 
SCOTCH 
SCOTCH 
SCOTCH 
ASCOTCH 
SCOTCH 
Scorch 
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When you specify “SCOTCH” Brand on your orders for pressure-sensitive tape, § C C H 
you can be sure your costs will be /ow. For example, you save the expense of heavy in- 
ventories because ““SCOTCH” Brand Tapes are stocked by a coast-to-coast net- 
work of leading distributors—at least one of whom is near you. This means you 
can always get the “SCOTCH” Brand Tape you need when you needit ...no delays ! 
finest manufacturing standards in the industry. Second, 3M’s continuing program C H 
of research can “‘tailor’’ or create tapes to fill your exact needs. Finally, ““3M- 
MATIC” Taping and Dispensing methods help you meet high speed production 
schedules by matching the right tape to the best dispensing equipment. And 3M 
Technical Service is ready to help you get maximum benefits from all these 
“SCOTCH” Brand advantages. 
Like to know more? Call your nearest ““SCOTCH” Brand Tape Distributor 
tapes of 3M Co., St. Paul 6, Minn. Export: 99 Park Ave., New York 16. Canada: London, Ontario. ————= 
KES =—=s 
Miianesora (finine ann )ffanuractrurine COMPANY 4 yy 
» +. WHERE RESEARCH IS THE KEY TO TOMORROW SW A 
> KE 
For More Information Write No. 218 on Inquiry Card—Pag: 32 For More Information about ad on following 


“SCOTCH” Brand Pressure-Sensitive Tapes also help you cut production 
costs three ways: first, through roll-after-roll top quality . . . maintained by the . C 
or write: 3M Co., 900 Bush Ave., St. Paul 6, Minn., Dept. IAM-119. c C () T [ H 
When tape costs so /ittle, why take less than “SCOTCH” Brand? 
BRAND 
page Write No. 217 on Inquiry Card—pg. 32> 
NoOvEMBER 23, 1959 117 





LOOK FOR THESE VALUES TO ADD PROFIT 


IM; APPLICATION ENGINEERING—General Electric appli- 
cation engineers are available to assist you with specific 
application problems, integrating services of other G-E engi- 
neering components. 


[A prooucr DEVELOPMENT—At General Electric, one of 
every 13 employees is a scientist or engineer. Product re- 
search and development is carried on in 98 laboratories. G.E. 
currently invests over three times as much, per sales dollar, 
in research and development as the average for all industry. 


A NATIONWIDE SERVICE SHOPS—To assure you con- 

tinued, uninterrupted performance of vital electric 
components, G.E. maintains one of the nation’s most com- 
plete and extensive systems of service facilities. Also, General 
Electric offers you help in setting up a modern Productive Main- 
tenance program, and provides emergency downtime service. 


[0 wstauation AND SERVICE ENGINEERING—To facili- 
- tate on-timestart-upand furnish technical advice for you 
during installation, and to help train your operating personnel 


TO YOUR PURCHASES 


and check operation during initial stages, G.E. maintains an 
extensive Installation and Service Engineering organization. 


ANALYTICAL ENGINEERING—G-E analytical engi- 

neers, working with the latest tools of rapid analysis 
and computation, are available for studies on your special 
industrial problems. Their efforts constantly result in valuable 
additions to industry’s knowledge of electrical engineering 
technology. 


Pid reouecr COORDINATION—General Electric’s system 
of project coordination, focuses the full capability of 
management and engineering on your order for product com- 
binations or systems. 


PROMPT DELIVERY—Minimizing time between con- 
tract and start-up is an important added value of 
eneral Electric service. Prompt delivery assures you of 
obtaining improved product benefits as soon as possible, 
permitting you to realize production and operating economies 
with a minimum of delay. 





CHARLES B. ADAMS—Manager of General Electric Purchasing Service 
Discusses Productive Purchasing: 


Teamwork Helps Purchasing 
Identify Added Values 


Today’s purchasing agent no longer looks only for ‘“‘ the lowest priced product 
that will meet specifications” but for added product functions, values, and 
economies which provide greatest total value. The phrase “‘ productive purchas- 
ing’ aptly describes this modern outlook. 


Because of its broadened perspective, productive purchasing depends more 
and more on mutually helpful relationships with other people in other func- 
tions. Call this a team approach to determine total value if you wish, for 
that’s just what it is. 


Someone in your product engineering function, for example, would welcome 
an opportunity to simplify his own job by helping you to evaluate a supplier’s 
product development or application engineering function. Your marketing 
or sales management should also be delighted to help you pinpoint added 
values in a supplier’s product which he can pass on to customers. 


Teamwork in finding total value is at the heart of productive purchasing. 
It is also at the heart of the enhanced prestige which the purchasing function 
enjoys in industry today. General Electric Co., Section 666-2, Schenectady 5, 
New York. 


GENERAL @@ ELECTRIC 


GENERAL ELECTRIC COMPANY 

SECTION 8666-2 

MARKET SUPPORT—General Electric is vitally inter- SCHENECTADY 5, N. Y. 
ested in the welfare and growth of your business and 

industry and is active in supporting programs to help stimu- 

late the nation’s economy. 


QUALITY CONTROL—At General Electric, quality FREE BULLETIN 

control goes well beyond inspection of incoming ma- Please send me GED-3877 
terials and statistical testing of finished parts or products. 
The cost of this vital function is reduced, and the benefits 
passed on to customers through a new concept, total quality 
control, which influences every operation from receipt of 
order to shipment. 


VALUE ANALYSIS—Almost every product manu- 

factured by General Electric has been value analyzed 
to enhance final product usefuiness and value content while 
at the same time reducing product costs. Customers benefit by 
getting the lowest price for products that will reliably supply 
all the values needed. 


containing more information 
on Productive Purchasing 


NAME 
COMPANY 


ADDRESS 
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SPEED REDUCERS 


available in ratios of 
5 to 1 to 60 to 1 


PERFECTION 
worm gear 


Perfection Worm Gear Speed Reducers by American Stock Gear are 
available in 9 complete series with ratios ranging from 5 to 1 to 60 
to 1 for input revolutions ranging from 300 per minute to 1800 per 
minute. Speed Reducers are furnished in horizontal right angle drive 
with worm in either top or bottom position and are also furnished in 
vertical right angle drive. Integral worm and shaft is made of selected 
quality, case hardened alloy steel. Threads are precision ground and 
accurately mated with worm gear. Shafts are mounted in Timken anti- 
friction roller bearings. Heavy rigid cast-iron housings . . . easily 
accessible oil filling level and drain plugs are provided for oil reser- 
voir. Oil seals are of selected cirvis leather which assures maximum 
sealing effect. Available through your nearest American Stock Gear 
Distributor. 


Write for new 16 page catalog covering 
the complete PERFECTION Speed Reducer line. 


AMERICAN STOCK GEAR oivision 


PERFECTION GEAR COMPANY 2 HARVEY, ILLINOIS, U.S.A. 


For More Information Write No. 218 on Inquiry Card—Page 32 





Products 
(Continued from page 116) 





coating provide remarkable tough- 
ness for longer on-the-job life at 
low cost. Coating provides superi- 
or resistance to most industrial 
chemicals. Snag and abrasion re- 
sistant coating also has reflective 
quality which helps to keep hands 
cool and comfortable. It will not 
crack or peel, and it remains pli- 
able for life of the glove, insuring 
swift, sure handling of materials. 
Available in eight different styles, 
including knit wrist, band top, 
gauntlet and safety cuff. Surety 
Rubber Co., Carrollton, Ohio. 

Write No. 30 on Inquiry Card—Page 32 


New Table-Top 


A new table-top chain conveyor 
is durable and versatile. Unit will. 
carry bottles, cans, jars, small 
parts, packages, etc. It can be 
used with separate filling or cap- 
ping devices or integrated with 
other machines to form a com- 
plete system. Turntables can be 
supplied at transfer points as re- 
quired. Chains are available in 
case hardened plain steel or stain- 
less steel and in 3%, 4, 4%4, 6 and 
7% in. widths. Conveyor Spe- 
cialty Co., Inc., North Quincy, 
Mass. 

Write No. 31 on Inquiry Card—Page 32 


New Glass Base 
Epoxy Laminates 


(Please turn to page 124) 
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U.S.I. CHLORINE and CAUSTIC SODA 


... from Huntsville, Alabama 


Two U.S.I. plants, conveniently located at Huntsville, 
Alabama, can now supply your chlorine and caustic needs. 


Make U.S.I. your preferred supplier of these paper 
chemicals. Here are some profitable reasons why you 
should: 


e Your orders will arrive at a U.S.I. plant almost as 
soon as they leave your own—through U.S.I.’s automated 
order-handling system based on an extensive teletype 
network. 


e Your orders will be delivered rapidly and without com- 
plications — because of the convenience of the Huntsville 
location and the efficiency of the order-handling system. 
e You’ll be working with a 50-year old chemical manu- 
facturing company with a reputation of service to its 
customers throughout that half century. 

e You'll be working with a large and continually-grow- 
ing company that today has warehouses, plants and sales 
offices in 27 locations across the nation. 

Liquid chlorine is shipped from Huntsville in tank 
cars. Commercial grade 50% liquid caustic soda is 
shipped in tankcars, tank trucks, barges. Other U.S.I. 
plants supply sodium peroxide, ammonia, polyethylene. 


For More Information Write No. 


NoveMBER 23, 1959 


The coupon below provides a convenient way to find 
out more about U.S.I.’s supply and service capabilities. 
Why not drop it in the mail now while you think of it? 


U. S. Industrial Chemicals Co., 99 Park Ave., New York 16, N.Y. 
We'd like to know more about U.S.1. 


©) Send brochure “National Distillers Expands in the Chemical 
Industry” 


CO) Send information on your Automated Order Handling System 


O] Have a salesman call for an appointment to discuss chlorine 
and caustic soda 


©) Put me on your mailing list 
Name 


Title 

Company 

Address 

City and State. 


Pee 
boowececceseccccecescoececcoe 


USTRIAL CHEMICALS CO. 


Division of National Distillers and Chemical Corp, 
99 Park Ave., New York 16, N. Y. 
Branches in principal cities 


on Inquiry Card—Page 32 
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WAYS to 


REDUCE PLANT 
MAINTENANCE 


Now, more than ever, plant engineers and maintenance men specify Garlock 
GUARDIAN* Gaskets and Larrice-Braip* Asbestos Packings for safe, long lasting 
prevention of equipment failure due to high pressures and temperatures. Here 
are their reasons: 


GARLOCK GUARDIAN GASKETS 


adjust themselves automatically to maintain positive seal when pressures and 
temperatures change. No need to retighten bolts periodically. They are con- 
structed of spiral wound strips of V-shaped steel, alternated with layers of asbestos 
... this enables GUARDIAN Gaskets to “spring” back to shape after compression. 
Also permits using lower bolt loads. Use them on boiler manholes, handholes, tube 
plates, and pipe flanges, where pressures rise as high as 2500 psi, temperatures to 
1050° F. Available in round, oval, square, oblong, diamond, and pear shapes; 
practically any sizeand in thicknesses 14”, .175”,and 4”. Write for Catalog AD-104. 





GARLOCK LarTTICcE-BRAID ASBESTOS PACKINGS 
require less gland pressure than conventional packings; accordingly, they require 
adjustment less often. Moreover, Lattice Brain outwears all conventional pack- 
ings thus reducing downtime for repacking. Why? Because Latrrice-Braip is 
made of a through-and-through braided construction; each strand passes diago- 
nally through the packing body at a 45° angle, resulting in a unified structure of 
greater strength. The strands hold together even when the packing is worn far 
beyond the limits of ordinary braided packings. Next time, repack reciprocating 
rods or pump shafts with Larrice-Braip. See for yourself why so many others 
use Latrice-Braip asbestos packing against steam, oils, gases to 700° F. Write 
for Catalog AD-131. 


















































Both these products are part of the Garlock 2,000 . . . two thousand different 
styles of packings, gaskets, and seals for every need. The only complete line. . . 
that’s why you get unbiased recommendations from your local Garlock repre- 
sentative. Call him for further information. 


THE GARLOCK PACKING COMPANY, Paimyra, N. Y. 
For Prompt Service, contact one of our 26 sales offices and warehouses throughout the U.S. and Canada. 


*Garlock Trade Mark 


Gru Fe Ku <> < FX. CANADIAN DIVISION: 


The Garlock Packing Company of Canada, Ltd. 


PLASTICS DIVISION: 
Packings, Gaskets, Oil Seals, Mechanical Seals, United States Gasket Company 
Molded and Extruded Rubber, Plastic Products 
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Now Your Most Complete 
Reference For 
Threaded & Headed Products! 


NEW 
1960 EDITION 


SCREW & SPECIALTY CO., 


METAL FASTENERS 


CATALOG 


For more than 25 years Atlas 


Screw & Specialty Co., Inc. has 
been synonymous with quality 
and service. In keeping with our 
desire to serve you best, we 
have just completed printing our 
newest catalog. The list prices 
published therein are up to date 
and reflect the most current 
changes. 


, FREE! 
Yours a8 York office 
t your copy of 


talog 59P 


Write to our 
and eae 


Our Factories And Warehouses 


Are Centrally Located To Guarantee You. 


Fast And Efficient Service. 


ATLAS 


SCREW & SPECIALTY CO., 


450 Broome St. 
N.Y. 13, N.Y. 


3661 N.W. 48 St. 
Miami, Florida 


INC. 


396 Jellif St. 
Newark, N.J. 


250 Mill St. 
Waterbury, Conn, 











For More Information Write No. 221 
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(Continued from page 120) 

Two new general-purpose 
grades of epoxy-impregnated, 
glass base laminated plastics are 
designed for electrical insulation 
applications requiring high reli- 
ability in severe service condi- 
tions. They offer low electrical 
loss properties and good arc re- 
sistance and dielectric strength. 
Available in plain sheets or in 
copper-clad sheets for printed 
circuit applications, in sizes of 
38 in. x 42 in. and 38 in. square. 
Fabricating qualities are good, 
and both grades feature excellent 
tensile and impact strength and 
good compressive strength. Con- 
tinental-Diamond Fibre Corp., 
Newark, Del. 

Write No. 32 on Inquiry Card—Page 32 





Additions to Fractional 


HP Gear Motor Line 


An established AC fractional 
HP gear motor line has added 
new lightweight models in rat- 
ings from one-eighth to three- 
quarters HP. New models are 
right-angle and integral-type de- 
signs with output speeds, respec- 
tively, of 197 down to 6 RPM, and 
780 to 13.5 RPM. Also available 
is a new fractional HP motor- 
mounted brake, rated 3-pound- 
feet of torque. Principal applica- 
tions are expected to be in ma- 
terials handling, machine tool 
and food machinery industries. 
General Electric Co., Schenectady 
ik. 

Write No. 33 on Inquiry Card—Page 32 


New Grade in 
Stainless Steel Strip 
A new grade of straight chro- 
mium stainless steel strip which 
has been extensively tested in 
fabricating plants is now avail- 


able. New grade is intended to 
provide better workability in 
stretch bending and deep drawing. 
Surface characteristics and cor- 
rosion resistance are good. Im- 
provements in physical proper- 
ties and forming characteristics 
of new grade is due to small alloy 
addition and application of newly 
developed processing techniques. 
Universal-Cyclops Steel Corp., 
Bridgeville, Pa. 

Write No. 34 on Inquiry Card—Page 32 


AC-DC Welder and 
AC Power Unit 


A new gasoline engine-driven 
combination arc welder and pow- 
er unit is designed especially as 
a source of power for tungsten- 
inert-gas-shielded arc welding 
where normal power is not avail- 
able. Unit has only one engine 
and one generator, yet it pro- 
vides current for either AC or 
DC welding. It is rated 250 amps, 
30 volts for DC welding and 300 
amps, 30 volts for AC welding, 
both ratings on 100% duty cycle. 
Unit can also be used as a source 
of single phase, 110/220 volt AC 
power of 10 KW capacity. Hobart 
Brothers Co., Troy, Ohio. 

Write No. 35 on Inquiry Card—Page 32 


Low-Cost Tool Bit 
Grinding Fixture 


A new low-cost tool bit grind- 


(Please turn to page 130) 
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New film by Scott’s 

Washroom Advisory Service 

shows quick, low-cost ways 
A to improve 


Maintenance Foreman James E. Hannaford (left), and William J. Miller, Super- 
intendent of Plant Maintenance, in foreground of American Airlines’ new 


o . 
$444-million maintenance facility at the Los Angeles International Airport. washrool efficienc 
Scott’s Washroom Advisory Service helped design the washrooms and locker 


rooms for economy and efficiency. 





This colorful and brief (only 14 minutes) sound-strip 
film suggests several simple and inexpensive changes 
you can effect now to make your washrooms more 
cheerful, efficient in traffic flow and easier to maintain. 
You and your people can see it free of cost or obliga- 
tion—simply mail the coupon today. 

Scott’s Washroom Advisory Service is based on ex- 
perience gained in helping to plan nearly a million 
business and industrial washrooms. We stand ready to 
assist management in evaluating existing washrooms 
with comprehensive studies and written confidential 
reports. For more information, write Scott Paper Com- 
pany, Chester, Pennsylvania. 


4 ae] - - ee ~ 
* - s hi. 
: , “(ena 
Scott suggestions included design and location of mechanics’ washrooms in 
open bays in the hangar immediately adjacent to the work areas. Toilet facili- 
ties are in adjoining rooms. ‘‘This arrangement saves 35% in man-hours 


alone,’’ says Hannaford. ‘| estimate the maintenance savings to be four to 
five hours daily.”’ 


Peer ee ae eee ere ee a 


Arrange for us to see ‘The Day That 
Dooley Found Peace,’’ a 14-minute 
sound-strip film about high mainte- 
nance costs, employee complaints and 
how Dooley solves these problems. 


For fast traffic flow, wash 
fountains, large wall mir- 
rors and three-sided towel 
dispenser-receptacle are 
arranged accordingtoprin- 
ciples of good washroom 
design. Ceramic tile wain- 
scotting and tile floors pre- 
serve sanitation and cheer- 
ful appearance—are easy 
to keep clean. 


Send illustrated booklet, ‘‘Scott Wash- 
room Advisory Service,’’ showing how 
to plan washrooms, locker rooms and 
lounges for efficient traffic flow, mini- 
mum maintenance, better appearance. 


Scott Paper Company 
Department P-91] 
Chester, Pennsylvania 


Name 
Title 


Company 


WASHROOM 


SCOTT PAPER Eanes 
SERVICE 


Address__ 


City Zone State 




















Clete Smith, 

who helped develop a special 
solvent formulation for flushing 
rocket fuel tanks, says 

you'll like doing business 

with Columbia-Southern 


Technical Service Engineer Clete Smith is one of many Columbia- 
Southern specialists who recently teamed up to formulate a new solvent 
for cleaning rocket fuel tanks and other parts without damage to the 
special metals and alloys used in rocket construction. 

Aimed at solving a specific customer problem, this product is one 
example of Columbia-Southern’s emphasis on keeping customers’ needs 
foremost. Throughout the company, the aim is to develop products 
and methods and to work closely with customers to insure the most 
effective use of Columbia-Southern chemicals—and service. 

For example, Technical Service recommendations on vapor degreas- 
ing with Cites Mlaalieaia Trichlor recently saved a large chain-saw 
manufacturer $2,100 in tank maintenance costs in just 22 weeks. And 
an analysis of a window-frame vapor degreasing set-up, also using 
Trichlor, resulted in a 30% reduction in solvent consumption. 

These are just some of the reasons why so many companies in every 
industry find it pleasant—and profitable—to do business with Columbia- 
Southern. They like the extra service Columbia-Southern routinely 
delivers along with its quality products. 

Anhydrous Ammonia, Barium Chemicals, Benzene Hexachloride, Calcium Chloride, Calcium 
Hypochlorite (Pittchlor®, Pittabs®), Carbon Tetrachloride, Caustic Potash, Caustic Soda, 
Chlorine, Chlorinated Benzenes, Chloro IPC, Chrome Chemicals, Hydrogen Peroxide, Muriatic 


Acid, Pacific Crystals, Perchlorethylene, Rubber Pigments (Calcene®, Hi-Sil®, Silene®), 
Soda Ash, Sodium Bicarbonate, Sodium Sulfate, Titanium Tetrachloride, Trichlorethylene 


columbi 
UO thern 


CHEMICAL CORPORATION 


A Subsidiary of Pittsburgh Plate Glass Company * One Gateway Center, Pittsburgh 22, Pa 
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Includes 


ADDRESSES 
TELEPHONE NUMBERS : 
NUMBER OF EMPLOYEES 
TRADE NAMES 


and the PRODUCTS of firms 
selling to industry 


Conover-Mast 


Purchasing Directory 


205 E. 42nd Street New York 17, N. Y. 
e MUrray Hill 9-3250 e 


For More Information about ad on facing 
page Write No. 224 on Inquiry Card—pg. 32> 
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SPECIALTY CONVERTING PAPERS 





We make dozens of different specialty 
converting grades, including: 


Flame Resistant 
Brown Imperial 
Crepe for laminating 
Hysorb 
Neutral Papers 
Hospital Backing 
Die Wipe 
Wet and Dry Waxed 
Durocrepe for masking 





Our unique York Haven mill “custom-tailors” 
specialty converting papers to your order! 


RING your problems on specialty converting sives. You name it—they most likely make it. 

B papers to us. Our skilled papermakers, many Our York Haven mill specializes in “custom- 
belonging to third and fourth generation families tailored” orders. When necessary, our York Haven 
working in the mill, know how to make dozens of machines can make as little as 5 tons of a given 
different specialty converting papers. type of paper. 

Variety ? These craftsmen thrive on it! They can Special pulps are available. Send us your specifi- 
switch from making paper for the linoleum industry cations. Let us quote on your next specialty con- 
for example, to special paper for wrapping explo- verting paper order. 


Southern Kraft Division I N T E R N AT I Oo N A L PA Pp E R New York 17, N. Y. 





PERRYGRAF 


SLIDE-CHARTS 


SLIDE-CHART 
SPECIALISTS 


Perrygraf handles the job from 
development of Design to Delivery 
...has created more than 20,000 
designs for hundreds of products 
...Consumer...Commercial...Pro- 
fessional and Industrial. 
200,000,000 Perrygraf-Designed 
and Produced Slide-Charts have 
served as CALCULATORS. ..SELEC- 
TORS...VISUALIZERS...“CATA- 
LoGs”’ and sure guides to correct 
product applications, use, servicing 
and repair. 
Two Modern Plants. ..one geared to 
runs of millions, the other to hun- 
dreds...have finest facilities for 
accurate printing and assembly. 
Deliveries at rates as high (in a 
pinch) as a million per week. 
Prices—Consistent with quality 
work and dependent on quantity 
and materials range from 2¢ to 
several $...average 16¢. 

We invite inquiries 
PERRYGRAF CORPORATION 
Founders of the Slide-Chart Industry 
Dept. P-119 * 150 So. Barrington Ave. 
Los Angeles 49, California 











For More Information Write No. 225 
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. 
for Profit! 
Specify Chicago Molded 


These injection molded nylon shapes com- 
pose a unique Venturi valve unit used to 
regenerate the mineral bed of a Culligan 
Water Softener. Previously, they were brass. 
By switching to Chicago Molded thermo- 
plastics, performance and durability were 
improved, material cost cut, machining and 
finishing eliminated. Your job may be smaller 
or very large, may require a different plastic, 
compression or transfer molding. To pur- 
chase for profit, specify: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 


1028 North Kolmar, Chicago 51, Ill. 


130 





Products 
(Continued from page 124) 





ing fixture for use on surface 
grinders features pressed steel 
construction, with precision- 
ground master surfaces. Unit 
quickly sets up for any combi- 
nation of rake and clearance 
angles, and it grinds all sides in 
one setting. Fixture holds any 
single point tool such as thread- 
ing tools, boring tools and lathe 
tools. Compound angle markings 
are stamped into each tool. Over- 
all size is 3 x 3 x 3 in., tool bit 
capacity is % x 2% in., with 
sizes for bits up to 2% in. square 
by special order. Montgomery & 
Co., Inc., 401 Morris Ave., Spring- 
field, N.J. 
Write No. 36 on Inquiry Card—Page 32 


“Ripple” Soles in 
Industrial Footwear 


os " nhs Boke. 

The comfort and shock-absorb- 
ing qualities of “Ripple” soles 
popular in sport shoes are now 
available in industrial footwear. 
Soles have the ability to resist 
oils, acids, and alkalines which 
are found in machine shops, gas 
stations and industrial plants and 
which deteriorate some other rub- 
ber soles. Other advantages in- 
clude absorption of heel shock, 
reduction of foot fatigue, increas- 
ed traction, balanced weight from 
heel to toe, and absorption of out- 
side vibrations. Colt Cushioncraft 
Shoe Co., Boston, Mass. 
Write No. 37 on Inquiry Card—Page 32 


New Line of 
Porous Alumina Tubes 


Porous, pure alumina tubes in 
a new line are designed for melt- 
ing and heat treatment processes 
and research at temperatures up 
to 1900 degrees C—3450 F. De- 


veloped specifically for hydrogen 
and cracked ammonia reducing 
atmospheres, tubes are recom- 
mended for use with platinum, 
molybdenum or tungsten wound 
heating elements. Because of fine 
grain alumina structure, there is 
minimum of abrasion of heating 
element. Available in sizes rang- 
ing up to 6 in. I.D. x 48 in. Mer- 
ganite Inc., Refractories Division, 
3300 48th Ave., Long Island City 
1, N.Y. 
Write No. 38 on Inquiry Card—Page 32 


Cabinets for Jig Borer 
and Grinder Accessories 


New steel cabinets accom- 
modate valuable gages, fixtures, 
special tools, etc., used with jig 
borers and jig grinders. Heavy- 
gage and fire-resistant cabinets 
have 29% x 60 in. plastic work 
surface for drawings. Cabinet 
height is 3142 in. Drawers operate 
on ball bearings, will not sag or 
spill, and will support up to 300 
lbs. Drawer partitions and wood- 
en bottom inserts with felt over- 
lays are supplied for individual 
needs. Built-in locking device 
protects contents when not in use. 
Vidmar, Inc., 2323 Reach Rd., 
Williamsport, Pa. 

Write No. 39 on Inquiry Card—Page 32 


New Precision 


Wheelhead Motor 


(Please turn to page 134) 
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“How Jessop Tests 
Stainless Steel 
in Boiling Nitric Acid” 


L.W. Cooper, Chief Metallurgist 


**From experience, our customers 
know this is a fact: Specify Jessop for 
specialty steels... and then relax! Of 
the many reasons why this is true, 
here’s one... 

“In evaluating corrosion resistance, 
one of the procedures we use is the 
ASTM boiling nitric acid test. Stand- 
ard and simple? Yes. But expert eva/- 
uation is of great importance to the 


Green River Steel Corporation 
Jessop Steel of Canada, Ltd. 


Stainless, alloy, tool, 


customer. That’s why, at Jessop, a 
top metallurgist closely supervises 
each of the five 48-hour test periods. 

“Overly cautious? Because we're 
overly cautious in every phase of steel 
production and quality control, 
Jessop has earned the reputation for 
producing specialty steels tailor- 
made to the most exacting specs — 
Specify Jessop . . . and then relax!” 


Jessop Steel International Corporation 
Steel Warehousing Corporation, Chicago 


Here, boiling nitric acid is used to evaluate 
the corrosion resistance of Jessop stainless 
steel plate. 


Checking the grain size of tool steel, this 
Jessop metallurgist uses a microscope with 


a camera attachment. VMA 6767 


Jessop 


STEEL COMPANY 


Washington, Pennsylvania 











SPANG Distributor: W. T. Andrew Company, Detroit, Michigan 
Mechanical Contractor: Harrigan & Reid Company, Detroit, Michigan 


SPANG Pipe gives Rinshed-Mason, paint manufacturers, the 
top-quality performance they need for their solvent lines. 


“In 40 years of buying SPANG, 
we've never received one foot of defective pipe” 


SPANG Pipe plays an especially 
important role at the inert gas 
reducing station. Any pipe fail- 
ure inthis system could be costly 


in terms of paint spoilage; finest 


materials must be used to in- 
sure reliable performance. 





says Mr. William J. Whelan, Purchasing Agent for Harrigan & Reid Company, Detroit, Michigan 


“Reliability is the one word that best charac- 
terizes SPANG Steel Pipe” reports Mr. Wheian. 
“Actually, there are three good reasons why 
we buy SPANG Pipe: one, SPANG prices are com- 
petitive in every respect; two, delivery adheres 
to promised commitments ; three, SPANG quality 
is consistently high. 

“In this piping installation at Rinshed-Mason 
Company, a major paint supplier for the auto- 
motive industry, top-quality pipe was especially 
important. Besides the plumbing and heating 
systems, we used SPANG Pipe extensively in the 
paint-processing system. This process piping 
carries raw materials and intermediate products 


from storage tanks to weighing tanks, then to 
production equipment. 

‘Altogether, approximately 40 different kinds 
of liquids are carried by this process piping, in- 
cluding vegetable oils, phthalic anhydride, and 
a variety of 16 solvents.” 


SPANG CAN MEET YOUR REQUIREMENTS, TOO. 
Whether you’re installing plumbing and heat- 
ing systems or more demanding systems of 
process piping, quality-controlled SPANG Steel 
Pipe is your best bet for reliable installations. 
Call your local SPANG Distributor for the top- 
quality steel pipe . . . SPANG Steel Pipe. 


THE NATIONAL SUPPLY COMPANY 
Subsidiary of Armeo Stee! Corporation Wy 


TWO GATEWAY CENTER, PITTSBURGH, PA. 





we can’t promise you the 


Are you fed up with claims that a certain prod- 


uct will “cut costs” . . . “boost production”... 
“raise operating efficiency”... ‘‘increase your 
profits” ...in short, are you being offered the 


moon but find yourself left on the launching pad? 

Then you'll want to consider SIMONDS HIGH 
SPEED STEEL METAL CUTTING BAND 
SAW BLADE. Here’s a blade that actually will do 
what you want it to in terms of square inches of 
cutting per hour, per blade ...in terms of resist- 
ance to wear and breakage ... in savings in 
downtime for blade changing. 

Here’s a HIGH SPEED STEEL BLADE we 
know will measure up to your expectations because 
(1) it’s designed and engineered like a fine cutting 
tool; it’s heat treated by newly developed tech- 
niques that produce maximum tooth hardness 
without damaging the cutting points while main- 
taining the toughness and flexibility of the back; 
and it’s flex-tested to insure trouble-free on-the-job 
performance including the weld and (2) report 


moon, 


i 





after report from tests and production cutting in 
large plants in many industries verify that here, 
at last, is a HIGH SPEED STEEL band saw 
blade that really works. 

We can’t (and don’t) promise you the moon, 
BUT we do offer you a saw for production cutting 
off that will withstand high speeds and heavy feeds 
and give you straight, accurate cuts with a fine 
finish. Put a SIMONDS HIGH SPEED STEEL 
SAW to work for you and find out how much 
better it really is. Call your Simonds Distributor. 


FITCHBURG, MASS 









SIMONDS 
industrial Supply 
DISTRIBUTOR 


For More Information about ad on facing son Wei a ed Ll 
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Now—one liquid multi-cleaner 


for a// your maintenance needs 


OAKITE 


This new liquid detergent, Oakite 202, cleans just about 
everything. It’s getting a great welcome from P.A.s, who 
have always wanted one cleaning material that would do 
the work of three or four. With Oakite 202 inventory costs 
are lower, maintenance cleaning is simplified and shortened, 
storage is reduced... and you get better cleaning, too! 


Versatility is the big plus factor in Oakite 202. Here are just 
a few of the soils it can handle effectively: oil, road film, 
lint, ink, bug juice, soot, light carbon, scuff marks, 
fingermarks. 


Furthermore, it’s perfectly safe on: aluminum, steel, 
painted work, concrete, wood, linoleum, asphalt tile. 


And here are just some of the many jobs where it is 
giving outstanding performance: cleaning floors of every 
type, from airfield ramps to hotel lobbies; washing 
trucks, aircraft and other transportation equipment; 
spray-cleaning walls, machinery and equipment in 
metal working plants, textile mills, paper mills, 
garages, printing plants. 


You can apply Oakite 202 by spraying, mopping, brushing. 
It pours freely, dissolves at once in hot or cold water, makes 
generous suds, rinses clean. Personnel like it—it’s safe and 
pleasant to use. Best of all, it’s economical, with only 1 to 
2 oz./ gal. solution needed on most jobs. 

For more information about this versatile new liquid 
detergent, call your local Oakite man or write to Oakite 
Products, Inc., 54 Rector Street, New York 6, N. Y. 


OAKIT 


1909-1959 


years’ leadership in industrial cleaning 
Technical Service Representatives in Principal Cities of U. $. and Canada 


Export Division Cable Address: Oakite 


For More Information Write No. 229 on Inquiry Card—Page 32 
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A new precision wheelhead 
motor is designed for grinding 
wheel applications. Totally en- 
closed, fan-cooled unit is con- 
structed to isolate 120 cycle vi- 
bration produced in the magnetic 
iron, thus eliminating a cause of 
blemishes on the ground surface 
of the work. Standard NEMA 
mounting dimensions are re- 
tained. Rotor is balanced to 0.0001 
in. Maximum shaft runout is held 
to 0.00025 in. Normally built with 
Class “A” insulation, rated 55 de- 
grees C rise, Class “B” insulated 
motors can be built with 55 to 72 
degrees C rise. Westinghouse 
Electric Corp., P. O. Box 2099, 
Pittsburgh 30, Pa. 


Write No. 40 on Inquiry Card—Page 32 


60-Ton Electric 
Hydraulic Press 


A new 60-ton electric hydraulic 
press has the ability to take rough 
treatment in continuous duty. 
Machine is designed to meet 
bending, straightening and pres- 
sing requirements in factories, 
rolling mills, machine shops and 
maintenance departments. Many 
safety innovations prevent over- 
loading and damage. A 7% in. 
ram stroke at speed of 25 in. per 
minute at zero load and 17 in. 
per minute at capacity is standard 
with 5 HP drive motor. Elec- 
trical operating controls are 
in centrally located switch box. 
American Chain and Cable Co., 
Inc., 929 Connecticut Ave., 
Bridgeport 2, Conn. 

Write No. 41 on Inquiry Card—Page 32 
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BRASS 


...especially Western Brass... 


has done...is doing... 


and will do...many jobs better than 


any other metal. Western Brass 


is “tailor-made” for 
each job. 


* Sheet and Strip Specialists in Brass and Copper * 


The man from Western is only a phone call away 
3 MATHIE. 
.Y s 


° % 
0 


Z 
%, BRASS 


a 
“t corr? 


Zz MILLS: East Alton, ill., New Haven, Conn. « SALES OFFICES: Boston e Chicago « Cincinnati « Cleveland « Dallas « Dayton « Decatur, Ga. « Detroit 
o Grand Rapids « Indianapolis « Long Island City Los Angeles « Milwaukee » New Haven « Philadelphia « Rochester * Rockford, III 
A 


« Saint Louis 
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the most 


important thing to 
look for in drills is 


on the nameplate! 


Skil is the mark of a drill that will do the job it was bought to do... a drill with something 
extra in the “‘built-for-keeps’”’ department ...a drill with beefed-up bearings, 
gears and switches for fewer breakdowns and next-to-nothing maintenance 
costs ... a drill with power to spare when the going gets heavy. 


The only question is which Skil drill best meets your specific drilling need. 


Skil makes as broad a range of models as you'll find .. . from compact, powerful 14-inchers 
up to 34-inch and 1-inch “big jobs.”’ Close to 100 specialized accessories greatly 
multiply their usefulness. 


We promise you this: Any one of 21 different SKIL models you choose will change 
a lot of your ideas about drills. Your SKIL dealer has the facts to convince you. 
Get in touch with him soon and ask for a free copy of the 58-page SKIL Industrial 
Power Tool Catalog. It contains detailed information on over 100 different 
SKIL Industrial Tools. Or simply mail coupon. 


P.S: 34 completely equipped factory branches and 50 factory-authorized SKIL service 
stations are strategically located for quick, reliable service. 


21 DIFFERENT 
MODELS— HANDLE 
THE TOUGHEST 
DRILLING JOBS 
GOING! 


Lf 
=) 


Y%-inch MODEL 138 ; 


(standard duty) 





ww ™ ~~ 


SKIL weet 290 E 
ts 


Famous SKiLand SKILSAW 
products, made only by 
SKIL Corporation, 5033 
Elston Avenue, Chicago 30 
Illinois. In Canada: 3601 
Dundas Street W., Toronto 
9, Ontario 


%-inch MODEL 2103 %-inch MODEL 290 | 
(heavy duty) | (reversing) 


FREE! 58-PAGE INDUSTRIAL 
POWER TOOL CATALOG 


SKIL Corporation, Dept. P-119 
5033 Elston Avenue « Chicago 30, Illinois 





In Canada 
3601 Dundas St., West « Toronto 9, Ontario 


1-inch MODEL 443 


(reversing) 0) Please send me name of nearest SKIL Dealer 


Please send FREE 58-page Industrial Tool Catalog 


Name 


Company 


Y%-inch MODEL 243 ¥%-inch MODEL 78 


Address 
(heavy duty) (standard duty) 


ne 





[—— - - - F7 





Rocket- 
Fast 
Shipment 


from 
world’s largest 


STOCK « 
Stainless 


Steel 


No long countdowns here. 
Allmetal stainless fasteners 
are stockpiled in advance 
—ready to go on your order. 
Fasteners in Commercial, 
AN, MS specs. You get fast 
delivery, precision quality, 
plus mass production 
economy when buying 
direct from stock. 
Special fasteners also 
fabricated to your exact 
requirements on extremely 
short notice. Full range of 
raw materials assures 
prompt service. Simply send 
lueprint or specifications. 


Pins * Bolts * Nuts ¢ Screws 
(including slotted and Phillips . 
—magnetic and non-magnetic) 
e Washers ¢ Cotters © Rivets 

* Rods ¢ Studs « etc. 





PHONE OR WRITE 
for prompt quotation or 
shipment. Send for catalog. 


SCREW PRODUCTS COMPANY, INC. 


Manufacturers of Stainless Fasteners Since 1929 
821 Stewart Avenue, Garden City, L.1., N.Y. 
Phone: Ploneer 1-1200 TWX GCY 603 
Midwest Division 
6424 W. Belmont Avenue, Chicago 34, Illinois 
Phone: AVenue 2-3232 TWX CG 3185 
West Coast Division — Office and Warehouse 
5822 West Washington Blvd., Culver City, Calif. 
Phone: WEbster 3-9595 TWX LA 1472 


For More Information Write No. 232 
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Roller Bearing Series 
with Unique Design 


A new series of channel-shaped 
outer ring roller bearings fea- 
tures a unique cage design. Long- 
er and larger rollers in these 
standard inch-size cage-type roll- 
er bearings result in greater ca- 
pacities. Made in sizes ranging 
from 34 in. to 4 in. bore, bearings 
may be applied directly to hard- 
ened and ground shafts or used 
with inner rings which are also 
available. Distinctive design com- 
bines highly effective roller guid- 
ance, minimum internal friction, 
and generous provisions for lubri- 
cation to permit higher-speed op- 
eration. Torrington Co., Torring- 
ton, Conn. 


Write No. 42 on Inquiry Card—Page 32 


New Non-Sparking 
Safety Pail 


A new non-sparking safety pail 
is designed for aviation, marine 
and industrial use and is ideal for 
handling high octane fuels. Pail 
is one-piece molded rubber-fiber. 
It has no seams to split, and it re- 
sists the effects of high solvents, 
battery acids, jet fuels, chemicals 
and caustics. Safety pail will with- 
stand crushing, will not spark 


when scraped or hit, can be thor- 
oughly cleaned with no difficulty 
and has a long life. Available in 
10 qt. size, graduated for easy 
measuring. Fortex Industries, 44 
Whitehall St., N. Y. 4, N. Y. 


Write No. 43 on Inquiry Card—Page 32 


New Design on 
Electric Vibrator 


A new electric vibrator fea- 
tures a mounting aspect which 
puts vibrational orbit close to 
and parallel with hopper wall, 
thereby eliminating need for re- 
inforcing plate on thinnest hop- 
per materials. Unit offers stepless 
speed control from 2000 to 10,000 
VPM while operating. Insures 
constant flow of materials from 
bins and hoppers for chemical - 
plants, food packaging, concrete 
molds, etc. Vibrator has forced 
air cooling and fully enclosed elec- 
trics. Operation is on 115 V, AC- 
DC through simple rheostat. Mar- 
tin Eng. Co., Neponset, Ill. 

Write No. 44 on Inquiry Card—Page 32 
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“ . , Thanks loads everybody, 
for the birthday gift. . .” 
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Specify VEEDER-ROOT No. 159] Quick Reset, High Speed Magnetic Counter 


The No. 1591 is designed for accurate, dependable remote indication of machine operation, or for 
counting articles at high speed. Speed is 3000 counts per minute, 4 or 6 figures, manual or electrical 
reset, and made for panel mounting. Maximum panel area required is: 1.7” x 2.1” for four figures and 
1.7” x 2.8” for six figures. The 1591 is available from stock. 

Send for Veeder-Root Technical Information. Complete catalog data will be sent to you at 
once and application assistance is available from a Veeder-Root Counting Engineer if desired. Write 
or call today. 





Zz 

m . 
The No. 1591 resets to zero  f ad we t V/ Hartford, Conn. « Greenville, S. C. 
with the flick of a finger ee e r- oo inc. »\ Altoona, Pa. * Chicago * New York 
with manual reset, or in one ARTFORD 2, CONNECTICUT ‘ Los Angeles « San Francisco ° Seattle 
second with electrical reset. , Je. /Vame. Wi Vhuidg” St. Louis * Montreal. Offices and 


Agents in other principal cities 





RIBAID Thread Cutting Oils are available 
in convenient (4 ounce Nu-Clear only), 

1 quart, 1 gallon, (2 gallon Nu-Clear 

only), 5 gallon, 30 gallon and 

55 gallon containers. 


Products 


New High Speed 
Profile Milling Machine 





A new high-speed profile mill- 
ing machine cuts simple radii and 
irregular shapes in seconds with 
no set-up or layout. Unit is avail- 
able as either semi-automatic or 
fully automatic machine and no 
previous experience or training 
is needed. Operator simply slips 
material to be profiled into a vise 
and moves a handle through 180 
degree arc. On automatic model, 
tool feed is actuated through 
pushbutton control. Semi-auto- 
matic model was designed for cut- 
ting simple radii. Automatic mod- 
el will produce any profile within 
180 degree arc. McKay Machine 
Co., Youngstown 1, Ohio. 

Write No. 45 on Inquiry Card—Page 32 


New High-Speed 
Air Sander 


Same dies, same pipe, but 
RIGID Thread Cutting 
Oil made the difference! 


4 Tests prove Fi Gal o> 


Thread Cutting Oil gives you better threads 
faster... lengthens die life, too! 


Recently a distributor in Atlanta, Georgia investigated a com- 
plaint of “bad pipe’’. Test threads were made in all sizes. Torn 
threads resulted. Then Ritat& Nu-Clear Thread Cutting Oil was 
substituted for the oil being used. Perfect threads were obtained 
every time. 

Here, then, is dramatic proof that you need a special purpose 
thread cutting oil . . . an oil that cools, speeds metal removal, 
produces a smooth finish, and prevents chips from welding to your dies. 

No oil—in its pure state—will perform all these functions. That’s 
why Ritatop Thread Cutting Oils are an exclusive, exactly for- 
mulated combination of oils, blended for easier, faster threading 
. . . longer die life. What’s more, these special-purpose RIA[b> 
oils are completely antiseptic . . . no danger of irritation or infection. 


A new high-speed air sander 
provides faster finishing of metal, 
wood, plastics and other materials. 


Make sure of good threads every time. Order RIG21D Thread Sander operates on normal air 


Cutting Oil from your Supply House today. Tops for all metal 
cutting ... you'll want an extra supply for your lathe, drill press 
and other metal cutting equipment. 


For More Information Write No. 234 on Inquiry Card—Page 32 





line pressure at 8500 RPM and 
combines balanced design, light 
weight and compactness to make 
it easy to use in a variety of ap- 
plications. Features include: lever 
control which conforms to natural 
contours of hand; smooth action 
with minimum vibration; except- 
(Please turn to page 144) 


For More Information about ad on facing page 
Write No, 235 on Inquiry Card—pg. 32> 
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No 
trouble 


calis with 
PUSHMATIC 


Every breaker is 
individually performance tested 


HERE’S WHY: Browse along our production line and it will 
be apparent why this circuit breaker has earned the reputa- 
tion as the safest and most dependable on the market. Fol- 
lowing are five of the dozen or more exhaustive checks and 
quality controls the Pushmatics undergo—over and beyond 
those required by Underwriters’. 


CA BULLDOG ELECTRIC PRODUCTS DIVISION 
he 1-T-E CIRCUIT BREAKER COMPANY 
BOX 177 © DETROIT 32, MICHIGAN 
® 


In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 


2. MECHANICAL BREAK-IN After assembly every Push- 
matic is operated 50 times to make absolutely sure it functions 
well mechanically. Ten break-ins would be adequate . . . the 
extra 40 give you that much more assurance that it will never 
fail in manual or automatic operation. 


4. SHORT CIRCUIT TEST Being thermal-magnetic devices, 
Pushmatics then undergo severe short circuit currents to test 
the instantaneous trip time of the magnetic element. If a breaker 
fails to trip within .02 seconds, it is automatically rejected by 
the machine. Extra safety, extra performance. 











? 


1. CALIBRATION In a dust-free room, where temperature is 
maintained at a constant 75°, operators calibrate every Push- 
matic bi-metal assembly on a special optical viewer. Each bi- 
metal “latch” is adjusted to a dimensional accuracy of 1/1000 
of an inch. Prior to this, the bi-metal had been heat-treated in 
an inert atmosphere to relieve stresses, “normalize” the metal. 


e Z 


3. CALIBRATION UNDER LOAD Brought back to its “set” 
temperature, each breaker is checked at 200% of rated current, 
and again at the equivalent of 125% of rating. Check Boards 
are accurate to 1/10 of a second. Samples from each production 
run are also tested at 100% of rating. 


S. ENDURANCE Test Underwriters’ Laboratories run 
periodic endurance tests on BullDog Pushmatics®. The require- 
ment — 10,000 operations, 6000 under load and 4000 with 
no load. But BullDog constantly checks out the breakers at 
50,000 or more operations. End trouble calls. Use Pushmatic! 
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Bundy can mass-fabricate 


practically anything 


Ne 


You get faster service, lower costs— 
when you choose Bundyweld®» double-walled steel tubing 





The old adage, ‘‘Don’t count your chickens before they hatch,” is a good 
one... but it never applies to Bundy when it comes to “‘delivering the goods”’ 
in a hurry! Whether you order Bundyweld—the original double-walled steel 
tubing—from stock, or mass-fabricated to your specifications, you can count 
on Bundy to be there on time. 

And Bundy provides designing and engineering services—working hand 
in hand with your own engineers—to save time and solve problems. This, 
combined with Bundy’s special machinery for the mass-fabrication of small- 
diameter tubing, means you get tubing that meets your exact specifications. 
Covered by Government Spec. MIL-T-3520, Type III. 


So, when you want to talk tubing, talk to the leader—Bundy! Phone, 


write, or wire Bundy Tubing Company, Detroit 14, Michigan. 


Bundyweld is the 
original tubing double- 
walled from a single 
copper-plated steel 
strip, metallurgically 


bonded through 360°, 


of wall contact for 
amazing strength, 
versatility. 


There’s no substitute for the original Bundyweld Tubing. 


eeeeee eeeee 


Bundyweld is light- 
weight, uniformly 
smooth, easily fabri- 
cated. It’s remarkably 
resistant to vibration 
fatigue; has unusually 
highburstingstrength. 
Sizes up to %” O.D. 


BUNDY TUBING COMPANY 


HOMETOWN, PA. ¢ DETROIT 14, MICH. © WINCHESTER, KY. 
WORLD'S LARGEST PRODUCER OF SMALL-DIAMETER TUBING. AFFILIATED PLANTS IN AUSTRALIA, BRAZIL, ENGLAND, FRANCE, GERMANY, AND ITALY 


For More Information Write No. 236 on Inquiry Card—Page 32 
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Mayflower sets them up... takes ‘em 
down...keeps your show on the go! 


Your Routed Exhibits 
Need Our Complete 





Money-Saving Service! 


Mayflower 


WORLD-WIDE MOVERS 


America's Most Recommended Mover 


@ Find out more about this worry-free way to handle your 
next “routed” exhibit move. Consider its obvious advan- 
tages, plus the way it eliminates so many hidden extra expenses 
you are paying now. 

It will be planned to your requirements—to deliver it 
safely and on time! Only a veteran Mayflower driver is se- 
lected . . . thoroughly trained in proper care of costly com- 
plete exhibits . . . expert in meeting over-the-road schedules 
... resourceful enough to cope with any specialized display 
moving problem. 

Your local Mayflower agent knows the /east expensive 
way to set it up. Planning ahead saves money, too, so why 
not call him now! 


Ask for “17 Reasons Why” —a practical exhibit guide. 


AERO MAYFLOWER TRANSIT COMPANY, INC. « INDIANAPOLIS, INDIANA 


For More Information Write No. 237 on Inquiry Card—Page 32 
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Can These 


FELT 


BY FELTERS 


IDEAS 


Help You 
Save Money ? 


FELT GREATLY REDUCES 
GLAZING COSTS 


over conventional brushing. Fine 
china manufacturer uses special 
Felters DuFelt Polishing Belt to 
reduce glazing costs. Felt coarse- 
ness and density can be varied 
for most effective polishing of 
metal, glass and ceramics. Can 
also be coated with abrasives. 


FELT ADHESIVE 
TAPES AND PADS 


are the most inexpensive material 
for sealing, padding and cushion- 
ing. Felt strips seal out dust, dirt, 
wind, fumes, moisture, and elimi- 
nate squeaks and rattles. 


FELT AS A LOW COST 
FRICTION MATERIAL 


Used as a braking or friction 
device, sometimes combined as a 
seal or washer. High coefficient of 
friction and extra density provide 
foolproof clutching and tension 
action at low cost, like the Lever 
Puller shown at left. 


To get the most out of Felt, send 


> 


Products 


(Continued from page 140) 
tionally quiet operation; easy 
snap-open, snap-close abrasive 
holder. Tool uses 3-2/3 x 9 in. 
abrasive sheet and sands right up 
to the edges, making extra finish- 
ing operations unnecessary. Aro 
Equipment Corp., Bryan, Ohio. 
Write No. 46 on Inquiry Card—Page 32 





New Portable Heater 
Needs No Vent 


A new portable heater needs no 
vent and is equipped with fold- 
back stainless steel combustion 
chamber to assure complete com- 
bustion and_ eliminate odor, 
smoke and visible flame. Unit 
rolls on large wheels and will 
burn kerosene #1 or #2 diesel 
or fuel oil. Blower provides posi- 
tive air flow, and heater can pro- 
duce 120,000 BTU’s per hour. 
Weight is 140 lbs. and length 37 
in. With heated air output of 450 
cu. ft. per minute, heater can be 
operated continuously for up to 
16 hours. The 1/6 HP motor takes 
115 volts, 60 cycle AC current. 
John Wood Co., Conshohocken, 
Pa. 

Write No. 47 on Inquiry Card—Page 32 














for the Felters Design Book — a com- 
plete digest on properties and appli- 
a | cations. Write, today. 
—" Ask for FELT from... 


The * & LT E R S Co. “What's ‘this I hear ew you 


239 SOUTH STREET praying for a raise? You know I 


BOSTON 11, MASSACHUSETTS . |) a oe oy eee ay 
; ead. 


For More Information about ad on facing page 
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Pioneer Producers of Felt and Synthetic Non-Woven Fabrics 9.15 
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in screw machine 
products 


Alcoa puts the metal where you want it 


This aluminum piston for an automotive air-condition- 
ing compressor shows how far Alcoa goes to put the 
metal where you want it. Not just in primary screw 
machine operations, complex and demanding as they 
were, but on through a series of exacting secondary 
operations that enabled us to deliver a completely 
finished part. 

Using 17i6-in. diameter 2014-T4 cold finished bar on 
a six-spindle automatic, we handled the forming, tre- 
panning, drilling, facing and counterboring. Then we 
tackled the rest of the job—drilling and deburring two 
l¢-in. cross holes. This was followed by coining the ball 
seat at a specified tonnage in order to insure proper 
assembly without distortion. Centerless grinding was 
then performed to a total tolerance of half a thousandth 
of an inch (plus or minus 0.00025 in.). All finished? Not 
by our standards. After final inspection, we cleaned 
every piece and packed it with meticulous care to pre- 





vent damage in transit, insuring safe and sound arrival 

Whether it’s screw machine parts, forgings, castings, 
extrusions or impacts, Alcoa can put the metal where 
you want it—precisely and economically. The payoff 
may be fewer rejects, new flexibility in design, less 
waste in production, a best-selling product—or all four 
To draw on Alcoa’s file of ideas and Alcoa facilities, 
write today: Aluminum Company of America, 920-K 
Alcoa Building, Pittsburgh 19, Pa. 


Alcoa puts the metal where you want it—in castings, forgings, impacts 
extrusions and screw machine parts 


For exciting drama watch “Alcoa Presents’’ every 
Tuesday, ABC-TV. and the Emmy Award winning 

8. “Alcoa Theatre’’ alternate Mondays, NBC-TV 
ALUMINUM 


Your Guide to the Best in Alur 





one 
quick call 
to Powell 
will fill 


most valve 


needs from “in-stock” supply 


For all industrial flow control requirements—whether handling 
water, oil, gas, steam, or corrosive fluids—Powell makes the 
right valve—in the right size—of the right metal or alloy. 


Orders for regular valves can immediately be filled from large 
factory or distributor stocks... no need for costly plant shut- 
downs or other operational delays. So for quick action, con- 
tact your near-by Powell Valve distributor or call us direct. 
And if you have an unusual or special flow control problem, 
our engineers will gladly help you to solve it to your com- 
plete satisfaction. 


P@eWELL 
... world’s largest family of wa Iiwes 


The Wm. Powell Company 
Dependable Valves Since 1846 
Cincinnati 22, Ohio 


For More Information Write No. 240 on Inquiry Card—Page 32 
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Miz PURCHASING AGENT 


this information about 
JOY © PENDENT SWITCHES 
is important to you 





As a purchasing agent, you are concerned primarily with the 
quality of the products you buy, their price and assurance of de- 
pendable delivery. These new pendent switches — for control of 
your overhead hoists represent an all-out effort by JOY to 
develop a truly superior low-cost push-button station. These 
switches are made of tough, corrosion-proof and completely safe 
Hycar, a Buna N synthetic rubber compound of unusual strength, 
resiliency and insulating properties. 


A JOY 4-BUTTON SAFE PENDENT SWITCH 
Length, 11”, Weight, 3 Pounds, Catalog No. X8635-5 


‘B JOY 6-BUTTON SAFE PENDENT SWITCH 
Length, 16”, Weight, 5 Pounds, Catalog No. X8635-6 


IMPORTANT TO YOU 


Quolity: four ways better than metal: electrically safe, watertight, 
completely non-corrosive, lightweight. 


Delivery: immediate delivery from stock, including a choice of 
buttons and legend inserts for identifying each button’s operation. 
A complete package, ready for installation. 


Price: 4-button switch $32.50, f.o.b. St. Louis 
6-button switch $48.00, f.o.b. St. Louis 


Important to Your ELECTRICAL ENGINEER, too! 


Specifications: Rated at 20A, 460 volts A-C, 2 HP 230 volts tected against accidental actuation by outer shroud ring. 
A-C. Positive action switches are momentary contact Switches have endured tests of 4 million operations with- 
micro type, with electrically interlocked arrangements for ©“ electrical or mechanical failure. 

positive protection of reversing starters not mechanically 


Versatility: Available in 4 or 6 button models. Supplied 
interlocked. 


with grommets for various cord sizes. Built in strain relief 


permits switch to double as hoist pull when required. 
Performance: Completely insulated for operator safety, 


sealed against contamination. Rustproof, impervious to For Complete Information on JOY Pendent Switches, Send 
oils and acids, shatterproof and dentproof. Buttons pro- For Free Bulletin F 49a Today. 


— ELECTRICAL 
k bahay 
‘Ivsion 1241 Macklind Ave., St. Louis, Mo. 
= Exec. Offices, Henry W. Oliver Bldg., Pgh., Pa. 


ld rear HERE AND PASS ALONG TO YOUR ELECTRICAL ENGINEER 
For More Information Write No. 241 on Inquiry Card—Page 32 
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SPRINGBOARD 


for a ‘‘resistance’’ movement! 


The effective resistance of any rubber or rubber-like 
component part to aging and weathering, tearing, 
abrasion, gasoline and oils, acids, water, tem- 
perature, soaps and detergents, etc. depends on the 
skillful and precise mixing of rubber polymers and 
compounding ingredients. 


With accuracy even more precise than humanly pos- 
sible with the “‘personal touch” shown here, modern 
electronic control completely guards every step of this 
important blending operation at Ohio Rubber. Skill 
in mixing the right combinations of basic materials, 
is the result of years of experience “‘Customeering’’* 
components for outstanding manufacturers of original 
equipment in every industry. 


To take advantage of this experience write to The 
Ohio Rubber Company, Willoughby, Ohio. 


rus OHIO RUBBER courany 
Willoughby, Ohio 


A DIVISION OF THE EAGLE-PICHER COMPANY 
*Trade mark of The Ohio Rubber Company 
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When breakage and excessive wear of mounted wheels threatened important pro- 
duction operations for one of the world’s largest airline companies, CARBORUNDUM 
solved the problem with its standard A24 shape AA60-R-V60 mounted wheels. 
Preliminary tests proved top cutting action without breakage and 40°; savings in 
wheel costs. The result—complete customer satisfaction and establishment of the 
wheel as a “no substitute” item for this operation. 

This record is typical of results being obtained on all kinds of difficult grind- 
ing operations with the CARBORUNDUM line of NATIONAL STANDARDS. Here’s 
how you can get the results you want—fast. Contact your local CARBORUNDUM 
distributor. He carries a complete stock of pre-tested NATIONAL STANDARDS 
for every grinding application. 


Specify “Job-Engineered” NATIONAL STANDARDS by 


CARBORUNDUM 


WRITE FOR YOUR CATALOG OF NATIONAL STANDARDS, Form A-1489 and prove to 

yourself how “Standards” can solve many of your abrasive problems. Send your request to 

The Carborundum Company, Dept. P 81-98, Niagara Falls, N.Y. — 
For More Information about ad on facing For More Information Write No. 243 on Inquiry Card—Page 32 
<page Write No. 280 on Inquiry Card—pg. 32 
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Completely Static 
Variable Voltage Control 


; 


The cost of ALLEN Hex-Socket Cap 
Screws is only a minor fraction of 
your assembly costs ... be sure you're 
getting the timesaving, cost-saving 
advantages of genuine Allens! 


A new, completely static vari- 


Ever since Allen first produced the 
hex socket head screw nearly fifty 
years ago, specifying genuine Allens 
(made by Allen of Hartford) has been 
a sure way to guarantee dependable 
threaded fastening. 

Only genuine Allens have Leader 
Points that make starting easier, and 
greatly minimize danger of cross 
threading. Genuine Allens are “‘pressur- 
formd”’ to preserve the long fibers 
uncut throughout the length of the 
screw, giving stronger sockets for 
greater tightening torque. 

Write for samples and engineering 
data. See how genuine Allens will make 
your product better. 


MEX-SOCKET SCREWS 


Allen’s new 1960 Series Socket Head Cap 
Screws give up to 2% times more load 
carrying capacity, without indentation. 
Head diameter of sizes 
from 4” up is now uni- 
formly 1% times the body 
diameter—providing more 
under-the-head bearing 
surface, and a proportion- 
ate increase in clamping 
force. Write for new Bul- 
letin G-25, with full 
specifications, 


*VOPRRDDRORDDRRERDRED)) gama 4 


Stocked and sold by leading Industrial 
Distributors everywhere 
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able-voltage control is made for 
1 to 200 hp motors operating on 
either 50 or 60 cycles. Compact 
unit provides constant torque 
over an 8 to 1 speed range, but a 
constant-hp speed range is also 
obtained with motor-field con- 
trol. Efficiency above half speed 
is in the range of 70 to 83%. 
Opening and closing of power 
circuit is performed ahead of rec- 
tifier, so the d-c contactor has 
been eliminated, and the advan- 
tages of a-c interruption are made 
available. Westinghouse Electric 
Corp., P.O. Box 2099, Pittsburgh 
30, Pa. 

Write No. 52 on Inquiry Card—Page 32 


Portable Unit for 
Vacuum or Pressure 


A new, compact, portable pump 
provides either vacuum or pres- 
sure and employs only a rotor 
and four vanes as moving parts. 
Rotor is mounted integral to 
motor shaft, and non-metallic 
vanes assure quiet operation. 
Adjustable air vents produce any 
degree of pressure up to the maxi- 
mum. Unit will provide vacuum 
up to 27 in. (mercury), and max- 
imum pressure of 25 psi may be 
utilized. Free air capacity is ap- 
proximately 1.3 cu. ft. per minute. 
Pump operates with % HP motor 
at 1725 RPM on 115 volt AC cur- 
rent, with thermal overload pro- 
tection. Central Scientific Co., 
1700 Irving Park Rd., Chicago, 
Ill. 

Write No. 53 on Inquiry Card—Page 32 
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cry Grants” COMPA RE. 
THE COSTS! | 


BUY GRANT GEARS 
FOR O.E.M. AND SAVE 25% 


Here is a typical comparison — 50 sets of gears Yes, you can save 25% in actual costs when you 


and pinions to meet assembly specifications: specify Grant customized gears instead of making 
Set of stock gears unaltered $20.20 Set of Grant time-consuming alterations to fit stock gears to your 


Rebore shaft hole /per pr. .80 customized gears needs. Layout, scheduling and machine time are 
Cut keyway /per pr. 50 to your specifications, 
Drill and tap for set screw /per pr. 40 ready for installation . - 

$21.90 pair $15.75 pair handling and spoilage. 


eliminated, plus hidden costs for paperwork, 


In addition to cost savings Grant customized gears 
save you time because they are ready for immediate 
assembly; rigid inspection prior to shipment makes 
certain that all gears are uniformly accurate to 
insure maximum dependability and eliminate rejects. 


For all original equipment applications, you will 
be dollars ahead when you specify Grant customized 
gears. Send us your specifications for an immediate 
quotation — no obligation of course. 


ESTABLISHED “Uf, a GRANT GEAR WORKS, INC. WEST SECOND STREET, BOSTON 27, MASS. 
IN 1877 : . 
« Catalog Available on Customized Gears + Precision Gears + Speed Reducers 





Bearings, Inc. has “O” RINGS 
in all materials ...in all sizes and quantities 
...in stock ready to ship! 


Large or small “O” Ring users can get immediate 
delivery from the nearest Bearings, Inc. branch. 
“OQ” Rings for maintenance or for original equip- 
ment production. Call a sales engineer from Bear- 
ings, Inc. to help you solve any “O” Ring problem 
— Complete information on all types of “O” Rings 


is available. Ask for it NOW! 


Providing bearing service BEARI NGS. INC. 


These Materials Available: Standard Buna-N Rubber « Viton 
¢ Teflon « Silicone Rubber « Butyl Rubber « Military Spec. Series: 
MIL P5516A, MIL P5315A, MIL G5510A, 

MIL P25732, MIL R25897, AMS 7270, AMS 

7271 and AMS 7274 « Teflon and Leather 

Back-up Washers. 


All O-Rings Available in Series 6227, 6230, 
6290 and 29513. 

SELECT “O” RING KITS 180 “O” Rings 
in Sizes 1 to 25 — All Materials — Priced from 
$24.50 (Depending on Material). 


in the North} OWlO: Akron» Canton « Cincinnati * Cleveland * Columbus * Dayton ¢ Elyria Hamilton Lima « Lockland * Mansfield * Toledo * Youngstown * Zanesville 
INDIANA: Ft. Wayne ® Indianapolis * Muncie * Terre Hautes PENNSYLVANIA: Erie * Johnstown « Philadelphia © Pittsburgh * York 


and 


WEST VIRGINIA: Charleston * Huntington * Parkersburg * Wheelinge NEW JERSEY: Camden 
NEW YORK: Balanrol Corp.. Buffalo* Niogora Falls* MARYLAND: Baltimore» DELAWARE: Wilmington 


in the South> Dixi r BEARI NGS. INC. 


FLORIDA: Jocksonville* GEORGIA: Atlantas KENTUCKY: Lovisville* LOUISIANA: Baton Rouge * New Orleans 
N. CAROLINA: Charlotte * Greensboro» $. CAROLINA: Greenville» TENNESSEE: Chattanooga « Kingsport * Knoxville * Nashville 


VIRGINIA: Richmond 
For More Information Write No. 246 on Inquiry Card—Page 32 
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Better Products Start with Purchasing 


Highly selective purchasing often results in major 
improvements in product quality—and when that 


happens it is the Purchasing Agent who deserves 
the bows. 


The difference between a useful part and a reject 
is often no more than the slight difference in the 
stainless steels of various suppliers. 


That is why conscientious Purchasing Agents keep 


close check on the production performance of the 
metals they buy. 


J&L specializes in helping Purchasing Agents win 
applause from management—and customers, be- 
cause J&L specializes in stainless steel of consistent 
quality. 


YK Plants and Service Centers: 


Los Angeles + Kenilworth (N. J.) « Youngstown « Louisville (Ohio) « Indianapolis « Detroit 


J&L leads the industry in melt shop standards for 
stainless steel—the point where quality starts, and 
better purchasing begins. 


STAINLESS 


SHEET ¢ STRIP * BAR « WIRE 


Jones & Laughlin Steel Corporation «+ STAINLESS and STRIP DIVISION «+ Box 4606, Detroit 34 


—_—_——. 
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PURCHASING AGENTS... 


SIX WAYS 


MOUNTING 
VERSATILITY 


Cradle bases, both solid and resilient, allow 
rotation within base 

You can rotate the Form G motor 

within the cradle base to take advan- 

tage of its drip-proof design, or you 

can position the motor with the ca- 
pacitor at various 
angles for tight- 
squeeze applica- 
tions. Or, you can 
remove the cradle 
base if you don’t 
need it for your ap- 
plication.G-E Form 
G mounting versa- 
tility can mean 
greater design flex- 
ibility for you! 


GENERAL @@ ELECTRIC 


FAST ROTATION 
CHANGE 


Now you can reverse Form G shaft rotation 
in less than 10 seconds 
No need to specially order motors to 
meet your rotation requirements. 
G.E.’s Form G motor features a new 
wiring method that lets you change 
rotation in seconds. 
Quick connectors 
make the change 
fast and positive. 
Just interchange 
the two motor 
leads on the termi- 
nal board. That’s 
all. Require fast, 


easy rotation: 


change? The Form 
G is your motor! 


GENERAL @@ ELECTRIC 


EASY, DIRECT 
MOUNTING 


Close end shield tclerances allow direct 
mounting without costly machining 
General Electric standard Form G’s 
can be mounted directly on your 
product without expensive machin- 
ing or costly brackets. Close end 
shield tolerances, 
plus inherent shaft- 
to-end shield con- 
centricity, lets you 
mount General 
Electric’s Form G’s 
withsimplethrough 
bolts. This feature 
could be a real 
money saver for 
you. Why not in- 
vestigate it today? 


GENERAL @@ ELECTRIC 


JUST ASK YOUR GENERAL ELECTRIC SALES ENGINEER 
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Cut costs with General Electric Form G motors... 


MORE VERSATI 


FAST VOLTAGE 
CHANGE 


Unique sliding plates on terminal boards 
make voltage change simple 
Reduce inventory, simplify order- 
ing! You can change General Elec- 
tric Form G motors from 115 v to 
230 v operation (or vice versa) in 
1/5th the time, 
without confusion 
and error. No spe- 
cial tools required! 
A screwdriver is all 
you need. Just 
loosen the four 
screws, pivot the 
plates to the new 
position and tighten 
the screws. That’s 

all there is to it! 


GENERAL @@ ELECTRIC 


ABOUT THE NEW 


ALL-ANGLE 
OPERATION 


Special bearing and oil retention system 
permits mounting in any position 
Mount it horizontally, vertically— 
even upside-down—the new Form 
G has the versatility to match the 
design and space requirements of 
your product. An 
advanced bearing 
and full oil reten- 
tion system allows 
you to mount the 
Form G in any po- 
sition and still be 
sure of getting 
faithful motor per- 
formance. In any 
position, Form G’s 

do the job! 


GENERAL @@ ELECTRIC 
ORM G “EXTRA 
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COMPLETE 
LINE 


Full line of Form G’s means the right motor 
for every application 
There’s a standard Form G motor to 
meet your exact product require- 
ments. No need for costly specials. 
Over 850 basic models—and thou- 
sands of variations 
—are available on 
a mass-production 
Let your 
General Electric 
Sales Engineer 
show you the all- 
around versatility 
of Form G motors 
and how they can 
provide important 
savings for you! 


basis. 


GENERAL &@ ELECTRIC 
LU \TURES 


' & 
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you can rely on 
DELIVERY 
when you order 
gray or alloyed iron 
CASTINGS 

from 

DECATUR 
Casting Co. 
Decatur, Indiana 


Phone 3-2700 
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* 
for Profit! 
Specify Chicago Molded 


Linear polyethylene replaces brass in this 
deep-well pump component injection molded 
by Chicago Molded for Red Jacket Manu- 
facturing Co. By applying the right plastic 
material and molding method, CMPC solved 
a long-standing corrosion problem and im- 
proved pump efficiency. Cost—a fraction that 
of brass with finishing eliminated. By any 
measure of value analysis, this is purchasing 
for profit! Your part cost problems are our 
business—call, specify: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 


1028 North Kolmar, Chicago 51, Ill. 
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New Line of 
Stock Straighteners 


A new line of stock straighten- 
ers available in six models stress- 
es versatility for average shop 
service. Enclosed in a steel cabin- 
et base and capable of 20 to 80 ft. 
per minute stockfeed, new units 
hold stock at 40 in. height and oc- 
cupy floor space of only 17 x 22 
in. They handle coiled stock 4 to 
10 in. wide and .020 to ¥% in. thick. 


Roll-about models are available 
with 5 cr 7 straightening rolls and 
with motor ratings of 4% to 1 HP. 
Each model has variable speed 
control, and each is completely 
self-contained. H. E. Dickerman 
Mfg. Co., 321 Albany St., Spring- 
field, Mass. 

Write No. 54 on Inquiry Card—Page 32 


Standard V-Belt 
Variable-Speed Sheave 


A new multiple-groove, vari- 
able-speed sheave for use with 
standard V-belts features simple 
but accurate speed adjustment 
and non-freezing construction. Its 
positive locking action prevents 
even microscopic motion between 
the components. Fretting corros- 
ion cannot occur, and there is no 
need for lubrication. Designed for 
use with 2-groove, 3-groove or 4- 
groove standard stock companion 
sheaves and for V-belts of A, B, 
C, or D section. Range of capacity 
is from 5 to 150 HP. T. B. Wood’s 
Sons Co., Chambersburg, Pa. 
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AND METAL PRODUCTS CO 
The more demanding the application, the 
better the reason for specifying WALL 
tubing. Years of specialization in the pro- 
duction of small diameter tubing has given 
this firm an unusual ability to deliver tub- 
ing to meet the most critical tests. 


RANGE OF MANUFACTURE: 





this name counts 


Stainless Steel — Welded and 
Cold Drawn — 1%” OD to 
3/32” OD; .083 to .008 walls. 
Seamless — 5%’ OD to 3/32” 
OD; .049” to .008” walls. 
Nickel and nickel alloy—seam- 
less, 58° OD to 3/32” OD; 
049” to .008” walls. 


WALL TUBE 
AND METAL 
PRODUCTS CO 


NEWPORT, TENN. 
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TAKES OFF 
ITS HAT 
TO NOBODY! 


. 


~ 


Lag, machine, and carriage bolts. 
All sizes. Quick delivery from stock. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 
E or but r: Bethlehem tee Exe r t r 


BETHLEHEM STEEL 
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Offset 
Printing 
Made 
Easy 


Office Equipment and Supplies 





A NEW development in offset 
duplication will permit office us- 
ers to economically reproduce a 
variety of documents, from typed 
or hand-written originals to mi- 
crofilmed copies of engineering 
drawings, in either large or small 
quantities. 

An aluminum printing plate 
that can be prepared for offset 
duplication in a very short time 
provides the key to this econom- 
ical reproduction method. 

The new plate was recently in- 
troduced by Gevaert Company of 
America, Inc., 321 West 54 Street, 
New York 19, N. Y., and was de- 
veloped by the parent company 
in Antwerp, Belgium. 

The following four steps are in- 
volved in preparation of the plate: 
A The first stev is to optically re- 
duce or enlarge the original doc- 
ument on photographic material. 
Present equipment may be used 
since the system is compatible 
with all copy cameras and en- 
largers. 

B Immediately after the negative 
is made, which takes 10 to 15 
seconds, the negative and alumi- 


num plate are passed through a 
developing machine. Here again, 
most present equipment can be 
used. During the automatic de- 
veloping, the exposed silver salts 
of the negative change into black 
metallic silver, while the unex- 
posed salts remain colorless. The 
developer also makes the unex- 
posed salts come loose, so that 
when the negative is squeezed 
into tight contact with the plate 
by the machine’s rollers, these 
salts are transferred to the plate 
where they are developed. 
C The negative is peeled from the 
plate as both emerge from the 
developing machine. 
D The final step before the plate 
is ready to be put on the offset 
duplicator is to rub it lightly 
with a fixing solution for about 15 
seconds. : 
Plates are available in three 
sizes: 10 x 16 inches, 10 x 15 3/8 
inches, and 10 x 15 inches. A 
point of particular importance to 
purchasing agents: the new plates 
have unlimited shelf life, pro- 
vided they are protected from 
physical damage. 
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HOW TO USE DUPLI-CHECK: 


1. Insert separator form under checks and copy sheet 


3. Tear out checks (note exact duplication copy sheet) 








WHERE THE MAN 


SamCHANTS. YOU TALK TO 
=NATIONAL= _|S THE BANK 























2. Make out checks 


4. Slip copy sheet under protective flap 


‘"NCR PAPER inspired this new ‘DUPLI- CHECK’ BOOK 


...saves more than its cost every six months.” 
THE MERCHANTS NATIONAL BANK OF BOSTON, MASS. 


“We use NCR Paper for many forms at The Mer- 
chants. We have extended its usefulness one step 
further—and created a special carbonless check for 
the convenience of our customers. We call the new 
book Dupli-Check. 
“By making an accurate record of all checks 
written, our Dupli-Check Book helps depositors 
keep detailed records of such transactions. It helps 
us save money by eliminating accounting problems 
that often arise from inaccurate depositor records. 
“Using NCR Paper for our Dupli-Check has im- 
proved and increased the service we offer our cus- 
tomers. Moreover, we estimate NCR Paper returns 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER 


ANOTHER PRODUCT OF 


its yearly cost every six months through time saved 
and increased efficiency, thus returning about 200% 
on our investment.” 


— rs 
On , : 
AAA MAiwwratle 


Vice President 
The Merchants National Bank of Boston 


NCR PAPER 
ELIMINATES 
THE NATIONAL CASH REGISTER COMPANY, payron 9, ono "> ¢ CARBON PAPER 


7 
1039 OFFICES IN 121 COUNTRIES * 75 YEARS OF HELPING BUSINESS SAVE MONEY Ce 
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in impression papers 


LD ERIIMM-PA Fs 


Champion Papers now cut, 
packaged and ready to run! 


It's a new twist in impression papers! It’s TRIM-PAK— 
the most complete line of impression papers ever 
offered in cut sizes. Now you can get finishes, colors 
and grades never before available. These are gen- 
uine Champion papers in the most popular sizes, 
accurately trimmed, packaged, and ready to run on 
all types of duplicating equipment. 


TRIM-PAK keeps clean and handy in its own moisture- 
proof packages; order just the number you need. 


CHAMPION PAPER SPECIALTIES, INC. 


Hamilton, Ohio— Subsidiary of The Champion Paper and Fibre Co. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
1 
| 
| 
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TRIM-PAK is ready to move smoothly and rapidly from 
your shelf, through your equipment and to your 
customers with a minimum of waste, a minimum of 
handling. Precision trimming on our new electronic 
trimmer means papers feed accurately, register 
better and stack easier. For better printability and 
greater readability, put your next job on TRIM-PAK. 
It's available now from your authorized TRIM-PAK 
merchant. For the complete TRIM-PAK story, fill out 
and mail the coupon below. 


CHAMPION PAPER SPECIALTIES, INC. 
HAMILTON, OHIO 


Please send samples of the new TrRim-PAK line of 
impression papers. 


Please have your representative cali on me with the 
complete TRIM-PAK story 
Name 


Company 


Street 
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“I could kiss you’ 


(she said...and she did!) 


What brought on the buss for the boss? NU-KOTE, of 
course! Ever since he introduced his secretary to this 
Original plastic base carbon paper, she's been getting 


first-—to-last legibility, no-smudge copies, and one- 
weight, one-finish mastery of almost all copy jobs. 
Perfect for all typewriters, too! Boss' bonus: Great 
savings on Nu-Kote's 3 to 1 durability over ordinary 
carbons. Free sample? Just clip the coupon. 


NU-KOTE 


CARBON PAPER 
NU-KOTE® is a product of Burroughs Corporation, Mittag Division 


> 


FREE SAMPLE! For a free sample of NU-KOTE 
just mail this coupon attached to your company 
letterhead. 


Dealer Sales Dept. ie 
Burroughs Corporation, Detroit 32, Michigan 

Name 

Firm 

Address a a een 
——E————EE———EE a 


In Canada write Acme Carbon & Ribbon Company, Limited, 
Toronto 13, Ontario 
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Office Equipment 





Point of use fire protection is 
now available for valuable rec- 
ords. A new insulated portable 
ledger file has recently been in- 
troduced by Ever-Safe Co., Divi- 
sion of Schwab Safe Co., Lafay- 
ette, Indiana. The large posting 
tray drawer operates on 10 roller 
bearing full suspension. 

Write No. 57 on Inquiry Card—Page 32 


A new, all-purpose marking 
pencil, that makes both fine and 
heavy notations and can be used 
on practically any type of sur- 
face, has been introduced by J. 
S. Staedtler, Inc., 762 DiCarolis 
Court, Hackensack, N. J. Some 
of the highlights of the new pen- 
cil are: It will permit fine writing 
on glazed or glossy surfaces; can 
be used in any ordinary pencil 
sharpener; and seven different 
colors are available. 

Write No. 58 on Inquiry Card—Page 32 


Designed to be used in the 
office for normal dictation work a 
new dictating machine has a desk- 
top microphone for dictation and 
conference recordings up to 30 
feet away. With a two-hour end- 
lessly re-usable magnetic tape, 
and precision tape counter the 
new unit is a product of Geloso, 
S.P.A., Milan, Italy, and is dis- 
tributed by American Geloso 
Electronics, Inc., 251 Park Ave. 
South, New York, N. Y. 
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PuRCHASING 





_A-NEW DESK FROM GF... 
o-¥—Jlefal-\e mm oh\amelal-mo} me Vael-lalot-— 


elm@-)-tan-Umeialhd-rendeia-Ummal anal 


GENERAL FIREPROOFING 


YOUNGSTOWN 1, OHIO 
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The 
Designer Line 


Want a new idea 
in office furniture ? 


See the idea-portfolio 


of Peerless equipment -- - 


Something new in office furniture that’s flattering in design, 
flattering to your business taste for finer office furnishings. 
There’s many an arrangement of smart groupings in the Peerless 
Idea-Portfolio No. 141. 


Leading designers call this new modular ‘“‘Peerless Designer 
Line”’ the perfect answer when making design proposals. By any 
other terms, you owe it to your organization to make it a part of 


your next proposal when refurbishing your executive offices. 


Remember, ask your nearby authorized Peerless Dealer, or 
write us direct, for your copy of Idea-Portfolio No. 141...a 


copy will be in the return mail. 


PEERLESS 


STEEL aiyreiage poh of oF 
6600 Hasbrook Av Philadelphio 11, Po 


NEW YORK 
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A new line of standard adding 
machines has been introduced by 
Clary Corporation, Les Angeles, 
Calif. Called the HD line, it in- 
cludes two full-keyboard and two 
10-key models. 

Write No. 60 on Inquiry Card—Page 32 


A free 35-page illustrated book- 
let has been published by Victor 
Adding Machine Co., Chicago. 
The booklet features latest model 
Victor adding machines and cal- 
culators with information on ap- 
plication, features, specifications 
and protective maintenance. 

Write No. 61 on Inquiry Card—Page 32 


Office supply shelving can be 
erected without nuts and bolts. 
Made by Metropolitan Wire Goods 
Corporation, N. Washington and 
Geo. Ave., Wilkes-Barre, Pa., the 
shelving can be positioned on ball 
bearing casters for movement to 
and from data processing ma- 
chines. It is constructed of chrome 
steel. 

Write No. 62 on Inquiry Card—Page 32 
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Take 
the 
mike... 


See how this new Edison VOICEWRITER dictating machine 
helps you break through your “time barrier” to new success! 


nd 


Take the mike... dictate ...and suddenly you'll realize For FREE information or FREE tryout 
that any other dictating method is old-fashioned! Mail this coupon today! 

You'll see how this all-new Voicewriter saves man- 
hours by acting as a rapid, foolproof dispatcher of cor- 
respondence . . . a communicator of instructions .. . a To: Edison Voicewriter, West Orange, New Jersey 
conference reporter . . . a sounding board for sales I accept your free offer of the following: 
talks, ideas and speeches! Its features? All you would 


free literature [] a free tryout 


expect to find in the finest dictating machine ever built Lod 
... and then some! 

Think we’ ve exaggerated? We offer you a friendly chal- 
lenge to mail the coupon—‘“‘take the mike” at your own Si ca aati 
desk, with your own work, for just a few minutes! Once Title 
you take the mike...your talk will be our best sales talk! 


— without obligation 


Name 


Organization_ 


Edison Voicewriter MONA Acttress 


A product of Thomas A. Edison Industries, McGraw-Edison Company __ Zone 
West Orange, N.J. In Canada: 32 Front Street W., Toronto, Ont. 
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HARTER C-100 
EXECUTIVE 
ARMCHAIR 


SOLID HARTER QUALITY 
AT LOW PRICES 


The Harter C-100 series is a refreshing change from the usual rule 
that low prices are achieved only by cheapening the product. The 
C-100 combines low price with solid quality. Harter-pioneered one- 
piece heavy gauge steel base. Seat cushion, 3 inches thick, of molded 
and cored virgin foam rubber that’s bonded with pure latex. Choice 
of high impact styrene, molded hard rubber or upholstered armbands. 


MATCHING SIDE 
ARMCHAIRS AND 
SIDE CHAIRS 


MODEL C-110 


i HARTER 
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MODEL C-120 


HARTER CORPORATION 
1129 Prairie St. 
Sturgis, Michigan 
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A new manual high ratio paper 
cutter has been designed. Cuts 
stacks of paper two inches thick. 
A product of Martin Yale, Inc., 
2100 West Fulton Street, Chicago 
12, the overall size is 26” x 26”. 
A safety feature is the automatic 
handle lock which prevents the 
blade from operating until the 
operator uses the other hand to 
release the safety catch. 
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A colorful 20-page steel chair 
catalog has been issued by Rem- 
ington Rand Division of Sperry 
Rand Corporation. It illustrates 
in detail the latest steel chair 
models that have been added to’. 
the company’s line. In addition to 
executive and secretarial seat- 
ing, the catalog also contains illus- 
trations and descriptions of arm 
chairs and side chairs, both large 
and small. 
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A new hand cleaner has been 
especially designed for girls who 
work in offices. Called “Creamee” 
the new product formula includes 
lanolin and silicone to make 
hands smooth and soft. It elimi- 
nates frequent hand-washing. A 
light application before working 


PURCHASING 





hours in morning and afternoon, 
helps keep hands clean through 
the day and prevents smudges. 
The new product was introduced 
by Roytype, a department of 
Royal McBee Corporation, Port 
Chester, New York. 

Write No. 65 on Inquiry Card—Page 32 


Magnetic sound sheets are the 
recording medium for which a 
new dictating machine has been 
designed. A product of DeJUR- 
Amsco Corporation, 45-01 North- 
ern Blvd., Long Island City, N. Y., 
the new sound sheet is letter- 
envelope size and endlessly re- 
usable by magnetic erasure. Pre- 
grooving by a special method 
eliminates tracking and phasing 
errors. The sheets have an area 
for marginal notes and can be 
filed as a record of correspond- 
ence. Another feature of the new 
development is that it will play 
back faithfully even if it is bent, 
folded or crumpled. 
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Attachable triangular index 
tabs which slant up at 45° angles 
and stick out have been created 
by Cel-U-Dex Corporation, New 
Windson, N. Y. The new tabs 
come in two types: self-adhesive 
for permanent attachment, and 
slip for interchangeable installa- 
tion. The exposure is one-half 
inch with widths for letter and 
legal size files. 
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* Won't clog, run dry 
* Writes 500 words 
* Spill-proof 





Fill this desk set 
only two times a year! 


The ingenious Esterbrook FEED- Imagine! No constant messy main- 
MATIC* Desk Set actually seals in tenance...no more clogged dry 


a six-month supply of ink against pens! And, there are 32 instantly re- 
evaporation and dust —releases placeable Esterbrook points to 
fresh ink to the pen as you need it. choose from. Black, colors—$4.50.f 


There’s a precision-made Esterbrook for every business need: 


Esterbrook DESKMASTER* fountain pen desk set 


Fastest selling desk set in America— Esterbrook’; precision 
fountain pen in a lustrous, porcelain base. Compact, efhi- 
cient. In popular colors and black (Model 112) 

Black, $3.75T 


Esterbrook RECORDER’ ball point desk set 


Writes 6 months in normal office use—A truly dependable 
ball point! Comes in choice of ink colors, fine o7 medium 
point. Deluxe black, colors, $3.95} Black, $2.95T 


All desk sets available with chain and adhesive base for public counter 
use. Also doubles for use with two ink colors. 


f List price per single unit. See your supplier for quotations 


Gsterbrook 


*T.M. The Esterbrook Pen Co 
10-DAY FREE TRIAL—Get one of these quality Esterbrook desk sets from 
your regular dealer. Use it 10 days. If you aren't completely satisfied, 
return it to your dealer with no cost to you. 
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plating progress ¥% 
~ 


‘world’s largest plating supplier { ( 


corporation 
detroit 11, michigan 
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Wateokons teletype and cable, a globe-circling network of depots, the 
speed of jet-age transportation are all at your command when you order 
plating supplies from Udylite. The supplies service team comprising a large 
and intricate complex of communications, warehousing, and personnel 
i. is set in motion with the receipt of your order. What you get is the finest quality, 
oe _the newest exclusive processes, in the most advanced packaging available, 
delivered with exactness, and speed. Within twenty-four hours— 
even less if necessary—your order can be on its way to you from the nearest 
. point of availability. In time to keep your production line moving 
| you receive your Udylite supplies, of quality, weight and price you know 


- you can depend upon. This is indeed “worry-free” buying 
} et \ 
3 ! ..\, provided for you by Udylite. 

j : 


MEANS WORRY-FREE BUYING FOR YOU 


...helps guarantee your production quotas 











} 
T 


ot customary but en- 
tirely “in order’’ is this 
shipment, rushed by 
Udylite messenger directly 
to planeside in Detroit for 
emergency delivery to a 
customer in Johannesburg, 
Nreltinemateule: Ome MetcRe (thus a 
was made in just 39 hours 
at a distance of 9036 miles 
in time to avert a produc- 
tion halt and provide the 
customer with typical 
Udylite supply service 
satisfaction. Udylite spe- 
cial delivery joins with 
the world’s speediest com- 
mon carriers to deliver 
your order tomorrow, if 
that’s how fast you need it. 
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Association News 


New England Conference} 


Is Largest Ever Held 


FULL HOUSE—Speakers and committeemen were 
gratified at the large group of Ninth District purchas- 


ing agents who turned out for the one-day conference 


HIGH MAN WINS— 
Howard Ahl, execu- 
tive-secretary of the 
National Association 
of Purchasing Agents, 
gave the group some 
valuakle hints about 
how to stay on top. 
He admonished P.A.’s 
to move ahead and 
be ready for changes 
in business condi- 
tions and manage- 
ment techniques. 


| 


® 


ACE OF SPADES— 
J. W. Coffman, presi- 
dent of Tecnifax | 
Corp., spoke during 
the morning sessfon 
on “The Communica- 
tion Crisis.” Using 
specially prepared 
slides, Mr. Coffman 
called for greater | 
clarity in communi- 
cations and for the 
use of the right word 
at the right time. 


ag 


FOUR OF A KIND—Shown here are the presidents of 
the four local associations that sponsored the recent 
Ninth District Conference in Springfield, Mass. They 
are (1. to r.) New England, W. C. Kendrick, H. P. Hood 
& Sons Inc.; Western Mass., Joseph R. Megliola, Tecni- 
fax Corp.; Rhode Island, E. B. Winslow, General Elec- 
tric; and Connecticut, B. G. Lowe, The Risdon Mfg. Co. 


ee > * * ae 


xe aK i 


< 
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STRAIGHT—Almost to a man, purchasing agents who 
attended the Springfield conference sat straight through 
the entire program. During coffee breaks, however, 
some P.A.’s used newspapers to keep in touch with 


™ goings-on outside the room. 


THREE KINGS—The Ninth District Conference played 
host to three national presidents of N.A.P.A.—one 
present and two former. Tom English, Aluminum Com- 
pany of America (c.), current president, was greeted 
by R. E. Shillady (1957-58), New England Electric 
System Companies (1.), and H. S. Kellam (1956-57), 
General Electric Co.’s circuit protective devices dept. 


For More Information about ad on facing 
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Crucible stainless highlights the quality in your product 


This is because Crucible precision-rolls stainless to produce finishes of incomparable lustre. Not only that, 


Crucible methodically checks each heat to ensure uniform physical properties and accurately controls gauge 


with electronic measuring devices. For stainless in all gauges down to .010” and in all strip widths, 


call or write: Crucible Steel Company of America, The Oliver Building, Mellon Square, Pittsburgh 22, Pa. 





CRUCIBLE 











STEEL COMPANY OF AMERICA 


CANADIAN DISTRIBUTOR — RAILWAY AND POWER ENGINEERING CORP., LTD. 





a new concept 
in motor protection! 


GET TOTALLY ENCLOSED PROTECTION AT LESS COST WITH 
STERLICONE MULTI-SHIELDED DRIP-PROOF MOTORS! 





STERLICONE MULTI-SHIELDED Motors, an exclusive devel- 
opment of Sterling Electric Motors, Inc., now make it possible 
to use drip-proof motors with full overload characteristics on many 
demanding applications...such as food processing, chemical, oil 
well pumping, and others involving corrosion, salt spray or similar 
atmospheric conditions that previously required TEFC protection. 





@ Flexible insulation is achieved by multiple 
application and controlled processing of a 
special silicone sealing compound to provide 
such a greater degree of environmental pro- 
tection that these motors can be used for 
applications involving excessive moisture, 
salt spray, oils, most chemicals, corrosive 
agents or dust. Forming a smooth, flexible 
coil encasement, this insulation is permanently 
resilient, with high dielectric strength; it 
does not become brittle like other protective 
materials. 

Heat dissipation is effected by means of the 
famous Sterling design of through ventila- 
tion. Because STERLICONE Shielding is of 
uniform thickness, heat is readily transmitted 
from the coils; moreover, since there is no 
bulky encapsulation, air may pass freely over, 
under, and around the end coils, resulting ina 


STERLICONE MULTI-SHIELDED MOTORS — SHIELDED 5 IMPORTANT WAYS! 


cool running drip-proof motor. 

This new STERLICONE Shielding process 
has been thoroughly proven. Tested by an 
independent laboratory under conditions far 
more severe than would exist in most indus- 
trial applications, the performance of this 
new motor equals or exceeds that of totally 
enclosed designs. 

@ Anti-corrosion coating provides extra pro- 
tection for both rotor and fan. 

9g Neoprene insulation shields all motor leads. 
@ Neoprene gaskets and diaphragm scal 
terminal box against virtually all atmospheric 
hazards. Terminal box rotates 360° for easy 
access. 

@ Sealed bearings are used...together with 
grease packing and labyrinth seal on the out- 
put shaft...for positive bearing protection 
and longer bearing life. 


For initial savings, longer service life, lower required horsepower 
ratings and minimum maintenance, STERLICONE MULTI- 
SHIELDED Motors are your best buy. Get the facts about 
STERLICONE MULTI-SHIELDED Motors. Write for Bulletin 


196. 





STERLICONE 
MULTI-SHIELDED 


TERLING 


ELECTRIC MOTORS, INC. 


5401 TELEGRAPH ROAD * LOS ANGELES 22 CALIFORNIA 
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ECONOMIC 


FACTS ON 


FASTENERS 


Vs al-ie- mi (omlele) Gels 
alfefe(-lam-r-\ slater 


@ Fastener value-analysis shows 
big dollar savings 


@ Quality improved at same time 


If you know what to look for, there 
are sizable savings to be found in 
standard fasteners. See what hap- 
pened when the RB&W Fastener 
Man analyzed fastener usage: 
Shown the merits of high strength 
bolts, a company standardized on 
them exclusively, saved $12,000 the 
first year, $28,000 the next. 
Showing a manufacturer how to 
substitute high strength bolts for 
heavy head milled bolts, the RB&W 
Fastener Man pointed to a $4,500 
annual saving on this item alone. 
At a plant with 23,000 different 
fastener items in inventory, more 
than half were eliminated...cutting 
costs from buying to assembly. 
Where special fasteners were used 
in heavy equipment, substituting 
cap screws offered $13,000 saving 
on a production run of 500 units. 


So it goes. Using high carbon cap 
screws where costlier socket screws 
are not really needed ... cap screws 
for studs and nuts in certain appli- 
cations ... replacing machined parts 
with cold headed pieces ...there are 
plenty of ways to economize. 

Take a look at your own fastener 
usage through the eyes of an RB&W 
Fastener Man. Contact Russell, 

3urdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York. 


115th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, Ill.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco, Sales 
agents at: Milwaukee; New Orleans; Denver; Fargo. 
Distributors from coast to coast. 





HEX and HEX: 
a major step 
in fastener 
simplification 


Under the new, RB&W Hex and 
Hex program, one hex head bolt 
and hex nut consolidates the best 
features of four other frequently 
used fastening units, all of which 
are intended to do the same job. 


Simplifies inventory, speeds turnover. 
Streamlines ordering, stocking and 
usage. 





Improves quality and 
appearance in the 
popular size range. 
In heading hex bolts, 
flow lines in the steel | ——--———- 
are distorted less 

than in square bolts. ‘> a 
Strength is greater, 

tolerances closer. e 
Hex heads are more 


; improved 
attractive, too. 


appearance 











Cuts weight, reducing handling costs. 
For example, 1,000 Hex and Hex 
units in the %”x 2” size weigh 25 lbs 
less than comparable square head 
bolts and square nuts. 
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wrench takes hold faster 








proper seating on either an 











Speeds assembly. Hex permits faster, 
easier wrenching. Double chamfered 
hex nuts allow correct assembly from 
either side. 


Cost no more than square head bolts 
and square nuts. Yet, look at the ad- 
vantages. Ask the RB&W Man about 
it. Or, write for Bulletin HH-1. 


RB&WwW FASTENERS—STRONG POINT OF ANY ASSEMBLY 
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Economist Predicts 


Business Strength for 1960 


A GOOD TURNOUT of over 
110 purchasing people from a 
wide area around the Midwest 
helped make the purchasing 
workshop—co-sponsored by the 
Purchasing Agents Association of 
Chicago and the Illinois Institute 
of Technology—quite a success. 

All who attended agreed that 
the session leaders did an inspir- 
ing job. With such famous pur- 
chasing names as Dr. John H. 
Hoaglund, Michigan State Univ.; 
Louis DeRose, PurcHAstnc Mag- 
azine; and Adolph Ruediger, Car- 
rier Corp. speaking, the P.A.’s 
present came away with much 
valuable information. 

Other eminent guides that led 
sessions for those in the purchas- 
ing profession were Dr. Dean C. 
Barnlund of Northwestern Uni- 
versity and Dr. I. V. Fine of the 
University of Wisconsin. 
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Richard B. Berry, director of purchases of 
the City of Chicago and moderator, listens to 
Dr. John H. Hoaglund of Michigan State 
Univ. in the session on purchasing policies. 


John K. Langum, Business Economics, Inc. 
speaking before the luncheon meeting. At 
the left is L. R. Seen, Borg-Warner Corp., 
and Jacob C. Frehner, Bowman Dairy Co. 
and president of the Chicago association. 


Topping the remarks made by 
economic consultant John K.’Lan- 
gum, president of Business Eco- 
nomics, Inc., was the statement 
that inflation is no longer any 
threat to our nation’s economy. 
He said that the ratio of available 
money for loans to the gross na- 
tional product is the key factor. 

This ratio, he contended, is at 
the lowest point it has ever been 
in the last 25 years—and there- 
fore, rash expansion and subse- 
quent cost spirals are a thing of 
the past. He also cited reluctance 
on the part of consumers and capi- 
tal goods buyers to allow any 
price increases. 

It was Mr. Langum’s prediction 
that the early part of 1960, and 
quite possibly the entire next 
twelve months, will be very good 
for both consumer goods and 
plant and equipment expansion. 


He cited the following reasons for 
the good conditions: 


Smaller Price Hikes 


(1) Statistics from most sources 
point to continuing upswings. 
(2) In manufacturing, cash on 
hand, cash coming in, and profits 
are at excellent levels. 
(3) The idea of keeping up with 
technological advances in plant 
equipment is sinking into the 
minds of management. 
(4) Wages will reach new highs 
but prices will not rise as fast. 
Mr. Langum felt that the steel 
strike was over emphasized in its 
effect on production. He con- 
cluded that other industries had 
a much greater part in the near 
record rise in the production 
index from January to June of 
1959 than high production-in- 
anticipation-of-steel-strike had. 
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American Conveyor Pulleys save you money! 
Largest tonnage-dollar factor in the industry 




















$307.74* was saved on this installation on head 
and tail pulleys, shafts and bearings for a 48” belt 
conveyor moving 175 tons of coal per hour. 


To figure the savings you can make on your 
installations, get a copy of the American 
Conveyor Pulley Catalog and 
. Long, high-tensile bolts store tension to keep nuts engineering bulletin CP-47. Ask your 

tight, hubs permanently in place; bolts do not American Distributor or write for 

carry load. your copy. 











. Hubs are saw-slit through one side to provide , Na 
Wedg-Tite clamping action; they grip the shaft *Published Consumer Prices 
with a bulldog-like grip. 


. Cross-clamp bolts provide insurance that the hub 
a — securely and permanently clamped to POWER 


. Massive hubs provide strength to withstand ex- TRANSMISSION 
treme loads. ' 


. Backing rings reinforce the end discs and reduce DIVISION 


forces on the bolts on pulleys 10” diameter and 
up. 


. No welding in high-stress concentration area. A M FE . | C A N p U l L E y C 0 M P A N y 


. Corrugated end-discs, and clover leaf hub con- 
tour, eliminate stress concentrations in the high 
stress area. 4200 WISSAHICKON AVENUE * PHILADELPHIA 29, PA 
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1. Compounding rubber to be processed into industrial 
hose. This spiral flow mixer at the Industrial Hose Plant 
of Swan Rubber Company is lubricated with Gulfcrown 


2. Sheeting-off compounded rubber flats, this processing 
mill is on the floor directly below the mixer. Gulfcrown 


Grease and Gulf Harmony oil. 


§ 


> 


5. Extruding lead overcoating on hose, this lead press has 
its hydraulic system filled with Gulf Harmony. Lead cover- 


ing becomes template against which outside diameter of 
hose is forced under steam pressure, then cured. 


col ||) 


‘4 ~ me. 


Grease—a highly stable, water-resistant type—keeps the 
roll bearings in this mill operating smoothly. 


6. Braiding reinforcement fibers on industrial hose. The 
high speed spindles on these braiders at Swan Rubber’s 
Industrial Hose Plant are lubricated with Gulf Precision 
Grease %2. Gulf Harmony oil lubricates the spindle decks. 


Swan Rubber cuts downtime 30% on 300 processing 


GULF MAKES THINGS 


“Over 10 years ago, with the help of Gulf engineers, we 
set up a comprehensive lubrication plan for our rubber 
hose production. Since then we have reduced downtime 
by more than 30% on more than 300 basic processing 
machines, and hundreds of auxiliary units, using only 6 
Gulf greases and 3 Gulf oils.” 

That’s the report from C. B. Jacobs, Plant Engineer of 
Swan Rubber Company, Bucyrus, Ohio—world’s largest 
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manufacturer of garden hose, and also a major producer 
of industrial hose. 95% of the lubricants in this plant are 
supplied by Gulf. 

Shown above are a few highlights in the processing of 
industrial hose at Swan Rubber, where Gulfcrown 
Grease, Gulf Harmony oil and other Gulf lubricants 
made possible a 30% reduction in downtime. 

In over 10 years of Gulf lubrication of Swan’s om-, 
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3. Strip-feeding rubber to extruders for shaping into in- 4. Extruding rubber like endless macaroni. This extruder, 
dustrial hose. Gulfcrown Grease lubricates the bearings of | in another section of the plant, has many precision gears 
this machine—and, as seen here, is also supplied to ex- _ in its speed reduction units which regulate feed and speed. 
ternal components of the machine. The gears operate in a bath of Gulf Harmony oil. 


7. The finished product ... Swan Rubber’'s industrial hose, 8. Gulf man on the job helps Swan Rubber cut downtime 
some 300,000 feet of which are produced here daily. Only 30% with the right Gulf greases and oils. Right, E. A. 
6 Gulf greases and 3 Gulf oils provide complete lubrication Jeffrey, Gulf Sales Engineer, with C. B. Jacobs, Plant En- 
for more than 300 basic processing machines. gineer, Swan Rubber Company. 


machines using Gulf greases and oils... 


RUN BETTER! 


chinery, there hasn’t been a single plant-stopping ma- 

chine breakdown due to a lubrication problem—strong 

— that Gulf makes things run better. GULF OIL CORPORATION 
ow about your plant lubrication? Gulf engineers 

can help you reduce downtime and cut maintenance Dept. DM, Gulf Building 

costs. Just call your nearest Gulf office. Or, write for Pittsburgh 30, Pa. 

illustrated bulletins on Gulfcrown Grease and Gulf 

Harmony oil. 
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For Stampings Standard... 
For Stampings Right... 
Or Stampings Special... 
The Price is Light... ¢) 





Materials Management 
Conference Held At 
Univ. of Wisconsin 





The University of Wisconsin 
Management Institute began the 
1959-60 series of materials man- 
agement with Louis DeRose, mar- 
keting consultant for PURCHASING 
magazine and head of DeRose and 
Associates, New York City. 








Use Any Of Our «J 





BRACKETS METALLIC GASKETS SPECIAL WASHERS CLAMPS ELECTRONIC CHASSIS BRAZED ANO BENCH ASSEMBLIES 





Now you can be sure... with a nationally-known stampings service... 
in your area...experienced, factory-trained sales engineers available for con- 
sultation.,.for stampings in quantities one to a million... with the advantages 
of better quality, faster delivery and lower costs. Here’s how it’s done: 


STAMPINGS DIVISION 


“One Piece or a ravirrl 


LAMINATED SHIM COMPANY, INC, Vs STAMPINGS : 


2+-0n most Bid Lists 
2411 UNION STREET, GLENBROOK, CONN. 
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A FEW PIECES —at Experimental or Pilot Stage 


NO DIES! Our “One Plus” Method, applying cus- 
' tom-built slitters, cutters, notching dies, slotting dies, 
bending tools and stock punches—p us special techniques 
and skills—produce these small quantities at very low cost. 


SHORT RUNS 
LOW-COST, SHORT RUN TOOLING! 


This Method produces something more than a few, but 
less than high production quantities. Simple contour dies, 
special purpose presses keep costs ‘way low. Newly ex- 
panded facilities speed deliveries. 


PRODUCTION RUNS 
MODEST DIE CHARGES . larger quantities! 


Here is where our regular Production Tooling Method 
applies to advantage...to deliver high quantity Stamp- 
ings, and at lowest possible unit cost. 


Our service checks your requirements against 
our 3 methods...one is sure to work out best 
for you—and your budget. Let us quote your 
next job...including brazing, welding and 
assembly, if desired. 





LAMINATED SHIM CO. SPECIALISTS 
i CLAMPS » BRAZED and BENCH ASSEMBLIES 
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Louis DeRose of Purchasing Mag- 
azine conducting the first of a 
series on materials management at 
the University of Wisconsin’s Man- 
agement Institute. Purchasing ex- 
ecutives from Wisconsin, Illinois, 
Iowa and Missouri attended. 


Two separate sessions were 
held to accommodate all those at- 
tending. Over 60 purchasing ex- 
ecutives came to both meetings. 
Industry and utilities from Wis- 
consin, Illinois, Iowa and Mis- 
souri were represented. 

In this first of six conferences 
on materials management discus- 
sion centered on defining just 
what is meant by the term. It 
was pointed out that an effective 
materials management organiza- 
tion can do the best job in stop- 
ping profit leaks. 

By reorganizing functions and 
activities of materials flow and 
giving the responsibility to one 
man or group materials manage- 
ment can best be fulfilled. Fitting 
such a program into various types 
of companies was also covered. 


Innovation At Cleveland 


The Purchasing Agents Associ- 
ation of Cleveland have developed 
what they call a “Commodity 
Service.” It is designed to pro- 
vide a means for members to dis- 
pose of surplus material and, on 
the other side of the coin, it of- 

(Please turn to page 182) 
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STAMINA... heavy loads go farther on Bower Bearings 


Moving a missile from coast to coast 
takes bearing muscle aplenty. And its 
on-schedule arrival depends on perfect 
—repeat, perfect— bearing performance. 
To roll the load surely, safely, on time 
you can Cepend on Bower bearings. 
The extra assurance, extra service they 
give results from definite design ad- 
vantages. Spherically generated roll 
heads, higher flanges and larger two- 


zone contacts translate into trouble- 
free service, reduced maintenance, 
longer bearing life. 

Whether you build, buy or maintain 
trucking equipment—or any product 
that uses roller bearings—ask for 
Bower first. You can select from a 
complete line of tapered, straight and 
journal roller bearings for every field of 
transportation and industry. 


BOWE R ROLLER BEARINGS 


Bower Roller Bearing Division @ Federal-Mogul-Bower Bearings, Inc. @ Detroit 14, Michigan 
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Not knowing what's going to happen next—this is the most upsetting aspect of nightmares . . . and 
buying and using many stainless steels. 


When you order stainless steel from your nearby Carpenter serviCE-CENTER, you know in advance 
what youre getting: 


Predictable performance! Every bar, every order, assures you the advantages inherent in maximum 
uniformity. You hold production and service problems to a minimum. Carpenter has taken the guess- 
work out of stainless. 


Large local stocks! Billet, bar or wire .. . your Carpenter SERVICE-CENTER has it. We stock an un- 
usually wide range of grades and sizes to accommodate your most diversified needs. 

Technical help extraordinary! No matter how difficult your problem, there’s an excellent chance 
that Carpenter's continuing Research and Development Program has already produced information 
to save you time and money. Other progressive companies take advantage of our metallurgical 
services. Why don’t you? 


tool and die steels 
stainless steels 
electronic, magnetic and electrical alloys 
arpenter ste -_ a high temperature alloys 
special-purpose steels 
tubing and pipe 
fine wire specialties 


The Carpenter Steel Company, Main Office and Mills, Reading, Pa. 
Alloy Tube Division, Union, N. J. 

Webb Wire Division, New Brunswick, N. J. 

Carpenter Steel of New England, Inc., Bridgeport, Conn. 





Designing NEW DRIVES? 


PRESENT V-BELT DRIVE NEW, COMPACT GATES SUPER HC DRIVE 


Save up to 20% 


with new high capacity V-belt drive 


When you change the whole drive — both V-belts and sheaves — 
remember: The cost of a Gates Super HC V-Belt Drive is as much 
as 20% less than the cost of present V-belt drives of the same horse- 
power capacity. 

A deveiopment of Specialized Research in the world’s largest 
V-belt laboratories at Gates, the new Super HC V-Belt makes 
possible the most compact, lightest-weight, lowest-cost multiple 
V-belt drive you can put on any machine! 


Cuts drive space as much as 50% 


With Gates new Super HC V-Belt, 
sheave diameters and widths can be re- 
duced 30% to 50%, center distances 20% 
and more. Bearing load is lightened and 
total space occupied by the drive may be 
cut as much as 50%. iB uper He 
“The Modern Way to Design Multiple 2el Drive | 
V-Belt Drives” is an informative hand- | a 
book on the Super HC Drive, available | 
from your nearby Gates Distributor listed Se a] 
in the Yellow Pages of your phone book. i, 


5 The Gates Rubber Co., Denver, Colorado 
LD Gates Rubber of Canada Ltd., Brantford, Ont. 
| pice World's Largest Moker of V-Belts ‘ 


r 


Gates ‘V..\° Drives 
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fers an opportunity for them to 
also obtain many needed items. 

The association office sends out 
a list of commodities which are 
for sale. Anyone interested in’ 
buying the items gets in touch 
with the member who has the 
surplus material. 

All transactions are between 
the buyer and seller. The associa- 
tion assumes no responsibility or 
takes no active part beyond mak- 
ing the information available. 


Grand Rapid P.A.’s 
Urged Not to Kill 
The Golden Goose 


“The over-zealous purchasing 
agent can create problems not 
only for his suppliers but also for 
his own company by trying to 
wring the last penny out of the 
suppliers’ profit,” James C. Rich- 
ards, vice president sales of B. F. 
Goodrich Industrial Products 
Company told members of the 
Grand Rapids Purchasing Agents 
Association in a recent meeting. 

“On a short-term basis this may 
make a hero out of the purchas- 
ing agent, but he could end up 
doing a dis-service to his em- 
ployer,” Richards said. “Such 
penny-saving practices can kill 
the goose that lays the golden egg. 
The egg in this case being the new 
or improved products which are 
the result of costly research and 
development programs under- 
taken by large, reputable sup- 
pliers.” 

Richards said that some pur- 
chasing agents repeatedly do 
business with the company that 
plays follow-the-leader, the firm 
that does little or no creative 
work on its own. As far as these 
“copy cat” companies are con- 
cerned, the march of progress has 
stopped, Richards said. 

“Because the follower, the tail- 
ender has no element of research 
in his costs, he can consistently 
undercut prices. But the pur- 
chaser of such supplies had better 
make sure that his own finished 
product doesn’t lack imagination, 
style, utility and customer ap- 
peal,” Richards said. 

There is nothing more subject 
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to destruction by obsolescence 
than an_ established product, 
Richards charged. “Every year re- 
search and development kill off 
old-line established products. The 
purchasing agent who deals with 
reputable suppliers takes out an 
insurance policy against this form 
of economic fatality.” 

Richards said that much of the 
“copy cat” material that purchas- 
ing agents mistakenly think is 
“just as good” as the products 
coming from domestic suppliers 
is funneled into the country from 
abroad where cheaper labor and 
cheaper materials make the prod- 
ucts possible. 

“Every time we buy an im- 
ported product, we decrease the 
availability of jobs in this coun- 
try,” Richards said. “The pur- 
chasing agent who gives prefer- 
ence to imports for reason of price 
alone will find, in the end, that 
his own company’s position will 
be threatened by the same kind 
of thinking, magnified a thousand 
times by other purchasing 
agents.” 

Pointing to the high standard 
of living enjoyed in the United 
States, Richards said that pur- 
chasing, rather than selling, will 
determine whether or not we will 
maintain our traditional Ameri- 
can way of life and our cher- 
ished heritage. 


Cleveland Assn. Hears 
°60 Forecast by Banker 


James M. Dawson, vice president, 
National City Bank, Cleveland was 
the principal speaker at a recent 
meeting of the Purchasing Agents 
Association of Cleveland. He gave 
members the “straight dope” on 
what to expect for the balance of 
1959 and what to look forward to 
during the coming year. 
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Need REPLACEMENT V-BELTS ? 





Improved Gates Vulco Rope 
gives you 2 important 
advantages 





1. 40% higher hp rating at no increase in price: This 
important cost-saving advance is the result of Specialized Research 
in the world’s largest belt-testing laboratories at Gates. As replace- 
ments on standard drives these V-belts with 40% more load-carrying 
ability give longer service life...reduce down-time, cut belt re- 
placement costs. 


2. Concave Sides (U. S. Pat. 1813698): 
The sides of Gates Belts are concave (Fig. 1). When 
the belt is bent around the sheave, the concave sides 
fill out—become straight—for full, uniform contact 
with the sides of the sheave groove (Fig. 2). Uniform 
contact insures maximum pulling power...even dis- 
tribution of wear...longer life. 
Available in all sizes from your nearby Gates 
V-Belt Distributor listed in the Yellow Pages of your phone book, 





When designing new drives 
use Gates new Super HC V-Belts and Sheaves. 
See opposite page. 








The Gates Rubber Co., Denver, Colorado 


Gates Rubber of Canada Ltd., Brantford, Ont. La 


World's Largest Maker of V-Belts 


TPA 432 al 


Gates viz;;:;, V-Belts 
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THOMSON TAKES EXTRA 
PAINS TO PREVENT 3 
FASTENING HEADACHES! \y 


Statistical qua 





procedures plus | 


+ « « when Thomson becomes your fastening partner. 


In the Thomson line of more than 8,000 rivet designs, 
you'll find the semi-tubular, deep-drilled, bifurcated 


(split), shouldered or compression rivet that will give 
you the best strength-cost ratio in the fastening field. JUDSON LL. 


Produced to the industry’s highest quality standards 
at production rates exceeding 20,000,000 rivets a day, T 4 tA a 
these low-cost fasteners merit serious consideration in 
your product-improvement and cost-reduction programs, 
MFG. CO., WALTHAM 54, MASS. 


Our leadership in solving fastening problems with qual- 
ity rivets and precision rivet-setting machines since Rivets and Rivet-Setting Machines 
1885 is at your service. What is your problem? 

* CALIF. © FLA. © TEXAS * MISSOURI + S. CAROLINA © ONTARIO, CAN, 


ee. Offices: NEW YORK * ILLINOIS * INDIANA * OHIO « MICH, » PENN. 
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Peterson Manufacturing Company, Kansas City, produces the auto accessories shown here. 


STOPS Rising Production Costs 
of Vital Automotive Accessories 


Spotlights, stop lights, reflectors and a host of vital auto 
accessories are most economically produced from Bridgeport 
Cartridge Brass Strip (Alloy 69). The ease with which 
Alloy 69 can be formed is the key to the cost savings. In 
fact, Cartridge Brass has replaced stainless steel in many of 
these applications. 

Superior deep-drawing properties in Cartridge Brass make 
it possible to reduce the number of forming operations to 
a minimum. Rejects are also eliminated, for Alloy 69 has the 
ductility and strength to take progressive forming operations 
without rupture or cracking. And the finish remains fine 
during processing — fine for the chrome plating needed to 
give auto lamps reflective brilliance. The added plus of high 


B t 


scrap value for brass gives manufacturers a final dollars- 

and-cents reason to lower manufacturing costs by forming 

parts from a forming material—Cartridge Brass Strip. 
Lamps are not the only products that save from the 

formability of Cartridge Brass Strip. Grillwork and grom- 

mets, snap fasteners‘ and spun products, eyelet machine 

items and every progressively formed product can enjoy 

minimum unit costs with this one-of-a- 

hundred Bridgeport Metals. For a com- 

plete list, and mechanical-physical prop- 

erties comparison, write today for a copy 

of the folder, “Bridgeport Alloys, Copper, 

Brass, Bronze.” Please address Dept. 3711. 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. « Sales Offices in Principal Cities 


Specialists in Metals from Aluminum to Zirconium 
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Cohife 70+ 


fixed composition RESISTORS 


1/o-, 1- and 2-watt sizes 


The resistors that are setting 

today’s higher performance standards! 
Unmatched for load life and moisture 
resistance — and, with performance 
that exceeds MIL-R-11 requirements. 
And now, for the first time, you can 
get such resistors in a complete line 
of RC-42 (2-watt); RC-32 (1-watt) 
and RC-20 (1/4-watt) types from stock 
from leading distributors! 


NOW YOU CAN GET THEM 
Immediately / 


in any standard value or tolerance 


for small runs, for production emergencies, 
for military prototypes and for hurry-up 
design and engineering projects. 


FROM STOCK ... from these selected STACKPOLE distributors: 


BALTIMORE, MD. 

Kann-Ellert Electronics, Inc. 
BATTLE CREEK, MICH. 

Electronic Supply Corp. 
BIRMINGHAM, ALA. 

MG Electrical Supply Co. 
BOSTON, MASS. 

Sager Electrical Supply 
BROOKLYN, N. Y. 

Electronic Equipment Corp. 
CLEVELAND, OHIO 

Pioneer Electronic Supply Co. 
DALLAS, TEXAS 


Wholesale Electronics Supply Co. 


DAYTON, OHIO 
Srepco, Inc. 


DENVER, COLO. 


Denver Electronics Supply Co. 


GLENDALE, CALIF. 
R. V. Weatherford Company 
INDIANAPOLIS, INDIANA 
Radio Distg. Co. 
KANSAS CITY, MO. 
Burstein-Applebee Co. 
MELBOURNE, FLORIDA 
Electronic Supply 
MIAMI, FLORIDA 
Electronic Supply 
NEW YORK, N. Y. 
Harvey Radio Co. 
PHILADELPHIA, PA. 
Almo Radio Co. 


SAN DIEGO, CALIF. 

Radio Parts Co. 
SCRANTON, PA. 

Fred P. Pursell 
SEATTLE, WASH. 

C & G Radio Supply Co. 
ST. LOUIS, MO. 

Interstate Supply Co. 
SYRACUSE, N. Y. 

Morris Electronics of Syracuse 
TACOMA, WASH. 

C & G Radio Supply Co. 
WASHINGTON, D. C. 

Electronic Wholesalers, Inc. 
WATERBURY, CONN. 

Bond Radio Supply Co. Inc. 


WEST PALM BEACH, FLA, 
Goddard Distributors, .Inc. 


WICHITA, KANSAS 


Interstate Electronic Sup. Corp,» 


WILBRAHAM, MASS. 
Industrial Components Corp. 


WINSTON-SALEM, N. C. 
Daiton-Hege Radio Supply 


+. and G-C/STACKPOLE, TOO! 


Attractively packaged by G-C 
Electronics for service replace- 
ment uses, Coldite 70+ Resis- 
tors are also available through 
over 800 G-C distributors. 
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NOW THE WORLD'S LARGEST 
PRODUCERS OF RECORDING CHARTS 
HAVE INTEGRATED THEIR 
SKILLS,-OAPACITIES AND EFFICIENCIES 
~~ TO BRING YOU... 


Here are charts that you can rely on! 

You can count on precision, developed during 

50 years of specialization in chart printing 

by Staebler & Baker Inc. and Technical Charts Inc. 
You can count on service, developed during 

the 20 years Technical Sales Corporation 

has been their exclusive distributor. 

Two and a half years ago the three companies 
combined with two others to form 

Graphic Controls Corporation. Today this integration 
is complete,bringing a new approach 

to your recording chart needs. 


iS see THE NEW SYMBOL OF PRECISION...THE NEW NAME 
FOR SERVICE... BRINGS YOU... 


ENGINEERING SKILL PLUS PRINT- 
1G CRAFTSMANSHIP — to give 
you exactly the right chart for the 
job, printed with precision, all GC 
Chart production is supervised by 
teams of instrument engineers and 
experienced printing technicians. 


RECORDING 
CHARTS 


GREATER PRODUCTION CAPACITY 
— GC Charts already are in use on 
more instruments than any other 
make. Now our integrated manu- 
facturing facilities have been ex- 
panded broadly to serve you better. 











ADVANCED TECHNIQUES OF 
CHART DESIGN, PLATEMAKING 
AND PRINTING — GC Chart 
research has developed a years- 
ahead methodology that assures 
accuracy you can depend on and 
efficiency that saves you money. 





MORE THAN 15,000 STOCK 
CHARTS TO CHOOSE FROM — 
there's a GC Stock Chart for 
almost every instrument and for 
every Standard application. 





RECORDING 
CHARTS 


FASTER, MORE EFFICIENT 
SERVICE —GC’s centralized, 
electronic order processing and 
production control system expe- 
dites every order, insures prompt 
delivery —. and can anticipate your 
future needs. 


COMPLETE, ONE-SOURCE 
SERVICE—write one order — 
and pay one invoice — for all your 
chart requirements. Bulk your an- 
nual needs into one order and get 
periodic shipment plus savings 
from quantity prices. 


SPECIAL CHARTS — And, for 
special requirements, GC Chart 
specialists can help you design the 
chart you need 


DISTRIBUTED BY 
TECHNICAL SALES CORPORATION 


16599 Meyers Road 


Detroit Michigan 


A SUBSIDIARY OF 


GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 


To learn more about the meaning of this new symbol for 


precision 


this new name for service 


send for your 


copy of “The Graphic Contro/s Story.” 
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Association News 





LUBRIPLATE Louisville Assn. _ Hears Steel Talks 
No. 630- 2 “= Beh ass \ 


PACKED IN 


CONVENIENT 
GREASE GUN 
CARTRIDGES 





Lubriplate No. 630-2 is a high tem- 
perature, extreme pressure, water- 
repellent, grease type lubricant. 
Ideal for the general lubrication of Donald Hughes (left), General Electric, president of Louisville Association 
Industrial, Automotive, Construc- compares notes with Robert Burnett (center) of W. E. Caldwell Co. and 
tion, Farm and Marine Equip- Charles Yann of Pepsi-Cola Louisville Bottlers. 


ment. Lubriplate Grease Gun Car- 
tridges provide an easy, quick, 
economical means of application. ] 
Prevent the waste and mess of ese from MARSH 

hand filling. Packed 10 Cartridges ; = 
2 Ey ne ; > Small solenoid valves that 


REGARDLESS OF THE SIZE AND | : fill a BIG order 

TYPE OF YOUR MACHINERY, ee ‘ Designed to meet the need for 
: | positive-acting tight-seating 

LU BRI PLATE LUBRICANTS : valves for use on wide — of 

; media, including oxygen, hydro- 

WILL IMPROVE ITS OPERATION ; aide, sentient, aie. 

AND REDUCE MAINTENANCE Save ics 


Conduit type and grommet type. Port 


‘ pi e 
For nearest LUBRIPLATE distributor sizes 1/8 and 1/4" WT. 

see Classified Telephone Directory. Ten orifice sizes: 

Write for yor Fag meee org — : 3/64” through 1/4”. 

Book”’, . . a valuable treatise on lubri- ; . 

cation. LUBRIPLATE DIVISION, ering tgs ag 
Fiske Brothers Refining Company, ; é ; age wg 
Newark 5, N. J. or Toledo 5, Ohio ; available in 12, 24, 208, 230, 460 V. A.C. 











Pressure to 540 psi. 


Small, but with more strength in 
the Marsh manner. Coils never 
overheat. Entire assembly leak 
- tight. Remarkably quiet oper- 
- ” ation. Cleanable without breaking 
connections. Used in any position. 
Bodies either brass bar stock or 
18-8 stainless steel. All moving 
parts stainless. Underwriters’ ap- 
proved for use on oxygen and hy- 
drogen and as safety valves. 


qurite MARSH INSTRUMENT COMPANY 
Dept.G, Skokie, Illinois 
eur Division of Colorado Oil and Gas Corporation 
Marsh Instrument & Valve Co., (Canada) Ltd., 8407 103rd St., 
FISKE nos Ty Edmonton, Alberta, Canada, Houston Branch Plant, 1121 
VE BROTHERS REFININS., Rothwell St., Sect. 15, Houston, Texas. 
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y pret 
Conduit-type Master- 
THE MODERN LUBRICAN) ; mite. Grommet-type 


also available. 
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Strong 


Restraining Influences... 


Roebling Hose Wire, Hose Reinforcing 
Wire and Hose Wrapping Wire bear the 
stamp of Roebling’s 


Strict attention 


to constant uniformity. As with all 
Roebling wire products, each is wholly 
Roebling-made and Roebling-con- 
trolled, from open hearth to packaging 
Tensile strength and fo:ming qualities, 
finish and gage are of an excellence 
that proves itself in use 

Resistance to internal and external 
pressures and wear are what you look 
for in hose wires and what you pay for 
With Roebling, you get them 


For turther information on these and 


other Roebling quality products, write 


Wire and Cold Rolled Steel Products 
Division, John A. Roebling’s Sons Cor- 
poration, ?, New 


Trenton Jersey 


Roebline “duct is Better for it 


ROEBLING 4 


“@ 





Association News 


Seen at the N.I.G.P. 


Conference in Cleveland 





Executive Vice President Al Hall reports 
on N.LG.P.’s progress in ’59 and plans 
for 60. 


Large and attentive crowds of purchasing 
agents from U. S. and Canada attended 
general and special sessions at the 59th 
annual conference of the National Insti- 
tute of Governmental Purchasing. 


General chairman Leo Weil, left, swaps congratulations with 
outgoing president, O. Grant Brush, at close of successful 


conference. 


Joe Spagna, City of New York, doing 
a litthe homework between sessions. 


New N.LG.P. officers: (1. to r.) Verne 
O. Gehringer, San Diego County, treas- 
urer; John V. Moran, City of Boston, 
vice-president; Ernest J. Brewer, City 
of Atlanta, president. Otto R. Winter, 
City of New Britain, vice-president, 
was absent at time of picture. 








At Tom Huston Peanut Co., Columbus, Georgia... 


Per maalas Mechanized Bulk Storage Units 
Save $21,000 per year 


with inplant handling operations 


@ 77% less space required than for 
storage of bagged sugar 


Two 17’ x 20’ Permaglas Bulk Storage Units, 
equipped with A. O. Smith’s exclusive mechan- 
ical “‘sweep-arm’”’ bottom unloader, and an 
automatic conveying system has replaced the 
out-dated, expensive method used for handling 
and storing sugar at the Tom Huston Peanut 
Company’s plant in Columbus, Georgia. The 
automatic system conveys the bulk sugar ef- 
ficiently, rapidly and directly into production 
processing. Here are the cost-saving advantages 
realized with the Permaglas Units: 


1, Elimination of inplant handling and stor- 
ing of bagged sugar, resulting in savings of 
$21,000 per year. 


2. Sugar stored in bags required 3,320 sq. ft. ‘ ; aia 

of space. With bulk sugar storage only 760 sq. ft. ings realized are: more accurate weighing of 
of this space is necessary. Additional cost sav- sugar into premelt kettles . . . utmost sanitation 
in automatic system because sugar is not ex- 
posed to air until it is deposited into cooking 
kettles ...no messy bags to contend with... 
safe, clean, sanitary storage of bulk sugar in the 
Permaglas Units rather than in the warehouse. 
Moreover, because Permaglas Structures are 
glass-lined inside and out—sugar is protected 
from contamination. 








For complete details on Permaglas Mecha- 
nized Bulk Storage Units fill in and mail coupon. 


f~ NORTH USAGE 2200//HR. Through research Se .@ better way 


ht 


HARVESTORE PRODUCTS 
SCALE HOPPER KANKAKEE, ILLINOIS 
HOPPERS A. 0. Smith International S.A., Milwaukee 1, Wis. 


ravens sind eee ee ee ee ee es es 
COOKING KETTLE —> 
FEEDER A. O. SMITH CORPORATION 
oP VALVE Permaglas Storage Units, Dept. P-119 


1507 MIN DISTRIBUTION EQUIPMENT Kenkates, Minels 











Send me free Permaglas Mechanized Storage Unit Bulletin MU-100. 





Bulk sugar is pneumatically transported from “‘air-slide" railroad cars §j 
into two 17’ x 20’ Permaglas Mechanized Storage Units at the rate 5 
of 30,000 Ibs. per hour. From the storage tanks the sugar is auto- 
matically fed into two sets of surge hoppers. From here the bulk sugar §j 
goes directly into cooking kettles for processing. This automatic distri- ' 
bution system is the answer to high-cost inplant handling and storing 

of bulk sugar. 


.. State 
om as os oe oe oe oe oe oe oe oe oe oe es oe ld 
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PARTS PRODUCED FROM 


two_more cases where 





provide excellent bearing properties 


MUELLER BRASS CO. 600 ALLOY 
screw machine product used in 
heavy duty farm equipment 


This heavy duty planetary pinion shaft, made as a screw part from tough 600" 
series bearing alloy, was the answer to a continuing wear problem encountered 
in the driving mechanism of heavy-duty farm equipment and big trucks. The part 
is machine produced to exacting tolerances and all necessary finishing operations 
are done by Mueller Brass Co. so the pinion shaft is ready for :astallation when 
received. Since “600" alloy parts have been installed, no operating failures have 
been reported and the shafts have proved far superior to the material formerly used. 


eile 


olht teh’ ae 


COLD-PREST 


MUELLER BRASS CO. 
ANALYSIS SERVICE 


You get sound, unbiased advice 
/ on the one best method of 
making your parts because 
Mueller Brass Co. is the only 
fabricator in the country offer- 
ing all these methods of pro- 
duction. An experienced 


Methods Analysis Department 
has at its command a complete 
knowledge of the advantages 
and limitations of each produc- 
tion process. This unique tech- 
nical service is your assurance 
of getting the best product at 
the best price . . . made the 
one best way! 


IMPACT EXTRUSIONS 


PLASTIC INJECTION 
MOLDING 


MUELLER BRASS CO. 


PURCHASING 





MUELLER BRASS CO. 600 attoy 


and maximum wear resistance in tough applications 


Si CASE HISTORY 








MUELLER BRASS CO. 600 ALLOY forgings 
used in aviation air compressors 


Analyzing the job requirements of Walter 
Kidde & Company, Inc., for a main driving 
cam component to be installed in a recipro- 
cating type of aircraft air compressor, Mueller 
Brass Co. Methods Analysis Engineers de- 
cided on a forging fabricated from “600” 
alloy as the most practical method of pro- 
duction. Since the cam forms the prime 
component of the driving mechanism, it 
must have good bearing wear surfaces and 
because the compressors are used in the 
aviation industry, the cams must be com- 
pletely dependable. The close grained, strong 
forging that resists combination compressive 
and tensile stresses was the answer. 


A typical compressor takes in ambient air 
and compresses it to 3000 psi or higher. 
This high pressure air is stored in metal or 


This yoke forging is 
lightweight, yet 
strong; has excellent 
bearing wear surfaces. 


POWDERED METAL PARTS 


NOVEMBER 23, 1959 


SAND CASTINGS 


PORT HURON 30, 


ded for actu- 
system P ts such 
as solenoid control valves, brake valves, 


fiberglas containers until 








ation of p ati 


manual control valves or actuators. These 
and other pneumatic units retract the en- 
trance door, operate landing gear, wheel 
brakes, nose wheel steering systems, pro- 
peller brakes or perform other functions. 


Aircraft in which Kidde compressors are 
installed include the Boeing 707, the Douglas 
DC-8, the Lockheed Electra, the Fairchild 
F-27 and various military aircraft. 





Mueller Brass Co. prod press, h 
or cored forgings of any practical shape 
from a few ounces to 150 Ibs. in brass, 
bronze, al gnesi in 27 
standard, as well as special, alloys. 


and 





MICH 


Aircraft air com- 
pressor equipped 
with hydraulic 
drive delivers air 
compressed to 
3000 psi at the 
rate of 6 cfm. 


Forging is part of the 
main cam, the prime 
component of a modi- 
fied Scotch-type yoke, 
which is the piston 
driving mechanism in 
the air compressor. 


FORMED COPPER TUBE 


Write today for free technical 
literature on any one or all of 


° the seven fabricating methods. 
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A Announcing a NEW Drive Engineering 


New DAYTON POLY-V’ DRIVES permit 








\OOOOOOO 
H nt Typical application where the use of Poly-V Drive resuits in consider- 


able savings in space, weight and costs .. . a more compact and lighter 
drive because of greater flexibility and load carrying capacity. 





NEW DAYTON POLY-V DRIVE 


New Dayton Poly-V Drives complete the 
Dayton line... answering many of the design 
engineers’ problems dependent on greater 


power delivery under the most critical space 
limitations. 


This new concept of power transmission em- 


ploys a single, endless parallel V-ribbed belt 
running in sheaves designed to mate precisely 
vith the belt ribs. Single unit design provides 
twice the tractive surface per inch of sheave 






width . . . delivers up to 50% more power in 
as little as 2% the space where these require- 
ments are indicated. This means /ess overhang, 
less bearing load . . . a more compact and 
lighter drive. Single unit design completely 
eliminates need for matching belts, helps main- 
tain constant pitch diameter and speed ratios 
from no load to full load. You get longer drive 
life .. . smooth vibration-free performance... 
greater dependability ... 


Service. 


wide range of special drive designs... 


provide for more power in less space 


Now from one source, Dayton Industrial Products Company—the 
most complete line of friction-type drives in existence—for every appli- 
cation from automatic washers and dryers to large industrial machinery 
and farm implements. 





Gives Greater Power Capacity. Full contact with the 
entire sheave driving surface gives Dayton Poly-V greater power 
capacity because it has twice the contact area of other drives 
with half the surface pressure. 


Maintains Constant Pitch Diameter at All 
Loads. Full contact of Dayton Poly-V gives solid support 
under strength member. Speed ratio doesn't vary. Belt position 
remains constant from no load to full load. 





DAYTON’S SPECIAL ENGINEERING SERVICE 


ue 


tek tet 


Delivers More 
Power. Dayton Poly-V 
increases the drive capac- 
ity 30% to 50% in fhe same 
drive width... functions 
as a friction-force-multi- 
plier in the sheave groove. 
Makes Poly-V ideal where 
more compact design is 
essential. Three cross- 
sections (J 3/32”, L 3/16", 
M 3/8" rib widths) handle 
all applications. 


' eeheheetean 


k 





K ‘ 


Saves Space. Nar- 
rower drives deliver equal 
power in less space. In 
most applications, the 
width of Dayton Poly-V 
Drive is 2/3 to 3/4 of the 
width of standard multiple 
drives of the same horse- 
power. Poly-V has higher 
horsepower capacity per 
inch of sheave width, 
Means less shaft over- 
hang, less drive weight, 
lower drive cost. 


Make use of Dayton’s special Drive Engineering Service when 
you think of power transmission. The time to call us is when 
your design is still on the drawing board. We have no axe to grind 
—we’ll help you select the Dayton V-Belt Drive (FHP, Multiple 
Variable Speed or Poly-V) best suited to your specific need. 


@® Registered trademark of R/M Inc. Manufactured by Dayton 
Rubber under exclusive license of Raybestos-Manhattan, Inc. 


Dayton Industrial Products Co. 


Melrose Park, Il. A Division of The Dayton Rubber Company 


@ OR. Ce. 1959 
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News 


Coal Suppliers Stress 
Price Supply Advantages 


A spokesman for the Bitumi- 
nous Coal Institute says that 
coal’s present price advantages 
offer “unlimited immediate op- 
portunities” in the industrial fuel 
market. 

Carroll F. Hardy, managing di- 
rector of the institute, observes 
that “the 900 billion tons of min- 
able coal in the United States are 
the only assured source of energy 
for the future. At current rates 
of production, this is enough coal 
to last for a thousand years. In 
contrast, the life index of oil and 
natural gas is measured in dec- 
ades—from 20 to 30 years. Under 
the circumstances, coal demand 
is certain to rise, when the oil 
and gas larders dwindle.” 

Mr. Hardy also says that un- 
subsidized commercial applica- 
tion of atomic energy is still far 
beyond the competitive horizon 
in all sections of the country. 


Lumber Output Advances 
As Mill Stocks Fall 


Output of lumber rose 1% from 
the previous month to 3171 mil- 
lion board feet, according to the 
latest report of the National Lum- 
ber Manufacturers Association. 

Hardwood lumber shipments 
were up 13% and new orders rose 
10% above the previous month. 
On the other hand, softwood lum- 
ber deliveries were down 3% and 
new orders fell 8%. 

The report says that gross mill 
s‘ocks totaled 8816 million board 
feet, a decrease of 3% from the 
similar period in 1958. 


N.Y. Employment Up 
Despite Steel Strike 


Non-farm employment in New 
York State hit a yearly high, ac- 
cording to the latest monthly re- 
port by Industrial Commissioner 
M. P. Catherwood. 

The job total was 6,028,000 
— up 46,000 from the previous 


month and 40,000 from the simi- 
lar period last year. This rise oc- 
curred even though 30,000 stee!- 
workers and 6200 employees in 
related industries were idled by 
the steel strike at the time. 

Mr. Catherwood noted, how- 
ever, that the increase was largely 
seasonal. A customary fall pick- 
up in apparel, toys, and rubber 
products manufacturing account- 
ed for a good part of the im- 
provement. 


Correction 


On page 238 of our June 8 
edition appeared a news story 
headed “Trichlorethylene Con- 
tained Safely in Steel Pipe,” in 
which the chemical was described 
as a corrosive brine solution. Ac- 
tually, trichlorethylene is neither 
highly corrosive nor a_ brine 
solution. It is commonly handled 
in steel pipe and tanks. We sen- 
cerely regret the erroneous in- 
formation that appeared in the 
news article. 





Polyphase 


Custom Built ... But 
NOT Custom Priced! 


Here is the most successful development in Air Cooled 
Reduces friction 75% —cuts power costs. 


Motors. 





Totally Enclosea 
Fan Cooled 


MACHINE 
WORK & 
SPECIAL 

MACHINE 


Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 
quiet’ running too. 


BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


VALLEY 


ELECTRIC CORPORATIO 


4221 Forest Park Blvd + St. Lows 8 Me 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 
CHESTER, PA. 


@ Other Models 


Type SN polyphase, High 
Torque, constant speed, con- 
tinvous duty, squirrel cage 
induction, 

Type AN single phase, con- 
stent speed, repulsion start, 
induction fun, continvous 


duty. 
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DoALL HY-SPIRAL TAPS with H.S. Steel 
ground thread ore available in sizes from 
%y" to Ya" diom., NC and NF threads; 
machine screw sizes No. 3 through No. 12, 
NC and NF threads. Your local DoALL store 
has them in stock. 


“Here’s the 


ANGLE 


for better 
chip 
removal 


L Hy-Spiral Taps 


tor deep blind holes and difficult materials 


It’s the new 52° spiral that makes the difference! And what a difference in the way 
it ejects chips from stringy alloys and ductile steels which clog and foul taps of 
conventional design . . . in the way it raises powder and granular chips from blind 
holes in die castings, etc. Exceptional results have been obtained on stainless steel, 
Monel, Inconel X and high-temperature alloys. . 


The 52° spiral exerts a shearing action at the cutting face to produce clean, fine 
threads and true roundness. You can count upon: 


e Rapid chip ejection e Greater accuracy 
e Shear cutting e Less breakage 
e Non-clogging flutes 


Start cutting your costs right now with DoALL Hy-Spiral Taps. We invite you to 
try them on your toughest production problems. Call your local DoALL sales- 
service store today. 


| cso | Pe D6ALL Company, Des Plaines, Illinois 


le 
a 


OR ge a = ‘ 
Sbis.is a typical DoALL store. 
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Call Your D@LL Service-Store 


Ce SS) zm 


MEASURING SHOP SUPPLIES 
MACHINE TOOLS cocccccccccecee CUTTING TOOLS coccccccccscces INSTRUMENTS coscccccccceIN STOCK 
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27 CHASE 
SERVICE CENTERS 
OFFER STAINLESS STOCKS 


Immediate delivery from a growing 
new reservoir. Millions of pounds 
of sheet, plate, bar, wire, tube, pipe. 


CHASE, long the nation’s largest chain 
of warehouses handling corrosion resistant 
metals, has expanded its services to include 
white metals—STAINLESS and ALUMINUM. 


At this critical time Chase personnel 
throughout the nation want to help 
you fill your shortages and plan to 
serve you regularly. 


CALL OR TRY YOUR NEAREST CHASE WAREHOUSE TODAY 


Ask for our national & Chase 


stock sheet to be BRASS & COPPER CO. watersury 20, CONN. 
mailed to you regularly Subsidiary of Kennecott Copper Corporation 


THE NATION'S HEADQUARTERS FOR ALUMINUM + BRASS + BRONZE + COPPER + STAINLESS STEEL AND FORGINGS 
tlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis KansasCity,Mo. Los Angeles 
ukee Minneapolis New Orleans New York-Newark Philadelphia Pittsburgh Providence Rochester St.Louis Sanfrancisco Seattle Waterbury 


For More Information Write No. 283 on Inquiry Card—Page 32 For More Information about ad on facing page 
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Cr AY LOR]D PACK AGING 
HELPS YOU STAY ONE STEP AHEAD 


Whatever your avenue of approach to packaging, 
Gaylord’s awareness of the latest material handling techniques 
helps you prevent trafhc jams in packaging. 


Whether you're on Broadway or Main Street, 
there’s a friendly G-Man nearby to help you avoid 
costly dead-ends. Call him today. 























GAYLORD @ irre: 22 


oe PLANTS COAST TO COAST 
CONTAINER CORPORATION Jf 





Division oF Crown Zellerbach Corporation ros 
Zz 





Purchasing People 





(Continued from page 57) 


J. R. Connell has been ap- 
pointed purchasing agent of The 
Babcock & Wilcox Company’s 
Boiler Division, at Barberton, 


J. R. Connell 


Ohio. Mr. Connell joined the pur- 
chasing department of the com- 
pany’s Keystone Plant in 1942. 
Before that he had been nine 
years with the sales and metal- 
lurgical departments of United 
States Steel Corporation. In 1949, 


he was named assistant purchas- 
ing agent and assigned to the 
B&W Tubular Products division 
headquarters in Beaver Falls, Pa. 
He was transferred to the Boiler 
division, Barberton. as assistant 
general purchasing agent in 1954. 
He became acting division pur- 
chasing agent last December. Mr. 
Connell attended the University 
of Pittsburgh and Carnegie In- 
stitute of Technology. He is a 
member of the National Associa- 
tion of Purchasing Agents, Amer- 
ican Management Association and 
American Iron & Steel Institute. 


A. M. Eggeman has joined Witco 
Chemical Company, Inc., New 
York, N. Y. as assistant director 
of purchases. Mr. Eggeman’s pre- 
vious experience in purchasing 
includes 13 years .with Rexall 
Drug Company. He is a graduate 
of Washington University. He is 
currently serving as second vice- 
chairman of the Chemical Buyers 
Group of the National Association 
of Purchasing Agents, and is a 
member of the St. Louis Pur- 
chasing Agents Association. 


The Electric Products Com- 
pany, Cleveland, Ohio has an- 
nounced the appointment of 
Robert D. Guentzler as purchas- 


Robert D. Guentzler 


ing agent. Prior to his joining the 
company, he was_ purchasing 
agent for Cleveland Electronics, 
Inc. for ten years. Before that he 
was associated with Cleveland 
Diesel Engine Division of General 
Motors Corporation. In his new 
position, he will be responsible 
for all purchasing and materials 
control requirements of the vari- 
ous divisions of Electric Products 
Company. 





for your dream vacation, visit 


STpPETERSBURG 


FLORIDA 


another of the great 
yioNez, 


————= 
ADAMS GEARS 


are made exactly to 





The ADAMS line— 
Spur Gears 
Helical Gears 
Bevel and Miter Gears 


and stay at one of Florida's finest 
(Straight or Coniflex) resort hotels, overlooking beautiful Tampa 
Worms and Worm ° 
Gears Bay and Waterfront Park in the center of 
Internal Gears —— . 
(Spur or Helical) the city's playground area, yet is close 
emg to shopping, theaters, and all activities. 
Racks Planned program of entertainment-danc- 


Ratchets 

Splined Shafts ji 

(Parallel key or ing nightly. Superb food and excellent 
service. 


etd oreno Hotel _ 


lead & Feed Screws 
Please send me descriptive literature. 


your specifications 


We will submit 
@ prompt quotation on the quantities 


Please send prints. 


you specify. Write to The Adams Com- 


pany, 1942 Byer St., Dubuque, lowa 


Shaved Tooth Gears 
(Spur or Helical) 
Ground Thread Worms 











My Name- 
Address 
November to May § City 





Dubuque, lowa, U. S. A. 


ESTABLISHED 1883 











State. 


Gears made to your 
exact specifications 


For More Information Write No. 285 on Inquiry Card—Page 32 For More Information Write No. 286 on Inquiry Card—Page 32 
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SPICER RUBBER ELEMENT SHAFTS CAN HELP YOU 
SOLVE YOUR TORSIONAL RESONANCE PROBLEMS 


If you are faced with the problem of torsional 
vibration from impulses within the operating 
range, Dana engineers may be able to help you 
solve your design problems. 

Spicer resilient propeller shaft assemblies 
have been used successfully for years in rapid 
transit cars, street cars, engine dynamometer, 
truck, bus, earthmover and passenger car ap- 
plications to solve difficult torsional problems. 

Spicer rubber-cushioned shafts make it pos- 
sible for design engineers to “‘tune out” the 
vibration and thus produce commercially 
acceptable installations. 

Spicer rubber-cushioned propeller shafts 
offer these additional advantages: 


The torsional flexibility limits the 
effect of high impact loads resulting 
from rough shifts and other sudden 
torque changes. 


The cushioning effect prevents clatter, 
rattle, and backlash noises. 


Increased life of bearings, gear teeth, 
splines, and other components due to 
the reduction of high impact and 
torsional loads. 


Reduction of noise transfer. 


Axial flexibility to cushion forces re- 
sulting from length changes. 


Product knowledge and years of experience are available to you through 
Dana engineers to help solve your torsional problems. Contact them today. 


International 295 Payscraper, equipped with a Spicer rubber 
element shaft, at work on the Interstate Highway System. 


<&> Do \Fa A 


CoRPORATION 
Toledo 1, Ohio 


SERVING TRANSPORTATION — Transmissions 
Auxiliaries e Universal Joints e Clutches e Propeller 
Shafts e Power Take-Offs e Torque Converters 
Powr-Lok Differentials e Gear Boxes e Forgings 
Axles e Stampings e Frames e Railway Drives 


Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 


For More Information Write No. 287 on Inquiry Card—Page 32 


NovEMBER 23, 1959 
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Employment Service 











COMMODITY 
MERCHANDISING MAN 


Nationally known progressive 
manufacturing and importing 
company dealing in industrial 
raw materials, N.Y. met. area, 
seeks man, min. 5 years exp., 
to assist a vice-pres. of a ma- 
jor product dept. Interesting 
challenging diversified type 
of work, excellent advance- 
ment possibilities. Applicants 
should be well-grounded all 
phases industrial raw mer- 
chandising. Background pur- 
chasing & sales &/or foreign 
trade valuable, but not essen- 
tial. Salary open. Liberal ben- 
efits. Write Box 532. 








ASSISTANT 
PURCHASING AGENT 


Central purchasing depart- 
ment of multi-plant national 
company. Excellent oppor- 
tunity. Chemistry or chemi- 
cal engineering degree pre- 
ferred. 5-10 years chemical 
purchasing experience. Send 
resume to Even D. Adams, 
Industrial Relations Depart- 
ment, W. R. Grace & Co., 
Dewey and Almy Chemical 
Division, 62 Whittemore Ave- 
nue, Cambridge 40, Mass. 


CHEMICAL PROCESSING 
BUYER 


Purchasing staff of midwest- 
ern based growth multi-divi- 
sion corporation has an out- 
standing opportunity for man 
experienced in purchasing of 
process chemicals, process 
equipment and _ packaging 
materials. Applicants should 
have technical college degree. 
Salary Open. All _ replies 
should include complete data. 
Write Box 534. 




















Experience: Twenty years purchasing 
including: material control, scheduling, 
stores, yard operation expediting, traffic. 
Presently purchasing agent large cor- 
poration order value 15,000,000 per year. 
Education: Three yrs college bus adm. 
Will relocate. 

Write: Box 476 


Experience: Six years experience in 
expediting and buying electronic com- 
ponents. Presently employed with large 
electronic equipment manufacturer. 
Have had experience in production 
control, scheduling, shipping, and re- 
ceiving. 

Education: Evening courses in business 
administration and technical electronics. 
Will relocate. 

Write: Box 477 


Experience: Six years purchasing for 
heavy metal manufacturers. Broad 
knowledge of diverse purchased mate- 
rials and purchasing procedures. Ex- 
perienced in inventory control, pur- 
chase scheduling and value analysis 
studies. Heavy background in steel, 
castings, forgings, electrical equipment 
and mill supplies. 

Education: B.S. Bus. Adm.—purchasing 
courses—member National Association 
of Purchasing Agents. 

Will relocate. 

Write: Box 478 
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PURCHASING AGENT 


Medium size machinery man- 
ufacturer in Mid-West city of 
50,000 has opening for quali- 
fied purchasing agent. Ex- 
cellent opportunity due to ex- 
pansion and_ reorganization 
of purchasing function. Max- 
imum age 35, college desir- 
able, minimum 5-year general 
buying experience. Must be 
aggressive and_ self-starter. 
Our employees know of this 
ad. Write Box 533. 














Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 205 East 42nd 
Street, New York 17, New 
York. 














Experience: Negotiator, administrator, 
expert in legal contract requirements 
and proposal writing. Price and cost 
analyst. Directed purchasing division 
consisting of 14 buyers. Negotiated con- 
tracts in excess of $5 million. Widely 
traveled in this country and Europe. 
Familiar with business methods in 
England, Germany and other European 
countries. 

Education: College plus courses in 
municipal purchasing, military pro- 
curement and supply procedures. 
Will relocate. 

Write: Box 479 


Experience: Three years superintendent 
of large department store. Purchased 
over % million dollars worth of sup- 
plies and equipment yearly. Supervised 
activities of 350 non-selling employees. 
Direct control over payroll and office 
functions. Past three years as purchas- 
ing assistant in large industrial plant 
buying electronic components, etc. 
Education: Bus. adm. (production man- 
agement). Home study course in prac- 
tical bus. adm. including industrial 
management. 

Will relocate. 

Write: Box 481 


Experience: Managerial positions in 
purchasing with sixteen years experi-. 
ence: encompassing the direction of 
procurement operations on a multi- 
plant basis, training personnel, pro- 
curement of a wide variety of mate- 
rials, plus value analysis programs 
resulting in high savings. Strong back- 
ground in inventory control and chem- 
ical procurement. 

Education: B.A. degree with majors in 
economics, psychology, and bus. adm. 
Former instructor of ind. purchasing in 
evening division of accredited college. 
Numerous N.A.P.A. and A.M.A. train- 
ing and education programs. 

Will relocate. 

Write: Box 480 
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VALUE ANALYSIS WORKS IN 





FINISHING, 


“Wal’s chromate dip finishes 
protect and beautify at nominal cost 


Chromate treatment of zinc plated products has 
two things to recommend it. (1) The finish pro- 
duced protects the product against unsightly 
corrosion. (2) It offers one of the most eco- 
nomical ways to improve the appearance of low 
unit cost items. To users of Unichrome Dips, 
for example, chromate material costs come to 
only a small fraction of a penny per square foot 
of surface treated. 

Applying a clear lacquer or baking synthetic 
top coat to Unichrome Dip Finishes assures ex- 


cellent wearability . .. as proved by the service 


of just such a finishing system on refrigerator 
shelves for the past 10 years. 

Now available for colorful metallic hues as 
well as chromium-like clear, yellow and jet 
black, Unichrome Dips are especially recom- 
mended for wire objects, appliance parts, toys, 
and similar items. 

Send for details. Or call in the M&T man to 
tell you more about chromate finishes. With one 
of the widest lines, M&T can satisfy you on 
cost, color, and corrosion resistance . help 
you add more value to your product. 


plating products - welding products 
coatings + metals + chemicals 


METAL & THERMIT CORPORATION, General Offices: Rahway, New Jersey 
For More Information Write No. 288 on Inquiry Card—Page 32 
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because we can’t buy them 


.. IT’S AS SIMPLE We had to build Gold-N-Ring Control Switches to meet our own 
high reliability specifications . . . our réputation was a part of 
AS THAT...AND this important fact. We’re machine tool builders. We can’t 
THEY COST NO afford to be responsible for costly down-time on important 
capital investment equipment due to inferior control switches, 
MORE THAN That’s why we build them like precise machine tools . . . and 
OTHER SWITCHES why it will pay you to check with us. 


A wide range of basic units meets practically every need... 
as well as completely assembled stations in 1 to 4 button sizes 
to meet your electrical specifications. Ask our representative to 
call, or send for Bulletin ECS-56 . . . the complete selection 
and ordering guide. 


ELECTRICAL MANUFACTURING DIVISION 


| " | 4 a CHilohe 


LIMIT SWITCHES. SOLENOIDS. A full 


A full line, originally de- line of standard and custom THE NATIONAL 
signed for machine tool units for AC or DC. Push 


applications but now used or pull types with capaci- ACME COMPANY 
wherever the highest reli- ties up to 25 lbs. Bulletin 191 E. 131st E 
ability factors are required, EM-52A. — Sa 
Bulletin EM-51. CLEVELAND 8, OHIO 
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Widest line Comm le)./-1am ]gelelUlendlelamioe)-)¢-toom Ball-1ae Nat al distributior For on-the 
Truarc Retarr Rir f t ’ ; for example, speeds assembly 
different type l 









Wealth of technica 
ing rings and assembly tool 
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Waldes Plant — over 200,000 Jesign Assistance — John Petrie, Waldes Sales Engineer (right) discusses how Truar 
Modern equipment, skilled personne sure i-play and eliminate gauging operations in fractional hp motor with (|. to r.) Car Varner, Methods 
high production, precision retaining rings Engineer; John A. Toth, Buyer; Donald E. Schott, Product Engineer, of Leece-Ne 


PURCHASING VIEWPOINT: Initial price of a component is only 
part of the story. Final installed cost is even more important 
to a purchasing man. It’s here that Truarce retaining rings are 
most likely to save your company money. Some of the reasons 
why are shown above. More in Catalog RR 10-58, ask for it. 


CO) WALDES 


as TRUARC retainine RINGS 


WALDES KOHINOOR, INC., 47-16 Austel Place, Long Island City 1, N. Y. 


TRUARC RETAINING RINGS . .. THE ENGINEERED FASTENING METHOD FOR REDUCING MATERIAL, MACHINING AND ASSEMBLY COSTS 


ete WAL > KOMINOOR, INC 


Whal 


WHAT?...An entirely new con- 
cept in socket set serews—capable 
of delivering the highest degree 
of holding power ever attained... 
is now available! The new P-K 

W-POINT provides 30°; more 
back-out torque .. . 50°; more 
resistance to vibration ... 50’ 

more resistance to rotary slippage! 


W-POINT 
»Y PARKER-KALON 


Perhaps your engineering depart- 
ment would like to test the new 
W-POINT. Ask your P-K Indus- 
trial Distributor for complete in- 
formation and samples, today, or 
write to P-K direct for technical 
bulletin No. 1106. 


For More Information about ad on facing 
<page Write No. 290 on Inquiry Card—pg. 32 


Ween § «as 

Because or- 

dinary cup point set screws fail 
to meet today’s exacting appli- 
cation requirements, and the in- 
creasing demand for component 
reliability. Because of the pivot 
point built into the cup, the 
W-POINT tracks cleanly and 
uniformly. Its impression upon 
the work is even in depth and 
shape at all points on the cir- 
cumference, producing intimate 
frictional contact on both flanks 
of the cup. The new P-K 
W-POINT reduces ‘“‘wobble’’ 
caused by the required tolerance 
clearances between screw 
threads and the tapped hole 
minimizes the “tipping”’ effect 
of key tightening—contributes 
increased contact areas for 
stronger, more dependable hold- 
ing power than ever before 
possible. 


the new 


HOW 
MUCH 


HOW MUCH?... Not one 
penny more than conven- 
tional set screws. You get all 
the advantages of this revo- 
lutionary improvement in 
socket set screws—at no in- 
crease in price! 


PARKER-KALON, a division of 
General American Transportation 
Corporation. Clifton, New Jersey 
Offices and Warehouses in Chicago 
and Los Angele s. 


For More Information Write No. 152 on Inquiry Card—Pag2 32 





For 
Speed 


and 


Mileage... 


use Resinall METALITE’ Flap Wheels 


RESINALL tells you that maximum heat resistance is built-in ... 

RESINALL products are doubly anchored, with an all-resin bond that holds 
the needle sharp abrasive grains to the backing, in addition to the 

resin bond sizing coat. This means the highest rate of cut, faster stock 
removal and greater mileage. 

Speed polishing stainless tubing or intricate shapes . . . RESINALL METALITE 
Flap Wheels are increasing production and cutting costs. Investigate 

this fast, efficient, new metalworking tool. 


BEHR-MANNING Co. (./, 
TROY, NEW YORK < 
A DIVISION OF NORTON COMPANY J 


ABRASIVES 
BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones +  Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives + Grinding Wheels * Grinding Machines + Refractories * Electrochemicals 
In Canada: Behr-Manning (Canada) Ltd., Brantford. For Export: Norton Behr-Manning Overseas Inc., Troy, N.Y., U.S.A 


For More Information Write No. 153 on Inquiry Card—Page 32 























